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Would you like to know the 
results produced by advertise- 
ments like these used by jewel- 
ers who wanted their share of 
the results produced by the 
interesting Gorham national 
advertising? 


These advertisements over 

the name of your own store, 

will help you make October a 

bigger month for bride silver’ 

The coupon will bring you 
the story. 


In October 
eee Lhe Month” for Brides 














_Mrs. Hilliard Miller 


i Wi y dinner table for 
arranged this prize-winning 


the Arts and Crafts Table-Setting Contest 
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... Lhis sound 


merchandisin g plan 
Points the Way 
to PROFITS 


TT’ HESE are the facts about one of the “bride 

months” in the year. And if your sales figures 
don’t agree with these statistics, Gorham may be able 
to point the way to greater October profits. 


CIRCULAR 













































We have a plan that will help you share with us in 
the profits of a great national advertising campaign 
. . » going to more than 2,000,000 prominent families 
each month . . . to the readers of Good Housekeeping, 
House and Garden, Vogue, Vanity Fair, Harper's 
Bazar, House Beautiful, Country Life, International 
Studio, Spur, and Town and Country. 

Here are the people who represent the very cream 
of the prospects for sterling silver! Many of them are 
in your town! And the newsy, interesting advertising 
of The Gorham Company will lead them to buy this 
silver! 





Nearly 300 leading jewelers have joined the 1929 


drive for greater sales on Gorham silver. Whether The Princess Patricia, one of the 
popular patterns in Sterling by the 


you ve been planning to tie in with us or not, it will Gorham Master Craftsmen. If you 
pay you to know the facts about this advertising help would like definitely to increase 
and what it can do. The coupon brings you valuable sales on this profitable pattern, mail 
information. the coupon for the plan. 





| THE GORHAM CoMPANY, Department J.C. 3 


THE GORHAM COMPANY | °"*" | 


Gentlemen: Please see that I receive full information 


Sales Agents for GORHAM MANUFACTURING CO. a ee 


Gorham -Whiting Division, Providence, R. I. 


Kerr Division, Providence, R.I. Durgin Division, Concord, N.H- Name.. 
“America’s Leading Silversmiths for over 90 Years” eal 
City State 
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as second class matter February 15, 1902, at the Post Office, at New York, under the act of March 3, 1879. Subscription, $4 per year in U. S. 
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New styles, new designs to 
“aaa meet the changing demands 
of a discriminating public, but 
always of the same dependa- 


a bility, quality, workmanship, 
STAR Ty CASE 


freon and intrinsic value. 





cud ese STAR WATCH CAsE CoMPANY 


“reo. LUDINGTON, MICHIGAN 


NEW YORK OFFICE - - - 20 WEST 47TH ST, 
> P 7 CHICACO OFFICE - - - 35 E. WACKER DRIVE 
f SAN FRANCISCO OFFICE - - - 704 MARKET sT 


CINCINNATIOFFICE - - - 3) EAST FOURTH ST. 


MEMBER Sas ins ust NIP A 
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ourteenth 


Degree ‘Rings 
by Wood 7 .~ 


Conforming exactly to 

the specifications of 

the Masonic Order 

express the ultimate 
in quality and 


value 


HANDSOM 
SEAML'ES 








E No. E-14M 
S 


FOURTEENTH DEGREE RINGS 








NEW YO 





Cre) 





ECAUSE for over three quarters of a century Wood 
B has meant quality. Because vast resources and great 
demand make possible values far above the price. Because 
the country’s smartest stylists design Wood jewelry. Be- 
cause of all this, time and again jewelers say of Wood 
‘“Unequalled’’. It is Wood's reward for the exceptional com- 


bination of quality, style and price. The Fourteenth Degree 


ring is only another fine example. 


Kindly address our nearest office 


J. R. 


RK OFFICE 


15 Maiden Lane 


WOOD & SONS 


Stylists in Jewelry Since 1850 
FACTORY CHICAGO OFFICE 


Brooklyn, N. Y. 29 If. Madison St. 
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20 West 47th Street, New York City 
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amet 


is a name with magic in 
it. Three thousand years 
ago in China, the use of 
jade for ornament was 
held sacred to those titled 
or favored by the em- 
peror. The possession of 
it was a talisman for im- 
mortality; the quality of 
a man’s ornaments of jade 
was, in a sense, the meas- 
ure of the man. 


Today jade is within the 
reach of everyone, titled 
or not, but its magic per- 
sists. The discriminating 
select it unerringly. A 
complete assortment of 
Chinese Jade is a certain 
talisman for a clientele as 


fastidious as it is large, 
and the quality of the jade 
is, in a sense, the measure 
of the jeweler who 
stocks it. 
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Carnelian Mines 


at Campo de Maia 
in Brazil 


YARNELIAN is red Chalcedony. In 
some cases portions of the stone are 
paler than others, and specimens with a 
pale central portion which graduate into 
a dark colored exterior are not uncom- 
mon. Fine, dark stones uniform in color 
and free from faults are found in India. 
They are very rare and highly esteemed 
for their great beauty. 

The color of Carnelian is not due to 
the presence of organic compounds, as 
was once supposed, but to compounds of 
iron—the red color being due to ferric 
oxide and the yellow and brown to hy- 
drated ferric oxide. 

The mode of occurrence of Carnelian is 
in the cracks and crevices of volcanic 
rocks. On disintegration of these rocks, 
rounded nodules or irregular fragments 
remain loose in the ground; or trans- 
ported by running water are deposited 
as rounded pebbles in the gravel of riv- 
ers and streams. 


In India material found in the mines 
may be blackish, olive-green, milk-white, 
or, in fact, almost any color except red. 
This tint is acquired only after heating, 
which is effected partly by long exposure 
to the sun’s rays and partly by fire. 


Walter Lampl 


Jdakers of Platinum. & Gold Chains 












In South America the best known lo- 
cality for Carnelian is Campo de Maia in 
the Rio Pardo district of Brazil. The 
stones found there are remarkable for 
their regular, spherical form. Dutch 
Guiana, Siberia and Queensland are also 
known as localities for fine specimens of 
Carnelian, but, compared with India and 
Brazil, are relatively less important. 


Compared with opaque red jasper, 
which is often of a Carnelian tint, all 
Carnelians, whatever their color, are 
strongly translucent. 


For use as a gem Carnelian is cut 
without facets, with a plane or convex 
surface, and with a round, oval or other 
outline. Because it is less brittle than 
most other stones, it is a suitable mate 
rial to engrave upon. 


Brown Carnelian is distinguished as 
sard, the rarest and most valuable speci- 
mens being orange-brown. In transmitted 
light these have a fine red color. 


The value of Carnelian depends prin- 
cipally on its translucency and on the 
uniformity of its color. It is one of pres- 
ent-day fashion’s most popular stones. 


20 WEST FORTY-SEVENTH,, NEW YORK 
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CR-354—One of the Lampl 
Creations in Carnelian 

















CREATORS of the UNUSUAL as USUAL 
in ENSEMBLE COSTUME JEWELRY 

















ne of a Series Revealing the Background of Sones Used in Ensemble Jewelry 
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CHICAGO: 55 EAST WASHINGTON STREET . . NEWYORK: 36 WEST 47th STREET 
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JACQUES KREISLER G- COMPANY 
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WISCONSIN 7310-731! 
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THE GREATEST 
ali ae FLIGHTS ARE 
NLT LONG INES MADE WITH 


5TH ave N Y ( 4OL 5 AVE) 


AS ALREADY STATED YOUR PARIS AGENT YOUR WATCHES PROVED MOST i ONGI N ES 


USEFUL DURING OUR TRIP THEIR RELIABILITY 1S BEYOND ALL PRAISE 


ASSOLANT LEFEVRE ee WATC H ES 
EXCLUSIVELY 


PATRONS Ant RHQEPSTED Te FAVOR Tuk Cone MNING ITS SERVICE om 1D 


WESTERN UNIO. 
CABLEGRAM 


mewcome Camron ceeeee=: 6S WRAEVER emer mce-repeeent 
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Received at peosaseys SS" 829 UL 11 PM 9. 16 
14 


NKT49 CABLE=ROMA 29 





LCD A J WITTNAUER WATCH COMP ANY= 
WEST 38TH STREET NEWYORK CITY= 








LONGINES WATCHES AND CHRONOMETERS WORKED PERFECT ALL THE WAY 







WILLIAMS & YANCEY. 







The two latest transatlantic flights, one by 
ASSOLANT, LEFEVRE and LOTTI and the other by 
ROGER Q. WILLIAMS and Capt. YANCEY, from 
America to Europe, were, of course, equipped with 
Longines watches and chronometers exclusively. 

Every long distance or scientific flight, sponsored by 
any country the world over and carried through suc- 
cessfully, has been accomplished with the aid of 
Longines timepieces. No other instruments of the kind 
have met with such universal recognition by scientists 














and aviators. 

Great flights are planned carefully ... famous avia- 
tors’ opinions may differ as to the ablest ship, the best 
oil or the sturdiest motor... but there is one impor- 
tant matter upon which they always will unanimously 
agree, and that is, that a Longines is the only watch in 
the world to whose accuracy and dependability the safety 
and success of a flight may unreservedly be entrusted, 


A. WITTNAUER CO. 


































Established 1866 
402-404 FIFTH AVENUE 
NEW YORK CHICAGO MONTREAL GENEVA 
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Put these Rings 
in Your Stock 
and 


Watch the Results! 







































UNDREDS of 
Jewelers have tried 
it, and are now selling Bristol rings be- ‘7 4 joy Creation 
cause they please customers. . . « that sells. 





Bristol Wedding Rings are hand carved 
and chased (not die-struck). 


These Bands are not made with a view toward 
quantity production, but rather individually 
created by master craftsmen to fill the need of 
those who desire quality, distinction and beauty 
at a moderate price. For this reason alone 
Bristol rings prove profitable to the Jewelers 
featuring them. 


The wedding rings illustrated are only some of 

the many styles and weights that comprise the 
Bristol Line. There is a style to suit every 
purse and taste. 


Below are two “CONTENTMENT” patterns 
which are made in three desirable widths. A 
beautiful price tag on each ring designates the 
retail selling price, allowing a fair margin of 
profit. : 





“Refinement 
The Sign of Quality Si at and Price 
SOLD THROUGH Combined’”’ 
WHOLESALERS 
ONLY 








(BRISTOL / 
. HAND CARVED . 
, ANDCHASED + 


2 
d IOP; F. ke tane Ds : 
> = i” 





RETAILERS: If your wholesaler can- 
not supply you with our rings, write 
us and we will put you in touch with 
one who can. 


WHOLESALERS: Our representative covers 
your territory and for your convenience he is 
listed below. Either get in touch with him, or write 
us and we will have him call on you, or we will send 
you samples of our line. 


BRISTOL SEAMLESS RING CO. 


Main Office and Factory - - - 123 Liberty Street - - - New York 


New York Representative: Mid-West Representative: Traveling Representative: Pacific Coast Representative: 
mm Bi H R. Hol Alfred H. Bullion Co., Inc. 
A. H. Disbrow erman olzner Rasterm States ane meio me 


9.11 Maiden Lane 31 N. State St. " E . 
Chicago, Il. S. C. Steinmann San Francisco, Calif. 





Two Styles 
Three Widths 
A, B and C 











New York City 
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GUIDED THE PILGRIMS... IDEALS 


GuIpE THE Makers OF THESE RINGS 


ILGRIM Wedding Rings can meet any test of good 
ring manufacture. Made by men with courage 
and ideals, improved manufacturing methods are 
constantly being inaugurated to keep these rings 
the finest on the market. 


Their white gold is of such quality that it will not 
discolor. Their chasing is deep. Their finish is 
brilliant. In every respect these are rings which 
will appeal to better grade, higher class customers. 
Jewelers who stock and push Pilgrim Wedding 
Rings are assured of sales, prestige and profits. 
Made in a great variety of designs in widths and 
sizes to meet all needs. See these rings at the 
wholesalers only. earliest moment and place an order to test their 

merits. 

Pilgrim Wedding Ring Co., 125 Canal Street, New 

York City. 


Pilgrim Wedding Rings 


East Mid-West Pacific Coast 
HERMAN B. SACKS G. A. SIMMONS SAM KIERSKI 
125 Canal Street, New York City 29 E. Madison St., Chicago, IIl. 704 Market St., San Francisco, Cal. 


Pilgrim Wedding Rings 
are distributed through 
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An Achievement in Perfect 
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_ GEMEX (creations Gk win 
popular approval everywhere! 




























al . . - ° ° . 
Special attention is called to the enamel coloration in the tri- 


angular pattern of the Valencia model. Four striking effects . °° in 





red, green, blue and black... suggest Valencia as the choice of the 






ultra moderns. 
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Va len cla 


Daring and different, 
the Valencia ... 
enameled in four vivid 
colors, red, blue, green 
and black. Duro Plate. 


$3.00 


Consumer Price 

















“ CALIFORNIA 






i cnenenenmnamennsiananmetaaeennatinaaee 


TAN 
\ V \ 









Prin ceton 

Decidedly masculine 
and practical is the 
Princeton . . . satin 





finish weave and pol- 
ished edge. Duro Plate. 


$2.50 


Consumer Price 





Phylis 
The lady companion to the smart Prince- 
ton model... satin finish weave and 
high polished edge. Duro Plate finish. 


$2.50 


Consumer Price 


GEYIEx 


WATCH STRAPS 


GEMEX COMPANY — Factory and Executive Offices: 170 Thomas Street, Newark, N. Be 


Branch Offic es: 702 Heyworth Building, Chicago, Ill. 704 Market Street, San Franc isco, Cal. 
Canadian Representative: The Electric Chain Company of Canada, Ltd ‘ 171 John Street, Toronto 
















Vp 


qn CANADA 











GEMEX BRACELETS ARE DISTRIBUTED BY WHOLESALERS 
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Have you enough Pendants 
for this great Pendant Year? 


They will want them in all sorts of combinations: 
On light chains—on heavy chains: 


Set with diamonds—with crystal—with sapphires— 
with colored stones of very kind. 


Many will want their own diamonds reset into mod- 
ern Pendant Mountings, and as always, we are fully 
prepared. 


J3\ 
mamma BELLS OSL SLES SS 


/Koun & Go, J 


Generel Obed tvccluy ry 


NEWARK, N.cJ. 
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Patented 
JIFFI-SPRING 


stretches \ 


alpeum betes! 
pes ae aX ] 
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Hugs every 
wrist 
without 
lop pelep eet 
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The Patented Feature 
that does the trick 




















HE patented folding Jiffispring in this re- 
markably successful wrist watch bracelet is 
thoroughly protected by letters patent and 
all infringers will be prosecuted to the full extent 


of the law. 


HUGS EVERY WRIST without binding 


It is entirely because of this patented feature that 

Jiffiband hugs every wrist... man’s or woman’s... 

large or small...and yet does not bind or offer the 
slightest discomfort at any time. 


ONLY ONE LENGTH to carry in stock! 


It is also because of this patented feature 


Winniw G 


to bSittiband imitators 





4 





that the trade needs only one length in each style 
to fit every type of customer. This means that the 
trade can keep inventory down to a minimun with- 


out jeopardizing sales. 
I £ 


FOR MEN and WOMEN 


Jiffiband comes in two styles... chromium plated 
and 1/10 14 K. gold filled for men and (narrow 


width) for women. 


WRITE FOR PRICES 


If you are one of the few dealers who are not 
carrying this fast selling item, write us today for 


prices and please mention your jobber’s name. 


- s—t—r—e—t—e-—h—e-—s a full ineh!? 





Pe. A TT Ee 


Hugs every wrist without binding 
MARTIN-COPELAND COMPANY .. . . 








Providenee. R. I. 


Branches: New York — Chicago — San Francisco 
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ul sparkle in the lady eyes 








WHEN THE CASE IS 
ORIGINATED BY 


LEwini4®n 


4 x scene is any fine 


jewelry shop. A man and woman enter to look at watches. 
Notice her eyes. See the sparkle of interest when she 
looks at a case by Lewitt. These cases have something that 
appeals to women. It may be the smart originality of the 
design or the bewitching richness of the workmanship. It 
may be the way it flatters her wrist or the painstaking 
manner in which it is fashioned. 


Figure it out for yourself. Loveliness is what you are 
selling—loveliness and pride of possession. Cases by 
Lewitt are the very incarnation of loveliness. A good 
movement in a Lewitt Case is like a good line in the 
hands of a good salesman. Many leading wholesalers carry 
Lewitt Cases. Give them an opportunity to increase your 
watch profits. 


Wrist watch cases in gold—and, for diamonds, in 18-kt. 
and platinum, and iridium platinum. 


LEWITT UWISes 


BEAUTIFY THE WATCH — MULTIPLY THE SALES 
L. Lewitt & Co., Inc., 240 West 40th St., New York City 
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B.A. BALLOU & CO. Ine. 


PROVIDENCE, R.I. 







ack 












. 


As shown above, this exquisite necklace of 
pearls and colorful stones may be worn 
with the pendant either in back or in 
front ...a charming style feature. 


This is but one pattern in the line.... 
others are equally smart and sophisticated. 


In view of the fact that Fashion favors 
browns, greens and blues for feminine fall 
attire, beautifully designed stones in colors 
— Carnelian, Lapis, Ivory and Jade — are 
combined with pearls to make these strik- 
ing necklaces. Other models are made 
entirely of pearls with ornamented clasps. 


In the manufacture of this jewelry, only 
high grade, well matched pearls are used. 


New clasps and stone mountings are of Sterling Silver. 





NEW 
PEARL 


AND 









STERLING 
SILVER 
JEWELRY 
BY 
BALLOU 
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SOLD 
EXCLUSIVELY 
THROUGH 
THE 
WHOLESALE 
TRADE 








| FELELINOIS WATCH CASE CO. 
Jactory and Mam Office at Slgin, lllino’s, USA. 


lee NEW YORK CINCINNATI CHICAGO TORONTO LONDON 
_@ 20 West 47th. St 4]4 Walnut St 35 Wacker Drive 17 Hin§ St.E. 65 Holborn Viaduct 
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AMONE YOUNG 
FA sSHIONABLES 











- Have a Very Definite 
_ Appeal—They’re Smart! 





Aw that means there will be 

a very decided demand for these new- 

 estsmoke accessories .. . and, of course, 
very pleasing profits for you. Vester 
and Vester Snapdragon TableLighters 7 
make matches seem as obsolete as si aaa 

. hoopskirts. They are made in so many BS Siiver-plated, 
attractive finishes that they’re suited —— 
for every room in the home as well as . 
for the office. Vester TableLighters 
are fally automatic - . . need filling So. 2088.82 


Snapdragon 


only every five or six sale: Alice Blue Enamel 








No. 2025-35 

Snapdragon 

Alligator grain 
$6.00 


_ Imagine —twenty-nine different 
finishes .. . leathers .. . colorful ‘ No. 2025-38 
enamels and plated combinations - Pie 


modernistic 


to match the table service. ome 
$6.00 
To retail from $5 to $10 


Made by 
No. 2020-5 


Vester in 
ester aC. Lincoln Bronze 
Z for the desk - 
Maso reet oe $9.00 No. 2020-33 
3 n Str ee Sill in oe : J No. 2025-36 Vester 
Se ee fo : / Snapdragon Genuineleather, 


Genuine leather, water snake 
pigskin grain ; grain 
$6.00 


$9.00 
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Los Angeles Office So ma 1 A 0 i. ou ge ‘ entiod 
_ . : ry \ : 
litle Guarantee Bldg. {NE 1 “\ity> f 
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Sold through Wholesalers and Importers only 


THE NOv-E-LINE MBG. CoO., Inc. 


CREATORS OF DIAMOND-LIKE JEWELRY 





1650 BROADWAY, eh ae CS ee & 


CHICAGO OFFICE — 29 EAST MADISON STREET WILLIAM LESTER, Representing 
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Through two cen- 
turies marking the 
standard quality of 


4 fine watches. 


Jules Jiirgensen has achieved an exclusiveness in ‘these 
Baguette Watches appealing to the up-to-date and discern- 
ing woman. 

Platinum—Diamond Studded and Adjustable Cords— 


and a large assortment of designs. 


HENRY FREUND & BRO. 


Sole Agents for U. S. A. 
20 West 47th St. New York 
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FOR NEARLY A CENTURY 


JUERGENS & 


ANDERSEN CO. 
CHICAGO 





MAKERS OF FINE 






DIAMOND JEWELRY 
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-while the customer waits |! 


OU can do it with Crestcraft Wallets—the 
new personal wallets by Van Sicklen of Elgin! 
And the monogram is permanent. 

Each of the many attractive and modestly 
priced Crestcraft Wallets—Jack Junior, Ambas- 
sador, Aristocrat, Piccadilly and Executive— 
carries a handsome 24 carat gold plated metal 
crest. To personalize your customer’s choice of 
these wallets, simply cement the proper black 
enameled, nickel silver 
letters in the recessed 
spaces provided on the 
crest. The monogram is 
done in 30 seconds! 

No special tools are 
needed to monogram the 
Crestcraft way. We 

supply a generous and 





BY 





Al 


onogrammed- 








judicious assortment of letters of the alphabet, 
fraternal emblems and Greek letters. We also 
furnish with each order a handy stock tray for 
keeping the initials properly sorted, together 
with an attractive counter card. We give you 
special Crestcraft cement that sets instantly and 
holds indefinitely. 

Crestcraft Wallets are offered in the five styles 
mentioned above. They are done in the finest of 
leathers and finished with consummate craftsman- 
ship. Each size is available in a variety of leathers, 
as are key cases and cigar lighters to match. 

Crestcraft Wallets retail from $2 to $25. No 
other wallets, at any price, offer equal smartness, 
quality and distinction. 

Write now for full details and samples of the 
modestly priced, smart and distinctive new Crest- 
craft line—the personal wallet! 


Sees ~“LRAPT WALLETS 


ick i Ch 


OF ELtGin 


VAN SICKLEN CORPORATION, 366 BLUFF CITY BLVD., ELGIN, ILL. 
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ZENITH 
MARBLE and ONYX 
BALL CLOCKS 





Two Sizes: 8” x 8” or 5144” x 514” Base 


FOR THE EXECUTIVE'S DESK 
OR LIBRARY TABLE 


These exquisite 8-day clocks come 
in Italian Marble and Brazilian 
Onyx in an assortment of colour 
effects including black, white, 
green and sienna. The Zenith 
Ball Clock is one of many origi- 
nal styles in designs in clocks. 
Pocket and wrist watches also 
on exhibit in our New York 
showrooms. 


Sole Agents in the United States 


The ZENITH WATCH CO. 
INCORPORATED 
64 West 48th Street, New York 
"ATCHES & 


POCKET & WRIST Vi 


CLOCKS 
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Chinese Jade 


MAYER & MULLIGAN 
15 West 47th St., New York | : 
Established 1906 


Precious and Semi-Precious 
Stones 


Pearls, 
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: PREY. \ 
« At | 


ASK FOR THE LATEST 
CREATIONS IN WRIST 
WATCHES BY FREY 
FROM YOUR JOBBER 





(Switzerland). 








FREY & Co §. A., Bienne 














FULLER'S ® FINDINGS 














LEGION and LEGIONETTE WATCH BANDS 


for comfort, appearance, simplicity, style and value 





HELEN GAWN 





BANKER 


Guaranteed by the Maker 


GEO. H. FULLER & SON CO. 


PAWTUCKET . CHICACO ° NEW YORK 








i= OLDEST AND LARGEST MAKER OF JEWELRY FINDINGS + SINCE 1858 == 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 
in Jewelry of Highest Crade 








Necklace Clasps and Novelty Jewelry 


Rondelles. Barrel-clasps. 
MODERN NOVELTY CoO., INC. 
126 South St., Newark, N. J. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 


18 Columbia Street 


The Eleder-Hickok Co. 
23 Prospect St. 
(Formerly Lebknecher & Oo.) 


SILVERSMITHS—Oreators of Original 


Designs in Sterling Silver Hollowware & Novelties 


















e popu lar 


SA 


RINGS 
And Pendants to Match 
Cheough wholesalers only 
401-7 MULBERRY STREET 











BARRASSO & BLAS! 


THE HOUSE OF CAMEOS 


Lady's Stone Rings — Diamond Mountings. 
Pendants — Earrings 


CAMBO BROOOHES 
fold through the jobbers only. 
81-388 Governor St., Newark, N. d. 








New Jersey Jewelry Mfg. Co., Ine. 


50 Columbia Street 


sain elas Sad‘ ings" bid and unin 
vels spring r 
Various kinds ef Faney 4 Linke Plate ? Gat 


Phone Mitchell 2569 


HENRY RUFEISEN-1N 


MANUFACTURERS OF 
RINGS OF AMQUALITY 
126-128 South Street 

Ohicago Office, 81 N. State St. 








RIN GS—a Specialty with 


Louis Bleiberg 
336 Mulberry Street 


Sterling Fireless Sliver 
Beduces lishing to a minimum and obteins 
“i lasting brilliance. 
JOHN J. JACKSON 4 CO. 
All Sterling and Fine Slivers Relling fer the Trade 








What Is the 
Jabel Ring Mig. Co. 


sutting out now? That Is the question 
the ring trade le asking. 401 Mulberry St. 


SEND FOR SAMPLES 
INKLESS 
TOOLLESS 
ORS 
ARCH CROWN MFG. CO. 
82 Warren &t. Newark, N. d. 


T f C i WASHABLE 
ALL COL 
nators and Patentees 











WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Tel. Market 7448 91 Oliver Street 


Y% to @ carat 18K Engagement Ring 
mountings ornamented with small 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth St. Newark, N. Jd. 


Ty; you SELL to ponte, colleges and 
ernities BUY fro 


CRESCENT RING CO., Ine. 


355 Mulberry Street 


ee of RINGS and P INS 


For Fraternal and Scholastie 
EMBLEM HOUSES 


We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 
Sasteage — o Amethysts 


All _— R IN] IG ay, Exclusively 





for Jobbers 
BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 





ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2498 





THE GENERAL ALLOY CO., Inc. 


Correct { White, Green, 
Alloys & Solders Yellow and Bed 


WEDDING RINGS 





c. B. W., INC. 


10, 14 and 18K Rings—Jobbers Only 


391 Mulberry Street Tel. Market 8820 
New York Office, 98 Nassau &t. 








Gold and Platinum Solders— 
“Clinten Alleys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


61-83 East Kinney St. Newark, N. J. 


the HELEN MFG.CO. 


GS eXTOUNTING® 


L. FRITZSCHE & CO., Inc 


Manufacturers of 
Platinum and 14Kt. Gold Jewelry and 
Flexible Bracelets 
480 Washington Street 





Wefferling, Berry, Wallraff Co., Inc, 


Makers of 
FINE EMBLEMATIC JEWELRY 
Eight Rose Street 








M. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 1458 60 Columbia St. 





Jewelers’ Settings and Soiders 
Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sts. 
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A Style Leader That’s A Staple Seller 


This Sterling Silver Chanel Necklace reflects STYLE with BRIL- 
LIANCE. The New Baguette Stones are Bright Cut—not pressed. 
They show off especially well with the prevailing style of black 
dresses. Necklace shown retails at $9.00. Other attractive patterns 
in our varied line to retail from $1.25 to $10.00. 


Sold individually or with Earrings and Bracelets to MATCH. Ear- 
rings to retail from $2.00 to $3.00 per pair. Bracelets to sell at 
$2.00 to $5.00 each. 


Also a fine Imported Line to retail from $25.00 to $50.00 for cus- 
tomers who want something choice. Send for Selection. 


CAHN & KORNBRODT, Inc. 


SUCCESSORS TO MORRIS WEIL 


580 Fifth Avenue New York, N. Y. 


At 47th Street Phone: Bryant 3398 
WHOLESALE JEWELERS AND IMPORTERS OF NOVELTIES 

















at 


HE great DOUGLASS LIGHTER advertising campaign starts early in October. | 
There is barely time to get your stocks in and displayed before it starts. Order | 








now. 


DOUGLASS 






a there’s your light! 


_\\ann | | 
We are exclusive wholesale distributers to the jewelry trade in NEW YORK, NEW 
JERSEY and CONNECTICUT. Prompt Shipments—Wholesale only. 


Press the trigger 





CROSS and BEGUELIN 


15 Maiden Lane New York City 
































ae 


{|| ALMosT A CENTURY OF EXPERIENCE om 


is in back of every Ketcham & Automatic Eyeglass Holders 
McDougall product. Founded illustrated herewith—are no 
in 1832—when we supplied exceptions to our century old 
the trade of the day with standards. Each is a modern 
thimbles—we have always kept design, attractive, novel and 
abreast of the trends and  ppractical. Perfectly finished in 
styles. And we have 14K White Rolled Gold 
always featured qual- and guaranteed against 
ity, workmanship and defects—these Moderne 
value. Automatic Eyeglass 
Holders are salable, 
profitable merchandise. 










The f our Moderne 





Write for Our Illustrated Price Lists. 


KETCHAM & McDOUGALL, INC. 


15 Maiden Lane Established 1832 New York 
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ESTABLISHED 1870 
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JOHN W. BLOCK 


Manufacturing Jeweler 


22 WEST 481TH STREET 
NEW YORK 


ew 
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Fancy Cut Diamond Jewelry 
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Just another useful product made with the traditional critical standards of American Platinum tool craftsmanship 
to be in keeping with the finest jewelry with which they are used. 
They are made in different weights and styles. You will find them illustrated in a new booklet. 


May We Send You Catalog A-31? 
AMERICAN PLATINUM WORKS N. J. R. R. Ave. at Oliver St., Newark, N. J. 








SPECIALISTS JEWELRY - DIAMONDS 
IN BUYING AND SELLING AND ESTATES 


From the Poorest Stones to the Finest Gems Loose or Mounted. 


Old or New 








Send me the merchandise your customer wishes to sell—I will promptly 
quote you my highest cash offer—Money remitted if acceptable or mer- 
chandise returned—Bank references exchanged. 


M. B. ALTMAN 


10 West 47th St., New York (Established 1899) 













































































THE VIANDE KNIFE 


Presenting SILHOUETTE PATTERN 


and the VIANDE KNIFE 
14 Maiden Lane — J. W. JOHNSON — 1 West 47th St. 











New York 
1847 ROGERS BROS. | 
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DIAMOND Mnentactecing 


Merchandising 
MOUNTED = Sentstna 
JEWELRY 


All indications are for a prosperous Fall 
and Holiday jewelry business. You 
want to share in it. 


The display ready for you here is the ac- 
complishment of our 61 years’ experi- 
ence not only in manufacturing, but 
also in meeting the needs of the indi- 
vidual jeweler in variety, value, novelty 
and in closely cooperating to keep his 
assortments full and attractive. 


As the largest manufacturers, we have 
used our resources to give each piece 
that particular appeal which helps the 
jeweler make the sale. We strive to aid 
the jeweler to win new customers and, 
with the old, retain them all. 


World’s Largest You will find especial gratification in 
choosing; for you will appreciate that 


manufactur 1 ia back of the merchandise is helpfulness 
of Gold Jewelry leading to a successful season. 


GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 
136 West 52nd Street, New York City 


MANUFACTURERS OF GOLD AND PLATINUM JEWELRY 
IMPORTERS OF DIAMONDS AND WATCHES 


CHICAGO LONDON PARIS AMSTERDAM CHAUX DE FONDS 
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the Worlds big Jewelry Centers both 





BUY ML 


EW YORK 









NEW YORK ... World Market Place ... Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . . Fashion Center and Focal Point of a whole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, Curistizg & Co. 
“Orienta” Pearls 


65 Nassau St. 


BADGES, EMBLEMS, MEDALS 


Dieces & Ciust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CurIsTIAN BECKER, INC. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 


Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Decorated Crystal and Silver Mounted Crystal 


CHINAWARE 


Mappock & Mi ter, Inc., 39-43 W. 23rd St. 
“Royal Worcester China” 


DIAMOND IMPORTERS AND 
CUTTERS 
BAuMGOLD Bros., INc. 
Diamond Cutters 
BirnBAUM Presser Co., Inc. 62 W. 47th St. 
Diamond Cutters 
Cuas. P. Gotpsmitn & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 
Jewe.-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 
SHIMAN Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W.G. Rings 
J. R. Woop & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


62 West 47th St. 


DIAMOND JEWELRY 

C. V. DoucHerty Co., Inc. 7 W. 45th St. 
Plat., Diamond, Seed Pearl and Jade Jewelry 

Morse Bros. 64 West 48th St. 
Diamonds and Diamond Jewelry 

Staicer & Sons, Inc. 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 





FOUNTAIN PENS AND PENCILS 
Pen-O-Grapuic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 


Victor E. LEDERER 123-125 West 33rd St 

Adv. Souvenirs for Store Openings, Anivs., etc. 

Max SINGER 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PLATINUM CHAINS AND MESH 


Corsett & BERTOLONE, INC. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 


R. A. BreIpDENBACH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 
Max DurAFrourcG, LTD. 580 5th Ave 
Synthetic Calibre, Ring Stone, Importers 
Jutes FRANKLIN, INC. 452 Sth Ave 
Pearls and Precious Stones 
ALFRED LA Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 
LevERE Co. 94 Canal St., Cutters, 
Encrusters—If it’s a stone, we have it. 
Max STERN & Co. 17-23 John St 
Importers of Ringstones of Every Color 
SuPREME STONE ImpP’T Co. 37 Forsyth St 
Encrusting, Jobbing Stones, Mail Orders Filled 
J. L. Warner Co., Inc. 36 W. 47th St 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 


ARAx Jury. Mec. Co., Inc. 74 W. 46th St 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewetry Co., Inc. 22 W. 48th 


Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
R. J. BLUMENTHAL 65 Nassau St., Impor 
ters Japanese Cultured Pearls—Crystals, etc 
Boyayran’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
MorTiMerR B. KiIncG “The House of Jade’’ 
Necklaces, Costume Jewelry. 65 Nassau St. 


REAL STONE GIFTWARE 


Avucust DincetpeIn & Son 551 5th Ave. 
Real Stone Ash Trays, Special Order Work 





PRECIOUS METALS 


BAKER & Co., Inc. 30 Church St 
Jewelers’ Settings and Solders 


JoHNsOoN, MatrHey & Co., Inc. 233 B’way 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 


Kinc & Co., 
Repairers, Silversmiths, Jewelers 


40 John St. 


SAMUEL BERNARD 22 West 48th St. 


Repairers: Watches, Clocks; Timeology 


RINGS, RING MOUNTINGS 


1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


DATTELBAUM & FRIEDMAN 


SEED PEARL JEWELRY 


64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 


EASTERN PEARL Co. 


SILVERWARE 


Derpy SILver Co.s 10 Maiden Lane, World Re 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


ALPHEus L. Brown 15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 


CortTesert Watcu Co., Watches and M'ts. 
M. Foérster & Son, Agency, 15 Maiden Lane 


Lussac Watcu Co. 12 John St. 


Importers of Swiss Watches of all prices 


A. SuHaptro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I, TANNENBAUM Co. 121-123 Canal St 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 


KriEGER & Dranorr, 10 W. 47th St., S.U.C. & 
P.B.U. Unbreakable & K.K. Fancy Crystals. 
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WILCOX TABLE LIGHTERS 


N presenting this series of Table Lighters and Combination Table Lighters and Cigarette Holders in 
International Silverplate, we believe that we offer an unbeatable combination. An ingenious article 
with a widespread popular appeal ; sure action with the EVANS Roller Bearing unit and the exquisite 

design, workmanship and finish, and the fine quality of International Silverplate, join to form a most 


attractive and readily salable novelty. 


Cross-lever, roller bearing action is a new principle in lighter-building—exclusively EVANS—exclusively 
INTERNATIONAL. It means smoother action, wider clearance between snuffer and wick, an almost 
complete revolution of the sparking wheel that spurts a veritable shower of sparks to insure ignition— 
not at one, but at several points in the revolution of the wheel, from just one pressure of the thumb. 


The charmingly colored leathers, the colorful inlaid enamels, the delicate tracery of chasing offer to the 
consumer a wide selection, wider than in any other line—and all lighters are backed by the full guar- 
antee of the makers, Wilcox Silver Plate Co., International Silver Company 


Successor, Meriden, Conn. Write for illustrations and prices. 








No. 138—Combination 
Table Lighter and Cig- 
arette Holder, Genuine 
Brown Leather, Snake 
Grain. May also be had 
in Genuine Leather, 
Black Lizard or Red 
Morocco Grain 





No. 126—Com- 

bination Table 

Lighter and Cig- 
arette Holder 


Lighter Top removed to 
show Cigarette Holder 


INT} 


















No. 135—Table Lighter 
Height, 6% inches 
Light Jade Enamel Pillar 


No. 142 — Combination 

Table Lighter and Cig- 

arette Holder. Genuine 

Leather. Black Lizard 

or Brown Snake Grain 

or Red Leather Morocco 
Grain 


RNATIONAL SILVER 





bands of Red Enamel. 








All Table Lighters in 

International  Silver- 

plate are furnished in 
Butler Finish 


No. 134—Table Lighter 
Height, 6 inches. With 


May also be had with 
Black or Light Jade 
Enamel 





No. 140 — Combination 
Table Lighter and Cig- 
arette Holder. Paisley 
Pattern. Opened to show 
Cigarette Holder 
and Lighter 
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Many a colorful window display has been laid before 
you during your business career ... and many a 
promise equally colorful has been made of its pull- 
ing power. Now here is a new one... and suppose you 
judge it for yourself. Will a woman be curious and 
interested, or won’t she, when in a jeweler’s window 
she spies a smart hat, gloves, fashionable slippers, a 
scarf... along with Silverware? Will you, or wont 
you, be touching two basic feminine traits . . . curiosity 
and a love of fashion? Will she wonder what the idea 


is... and stop to see... or won *t she? And then will 


- tea. 


EB Prcnting SILHC U E T TE 


the new pillern in 


1847 ROGERS BROS. 
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to halt feminine traffic at your window 
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her interest be continued when she finds Silverware 
with the same Paris inspired lines and contours with 
the best of hats and frocks and all her personal, intimate 
possessions . . . the same basic lines of good taste, and 
design? We’re inclined to think she will. The window 
display above tells the whole story of SILHOUETTE, 
the new 1847 ROGERS BROS. pattern. .. For illustra- 
tions and prices of Silhouette pattern write for book- 
let JH to Sales Promotion Department, Factory E, 
International Silver Company, Meriden, Connecti- 


ee Salesrooms, New York, Chicago, San Francisco. 


1847 ROGERS BROS: 
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A Talk on Diamonds 


Frank B. Wade, Head of (hemistry Department of Short- 
ridge High School, Indianapolis, Ind., Discusses Their 
Grading as to (‘rystallization, (Cutting and (olor 
at A. N. R. J..A. Convention, at Cleveland 


Shortridge High School, Indianapolis, Ind., who ad- 

dressed the convention of the American National 
Retail Jewelers Association at the Hotel Hollenden, Cleve- 
land, Ohio, on Wednesday, was gems, but as the gem of 
greatest commercial importance the world over is the 
diamond, Mr. Wade chose to deal with that stone exclu- 
sively. 

While modestly admitting that many of those in his 
audience had had far more actual experience with dia- 
monds than he had, the speaker hoped that the combina- 
tion of his scientific training with his intensive study of 
the diamond might enable him to bring to his hearers 
something of value, especially in connection with the study 
of the matter of grading diamonds as to (1) crystalliza- 
tion, (2) cutting or “make,” and (3) color. 

Telling the story of the old man who once said to the 
speaker, “Young fellow, as the Bible says, as a woman 
thinketh so is she,” Mr. 
Wade said that, in the mat- 
ter of judging diamonds one 
had to go by what men think, 
and the task of the learner 
is to find out as exactly as 
possible just what it is that 
men who count think about 
the qualities that add to or 
detract from the value of 
diamonds. 

Taking up first the mat- 
ter of degree of imperfec- 
tion in crystallization, the 
speaker reminded his audi- 
ence that John Ruskin once 
wrote a book called “Ethics 
of the Dust,” in which he 


T xx subject assigned to Frank B. Wade of the 


taught a lot of mineralogy, 
using the language of hu- 
man relationships, and that 
he had a chapter on “Crys- 





with which are consolidated 


AMERICAN HOROLOGICAL JOURNAL 


THURSDAY, SEPTEMBER 19, 1929 





Some of the fancy shaped diamonds now so popular 





SUBSCRIPTION 
$4.00 PER YEAR | 
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No. 8 





tal Troubles.” All 
crystals, including 
the diamond, have 
plenty of them and, 
even after the clea- 
ver and cutter have 





done their best to 
eliminate most of 
the more serious Frank B. Wade 


ones, there are rela- 

tively few stones of size that are entirely free from flaws 
(tiny cracks or open cleavages in the material) or from 
minute bubbles or cavities, or from “carbon” spots (dark 
uncrystallized material). Some cut stones also have 
“naturals” or bits of unfinished surface of the rough 
stone left by the polisher, usually on the edge or girdle. 

In this connection Mr. Wade discussed at some length 
the question of policy which has been so much to the front 
in recent years as to whether 
or not diamond merchants 
should use the term “per- 
fect” in describing their 
goods. The speaker urged 
his hearers to live conscient- 
iously up to the definition of 
“perfect” made by the Na- 
tional Jewelers Board of 
Trade in case they used the 
term at all. So badly has 
the expression been abused 
by unscrupulous and irregu- 
lar dealers that Mr. Wade 
was of the opinion that the 
best practice lay in avoid- 
ing it. 

Something of the degrees 
of imperfection that should 
properly be covered by the 
several terms “V. V. S.,” 
“V. S. LL,” “First pique,” 
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“Second pique,” “slightly imperfect” and “imperfect,” was 
next taken up and, while the speaker admitted that there 
was considerable flexibility in the actual use of the terms, 
he urged the very highest kind of ethics in the matter as 
not only right but best for those in the trade. At this 
point Mr. Wade suggested the use of only the better 
grades for engagement stones and in all cases where the 
customer seemed to have in mind the safe investment of 
his capital. 

Passing to his second topic, Mr. Wade gave a chalk 
talk, using the blackboard, on the simple physics of the 
diamond brilliant, showing that refraction, total reflection 
and dispersion (each of which he explained) all play a 
part in producing the wonderful brilliancy of the well cut 
diamond. Next the speaker gave a brief account of the 
mathematical calculations of Tolkowsky, which led to 
definite conclusions as to the shape best adapted to give 
maximum brilliancy, and the characteristics of this ideal 
shape were, clearly laid down. The ideal brilliant should 
have a “back angle” of 4034 degrees, a “top angle” of 3514 
degrees, the “table” should be 54 per cent of the diameter, 
the part above the girdle should be a bit more than one- 
fourth of the thickness and the part back of the girdle a 
bit less than three-quarters. The top “half” facets should 
be of about 42 degrees, the back “half” facets 2 degrees 
steeper than the “pavilions” and finally the “star” facets 
should be about 15 degrees to the horizontal. Mr. Wade 
explained that, while a small variation from these pro- 
portions gave a stone with considerable brilliancy any 
very marked departure from the best “make” caused great 
loss in brilliancy. Admitting that most American cut 
stones are made fairly close to fine proportions, Mr. Wade 


Diamonds cut in 
oblongs, triangles 
and other fancy 
shapes which are 





Brilliant cut diamonds showing top 
and side views 
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insisted that many of them might be still better made 
and he was of the opinion that dealers would do well to 
make a close study of “make,” for with more widely 
spread expertness in the matter on the part of the re- 
tailers better “make” will surely follow. 

Mr. Wade then gave some simple means of studying 
the “make” of a brilliant, using the Moe diamond gage 
to get the proportions or by “sighting” the loose stone 
against any right angled object such as a window sash 
or door frame. A study of the position of the “reflection”’ 
of the girdle inside the brilliant also gives a clue as to 
the size of the “back angle.” First one notes where the re- 
flection lies in a brilliant known to be of fine “make” and 
uses this information on other stones. Too flat a back 
angle throws the reflection in toward the center and gives 
a weak “fish eye” effect. Too steep a back angle throws 
the “reflection” out toward the edge and leaves a dark 
center, known in the trade as a “well.” 

Fancy shapes were next discussed and the opportunity 
offered by the vogue for them was pointed out. The im- 
possibility of getting as great brilliancy with the fancy 
shapes as with the round brilliant was next accounted 
for by reference to the mathematical work of Tolkowsky. 
It was shown that if any one of the back facets or rows 
of back facets in an emerald cut diamond was correct all 
the other rows were incorrect. Similarly, if the angle to 
the corner of a square or oblong stone is correct then the 
angle to a side or to the end must be wrong. At the best 
all fancy shapes are compromises in the matter of cutting 
for brilliancy. Mr. Wade was of the opinion that, while 
dealers need not dwell on this matter with their custom- 

(Continued on page 35) 
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Parts Jewelers Thrifty in Designing New Styles 


sive commodities in the world, are finding ways 

for their clients to save on their diamonds and 
emeralds. They are inventing new fashions in order to 
show Paris women -that they can wear fine jewels without 
being extravagant, says the correspondent of the National 
Jewelers Publicity Association. 

The two-emerald necklace is the most recent of these 
money-saving fashions. Probably no woman in France 
would have dreamed of asking a jeweler to make a neck- 
lace out of two emeralds, so the jewelers have done it 
without the asking. The emeralds are placed in a necklace 
of cloudy crystal or some clear quartz, and are backed at 
either side with rondels of tiny diamonds. 

The placing of these emeralds puts them in a con- 
spicuous position so that they are noticed at once. They 
may be worn in other ways as well—one emerald next the 
throat and the other pulled down at the base of the neck- 
lace. The emeralds are particularly smart if large in size 
and cut in melon shape. 

Like most of the newer necklaces, this type is in thirty- 
inch length. The weight of the emeralds at the sides 
holds it in the approved “U” shape. 

It is said that the vogue for longer skirts is responsi- 
ble for the revival of this old jewelry fashion. Full- 
skirted, ankle-length frocks call for a type of decoration 
that is in keeping with feminine lines, stylists say—so 
women are investigating the jewelry that was the style 
in long-skirt days. The fashion adapted by women who 
tried wearing a silver dog collar and locket from the 
chest of family heirlooms was such a success that jewel- 


Prive jewelers, dealers in some of the most expen- 

















The two emerald 
necklace is_ the 
latest Paris fad 


ers are making modern copies of these old jewels and 
introducing them as “new.” 

The little silver lockets that are appearing in Paris 
today are fairly accurate copies of those worn long ago. 


A Talk on Diamonds 


(Continued from page 34) 


ers, they certainly should know it themselves and they 
should not accept stones which have been mistreated so 
badly as to have little brilliancy. Nothing could sooner 
bring to an end the profitable wave of fashion for fancy 
shapes than too much neglect of brilliancy in the effort to 
save spread or weight. 

Mr. Wade also suggested that cutters ought to stick to 
fine color in the fancy shapes and he deprecated the fre- 
quency with which less fine colored goods have appeared 
of late in the “emerald” and others of the newer cuts. 
Customers of wealth and good taste will avoid the fancy 
shapes if too many are worn in the inferior colors. 

Coming last to the subject of color, Mr. Wade said it 
was by no means least among the qualities that give value 
to diamonds. It has been described by Cattelle as “the op- 
portunity of some dealers and the despair of others.” 
Saying that really colorless crystalline minerals are very 
rare in nature the speaker announced that. really colorless 
diamonds are probably even more rare than the highly 
valued blue ones and to his notion more beautiful, when 
well cut, than the latter. Iron compounds constitute the 
universal colorant in nature and most minerals are colored 
by them. The diamond seems to be no exception and the 
ash of the yellow or brown diamond contains iron oxide. 
In the language of a well known “ad” “four out of five 
have it,” nay, to use another “ad,” 99-44/100 per cent of 
all diamonds are tinted one way or another, most of them 
on the yellow or on the brown, a few toward the blue, the 


violet, the pink, or perhaps the green. Those that have 
a pronounced and pleasing tint of color are sold as “fan- 
cies” and they are few in number relatively. All the others 
are graded according to the degree of departure from 
pure snow white. 

Mr. Wade then gave, for what it might be worth, a list 
of the names of color grades in common use among deal- 
ers, admitting that since prices had advanced rapidly in 
the last dozen years there has been considerable shifting in 
the use of these names as compared to pre-war standards. 
The names of the grades follow: (1) Rivers and Jagers, 
(2) Top Wesseltons and Wesseltons, (3) Top Crystals and 
Crystals, (4) Very light browns, (5) Top Silver Capes and 
Silver Capes, (6) Capes, and (7) Browns. Mr. Wade gave 
suggestions as to how best to detect the kind and amount 
of color present in a diamond or paper of diamonds. He 
urged the need of an eye free from colorblindness, the use 
of pure north light, on a clear day, and free from reflec- 
tion of colored objects, the use of a good loupe (an aplana- 
tic triplet of ten diameters preferred) the use of diamonds 
of known grade of color for direct comparison and finally 
much study in order to train the eye to detect the faintest 
differences of tint, for big differences in value lie in rel- 
atively small differences in color. 

Mr. Wade then permitted questions from the floor and 
offered to be as helpful as he could to any who might wish 
to correspond with him. He was roundly applauded at 
the close of his address. 
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The Recognized Authority of the Trade 


A Great Convention Starts 


issue, the great national convention of the 

jewelry trade, the 24th annual meeting of the 
American National Retail Jewelers’ Association is 
now in session at Cleveland, and from the preliminary 
reports that have been received up to the time that 
we go to press, it would appear that this meeting 
will mark an epoch in the history and development 
of the association movement of the country. Unless 
all signs fail, it is destined to prove one of the most 
important gatherings that the retail jewelers of the 
country have ever attended, marking as it does a 
departure from the old style of association meeting 
to one that is modern and up to date in every particu- 
lar. 

It is not in the attendance of this meeting, great as 
it is, not in the beauties of the exhibits, nor in the 
entertainment features, that its importance lies; it 
is in the spirit of the men and women who have come 
together in the interest of the industry, the attention 
they are giving to the important addresses by econo- 
mists and noted experts on business topics that are of 
practical more than theoretical value, and in the se- 
rious way in which the live problems of the industry 
are being discussed from the standpoint of the practi- 
cal retailer. No man attending can go home feeling 


S will be seen from a perusal of the pages of this 


otherwise than that the time and effort were well ex- 
pended and, as a result, he is both a better jeweler, a 
better merchant and in some cases a better man. 

To those who are not attending this memorable 
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convention, an idea of some of the proceedings may 
be had from the reports that appear in today’s issue, 
giving the preliminary proceedings and the program 
of Monday and Tuesday, with some of the most im- 
portant of the addresses in full. Our next issue 
(Sept. 26) will be a special Convention Number in 
which the full details of the convention will be given 
up to its conclusion on Friday. 

Much of the information contained in these reports 
and discussions is so important that every day 
saved in presenting them before the members of the 
trade who are most vitally interested, is a matter of 
clear gain to the readers. This is another example 
of where the weekly business paper can perform a 
real benefit to the industry by giving ‘“News While 
It is News’’—while the subject is of first interest in 
the minds of the readers. 





Good Advice for the Students of Distribution 


INCE the advent of the buyer’s market the con- 
S centration of the efforts of the businessman is no 

longer on perfecting the methods of production, 
but instead every effort is made now to study the 
proper distribution with the same care, exactness and 
intensity that was given to the manufacturing end in 
the days when the same dominated the market. But 
the problem now confronting us cannot be approached 
in the same manner and with the same chances of 
exactness in conclusions as was found in the work of 
the pioneers and executives who built the great busi- 
nesses in the past by using the stop watch and chron- 
ometer, measuring split seconds and thousandths of 
an inch in determing production. Instead the prob- 
lems that confront us today deal with the human ele- 
ment in a way that cannot be avoided and our conclu- 
sions at all times must be affected by variable factors, 
such as changes in style, sentiment and other forces 
which affect the buying public from day to day. 

As O. H. Cheney well pointed out at the conference 
of Retail Distribution at Boston recently, “when it 
comes to examining distribution, operations can be 
organized, but with personnel and materials come 
trouble, since the so-called ‘raw material’ of the prob- 
lem of distribution is not the goods but the consumer. 
Therefore, an intensive study of the consumer is re- 
quired with special adaptation to the changing habits 
in buying.”’ He questioned the existence of any mod- 
ern method in retailing that can be accepted as a 
standard, and particularly the thought that one sys- 
tem will eventually be found to achieve the miracle of 
ending all distribution waste and inefficiency, say- 
ing: 

“IT think it would be much more profitable for 
those concerned with distribution to devote less 
energy to seeking a modern method in the sense of a 
system, type of organization or machinery and to de- 
vote more thought and effort to working out improve-: 
ments in the operating methods of these systems.” 

Speaking in high praise of the able exposition of 
the distributor’s problem, today, made by the speaker, 
the New York Times in conclusion says: 

“Mr. Cheney’s picture of distribution was a thor- 
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ough one. Perhaps it obscured his preliminary sug- 
gestion that we have conferences from time to time 
not for the exchange of ideas and information, but 
for the exchange of ignorance when no one would say 
anything but all ask questions. That idea is decidedly 
worth attention.” 





Why Strong State Associations Are Needed 


HE story in the last issue of THE JEWELERS’ CIR- 
PVeuar, telling of the proposal of a special tax 

on non-essentials by the governor of Kentucky 
(who has listed jewelry and diamonds at the top), 
calls attention to a condition which our trade is ever 
facing in the way of adverse legislation, which often 
may be avoided if a strong, intelligent and conscien- 
tious fight is made at the right time. While it is true 
that such taxes in the past have proved futile as far 
as results are concerned, and while the listing of dia- 
monds by assessors in those States in which the dia- 
monds are taxed is often a farce, nevertheless, such 
taxes are not only annoying to our trade but help to 
discourage the purchase of jewelry within the con- 
fines of the State and thus do a distinct harm to the 
industry. Such proposi- 
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present. These associations should not only receive 
the cooperation of local associations throughout the 
State in which their work is done, but- they should 
be affiliated with the national body in a way to re- 
ceive, at all times and immediately, the general sup- 
port and cooperation that such a body can give. The 
old maxim that “In Union There is Strength” was 
never truer than it is today, and in no industry more 
than in the jewelry trade. 





The Drop in Alluvial Diamond Production 


ter of Mines of the Union of South Africa, Mr. 
Pirow, that the Namaqualand fields will be de- 
veloped at a somewhat slow but steady pace in the fu- 
ture and that the Government figures that they will 
last for about 30 years, producing about £1,000,000 
a year, about $5,000,000. The Alexander Bay Dis- 
trict has already produced about £7,000,000, or about 
$35,000,000 worth of diamonds, about half of which, 
fortunately, has been sold by the Government and ab- 
sorbed in the world market without upsetting the dia- 
mond trade. For this, we must thank the foresight- 
edness and courage of the 


ik would seem from the report of the Acting Minis- 





tions must be squelched 
immediately upon their 
proposal and their absurd- 
ity and injustice ‘made 
manifest to the legislators 
and public at once, because 
the chance of beating them 
then at once is_ very 
much greater than if the 
opposition is allowed to 
lie dormant until the bills 
come up for final passage 
and for-the signature of 
the Governor. 

But luxury taxes are 
not the only kind of legis- 
lation against which our # 
merchants have to prepare 
to fight at all times. They 
may be hampered _ by 
taxes on the stock they 
carry; by tax on special 
license bills; by drastic 
legislation intended to 
curb evils in other indus- 
tries which improperly 
hit at the jewelry trade, 
not to speak of the host of 
matters of a general na- 
ture which may affect 
them equally with all 
other merchants. of their 


part of his business. 
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A Word of Praise 


Marcus & Co. 
Jewelers 
544 Fifth Ave. cor. 45th St. 
New York 


I want to express to you my appreciation for 
the helpful information you gave me, both over 
the ‘phone and in the reprint of the definitions 
of the Federal Trade Commission’s conclusions. 


(signed) Charles A. Hammarstrom 


We are most happy to have been of service to 
such a fine old establishment as Marcus & Co., 
but are equally happy to give information at any 
time to not only all our subscribers but to any 
one connected with the jewelry trade. We receive 
dozens of inquiries daily as to matters of all 
kinds, including technical, legal and business 
as well as trade subjects, and our information 
department is at the disposal of any one who 
requires facts necessary in the conduct of anv 
Editor of THE JEWELERS’ 


members of the Diamond 
Syndicate and the cooper- 
ation of the Government 
of South Africa. The 
production of $35,000,000 
was, in effect, about 35 
per cent of the world’s 
production, and despite 
the wild stories that ap- 
peared in the newspapers 
after the Namaqualand 
production became known 
to the world, the South 
African Government, 
which owns and controls 

General Manager this field, has been able to 
* market its product with 
some reserves and hold 
down the total production 
of diamonds in a way that 
has kept the market sup- 
plied but caused no over- 
supply whatsoever. The 
announcement that Nama- 
qualand will hereafter 
supply about $1,000,000 
per year (a drop from 35 
per cent to 5 per cent of 
the world’s supply), 
should be a most reassur- 
ing factor in the diamond 
situation of the present 
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state. 

It is for this reason alone, not to speak of its work 
on constructive lines, that a strong, militant and 
progressive state association is needed among the re- 
tail jewelers in every section of the Union. In fact, 
never in the history of the business can a real state 
association be more valuable to the trade than at 





day. 

Under the circumstances we cannot quite under- 
stand the dispatches from England (including that 
of our own correspondent recently) to the effect that 
the report on Government production of diamonds did 
not bear out the prediction made by authorities that 

(Continued on page 51) 
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Diamond and Watch Sales Doubled — 


How Seattle Jewelers Did It This Summer 


By Harry R. Terhune 


CAMPAIGN that doubled the sales of diamonds 

wy, ke watches during the summer months must 

have considerable merit. That’s what this one 

did. In order to find out. all about it, consider yourself 
in conference with Mr. Strauss. 

This whole idea was evolved for a credit jewelry house 
that does not wish to resort to stunts such as “jitney 
sales,” “free” souvenirs, and the like. It is believed that 
such methods are not suited for an institution featuring 
diamonds and standard watches. 

It is necessary, however, to maintain leadership, conse- 
quently, this double barreled gun was devised that covered 
the diamond and watch business. It gave the house some- 
thing that no one else around here can offer to the public. 
It is in the way of an added service to the store’s patrons. 


Here Mr. Strauss digressed to give his version of the 
word service. “To my way of thinking, it is giving people 
more than they expect. We try to make our service start 
where the other fellow’s leaves off.” 

This is the background that caused the bonds to come 
into being. These bonds represent the store’s symbol of 
leadership. “That thirty day clause (clause No. 2) en- 
ables us to put a diamond on anyone’s finger. A dia- 
mond worn is better than a diamond half sold. Previous 
to using the bond idea, our diamond sales represented 25 
per cent of our total business. In one month—July—the 
proportion jumped to 50 per cent of the sales.” 


I eS money was spent in advertising in the month 
of July than was spent in the preceding Decem- 
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in the month of July 
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on advertising in 
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cept December 
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ber. Just how well it paid is revealed in the previously — resistance to the store’s established trade. They were also 
mentioned gain in business. It is not the amount of making it easier to sell through having a complete range 
money that is spent in advertising that counts, it is the of rings at prices the people liked best. By this way, they 
percentage of that amount to the sales. In July the per- cover one grade of diamond rings all the way from the 


centage was less than any other month 
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fine high grade mountings to those made 





























save December, which is the proof of the for flash. The whims of every type of cus- 

advertising pudding. This campaign has Months arranged in tomer are catered to through a wide assort- 
proportion to their sales '. ; 

caused the months of August and July to importance as a result ment. This appeal is to the persons whose 

rank next to November and December in of intelligent advertis- taste is a thousand dollar ring, but whose 

sales importance (see chart of sale). Ing. D = purchasing limit is a hundred dollars. 

It requires real courage to put on a cam- nese soa This method makes it possible to show 
paign of this sort. Parenthetically speak- August a couple of hundred different mountings at 
ing, it also requires considerable merchan- July one popular price. It also makes the adver- 
dising knowledge too. It was here that Mr. May “a tising more powerful, as pounding on one 
Strauss gave an insight as to his methods. ee wd price is more fruitful than shooting promis- 

It is much easier to sell a customer what April cuously. It is trying to hit the hundred 
they want than to try to force something March dollar customer from every angle. Don’t 
on them just to make a sale. A study of February get the idea that the fifty dollar customer 
the store’s sales over a period clearly proved January or the one who may be in the market for 
that the Weisfield & Goldberg women cus- a five hundred dollar ring is neglected. 
tomers bought more diamonds at a hundred dollars than (Continued on page 51) 
at any other price. Following this. finding through, the 
diamond buyers concentrated on presenting the widest HE habit of getting customers to progressively buy 
and best selection of rings to retail at $100 that they better priced rings is being very well received. As 


could find in the market. 


In doing so, they were following the lines of the least the account writes the customer a personal letter. In talk- 








the diamond account pays up the salesman in charge of 





Weisficld 
& Goldberg 
And here is another Aaain 
ce | a 
offering @ watch in- mphas Ize 
surance bond Leadership 
with this 
Great New 
Watch 
Tikeowehslac 


Free watch repairs 
for one year are of- 
fered by the concern 


T has long been the custom of every dependable watch 
I incturer to guarantee their products for ene yes 


Watches are made by human hande—and they are entirely 

et nee a camp gees ating a8 ce 
we have hed very few cccasions te 

pare y tery the maker because it was defective. 


pct dent, either pe age er a eo © yen Th di nd r 

a ace: « ee 4 + = rong > ‘hy ua " 

Several well known t Wrest Wend dimen is dose by Che eave Lone soa vont or et rem aenainemm a € 1am g U 

> KS yeam’s PROTECTION SO THAT YOU NEED ' “or antee brought dia- 

standard makes of To protect cur customer to ouch cases we have origi SPEND ONE CENT FOR UPKEEP, even thengh pou have 

watches are featured tna WATCH INSURANCE BORD = mabe pow WEISELD aden Game erent _ a mond sales from 20 

in th ne mer t pre year ai nha ony hr alana ees eee wEiemLD AND foabe hat fom per cent of the total 

m € annou e n NO MATTER HOW YOU DAMAGE YOUR WATCH IT ther ee leadership camphastees tbe fact thet I a . 50 . 
WILL BE RESTORED TO PERFECT RUNNING ORDER you buy « watch YOU CANT AFFORD TO GO TO JUSINESS UP to per 
ABSOLUTELY FREE OF ANY STORE EXCEPT WEISFIELD AND GOLDBERG, ona 








7™ 
ey or my XX Sy ~~ a 
<a ue, O PNG, O DRS PES OF 












INSURANCE BOND 
— 


, The watch insurance 
(3% : bond, like the dia- 
Chis Is to Certify shee . mond guarantee, is 
Mowemens No. ) very attractive in 








bought by - 
is innared for ONE YEAR as follows: 4 appearance 


1. That thes 2 new warch made of new parte and is of the current aundaed 
quality of the execu 


WEISFIELD & GOLDBERG 


AB EVERETT seLuonam 


The firm believes in 
giving patrons more 
than they expect to 


COPYRIGHT 1929 BY WEISFIELD @ GOLOBERG 








FREE ne for One Year if your 
Watch is Broken or Damaged by 
Aceident or immersion in Water?! 















build up good will 


HIS yas BOND is made possible by the fact 
T weeoee 


mansdip w of the high quality seeded to imeure service 
WEISFIELD AND GOLDBERG offer you « complete assert- 
of wate IN, BULOVA, ILLINOIS, 
HOWARD, —— and HAMILTON im all coment 
at lowest factory-eet prices, You caw have your 
choice for only $1.00 DOWN and the balance as convenient 











Weisfield & Goldber rq 


414 PIKE STREET, NEAR FIFTH 














40 THE JEWELERS’ 





September 19, 1929 


CIRCULAR 


Merchandise ( lassification and Stock 
(ontrol in the ketail Jewelry Store 


By J. J. Berliner, B.C.S., Senior Member National Accounting Systems 


OST retail jewelry stores show little agreement 
AC as regards the classification of merchandise into 

departments. A considerable number of stores 
are inclined to follow the practice of classifying goods ac- 
cording to the proportions of material, that is, silver de- 
posit ware would be classified with sterling silver rather 
than with glassware, gold pens and pencils with gold goods 


Dept. 5. Insignia department. 

Dept. 6. 14k gold goods, pencils, fountain pens and any 
gold or. silver article formerly in stationery department. 

Dept. 7. Sterling silver flat-ware, salt and peppers, nap- 
kin rings and clips, tea balls and holders, tea strainers and 
holders, rattles, bib holders. 

Dept. 8. Sterling silver hollow-ware in the wall cases, 


rather than with stationery, 
watches with diamonds rather than 
with watches, and sterling toilet ware 
with sterling silver rather than with 
toilet ware. 

On the other hand, in many other 
stores the merchandise is classified ac- 
cording to the uses of the various ar- 
ticles. In these stores, pens and pen- 
cils of gold and silver are classified 
with stationery; all toilet goods, no 
matter of what material, are classi- 
fied together, and occasionally chains 
are found classified with watches. In 
most of these cases the underlying 
idea is to place the merchandise where 
the customer would most naturally ex- 
pect to find it. Of course, in all stores, 
considerations of layout and display 
affect to a greater or less extent the 


diamond-mounted 


wrist 


Records That Inform 
IFFERENT _ stores classify 


merchandise in different 
ways. Close attention to stock 
statistics means increased profits. 
A simple system for keeping daily 
stock records has shown results 
far out of proportion to the time 
and money expended in keeping 
the records. 

This system of keeping daily 
stock records is described in this 
article. The records are made 
from data supplied each day by the 
buyers. Jewelers conducting a 
small business will, of course, re- 
quire a less elaborate system than 
those who conduct a large business 
with several departments. 


including child’s cups, pap bowls, porringers. 


Dept. 9. Sterling silver toilet ware, 
colonge bottles, eigar trays and boxes, 
flasks, match and cigarette boxes, and 
all fancy goods. 

Dept. 10. Plain ivory or ebony toilet 
ware, plain unmounted leather goods, 
including nickel plated and gunmetal 
frames and catches, picture frames, 
all hand bags and purses $7.50 and 
under, all traveling bags and fitted 
toilet cases $25 and under. Vacuum 
goods, brass, nickel and bronze 
articles, nickel and copper chafing 
dishes, percolators, etc, all wood ma- 
hogany trays, humidors, nut bowls, 
etc., silver polish, all lamps $25 and 
under. 

Dept. 12. Stationery. 

Dept. 13. Gold and silver mounted 


methods of classification used. Some 

stores, for instance, have found it ad- 

visable to include sterling and plated silver goods in the 
same department, or at least to have these goods displayed 
close together, in order to avoid the embarrassment of hav- 
ing to direct a customer to another part of the store in case 
it develops that plated goods rather than sterling are de- 
sired. 


TIT N many stores the classification of silver goods, both 
sterling and plated, into hollow-ware and flat-ware has 
been found useful. Not infrequently gold goods are classi- 
fied into 10 karat gold goods and 14 karat gold. Occasion- 
ally articles are classified according to whether they are to 
be used by men or by women. In a few stores some at- 
tempt has been made to place in the same department all 
goods having approximately the same percentage of mark- 
up, but most jewelers seem to feel that this is over-empha- 
sizing accounting to the disadvantage of selling. 

As the business of one jewelry store has expanded, new 
departments have been created from time to time, and ar- 
ticles of merchandise have been shifted from one depart- 
ment to another without much regard for any principles of 
classification. Frequently the prime consideration has 


been the ability of various department managers and 
salesmen to handle certain lines of merchandise. The pres- 
ent classification of merchandise is as follows: 

Dept. 1. Diamonds. 

Dept. 2. Watches. 


leather goods, including gold plated 
frames and catches, mesh bags, vanity 
cases and boxes, picture frames, desk goods and enamel 
goods. (See Depts. 10 and 50 for other leather goods.) 
Dept. 15. 10k gold goods. 
Dept. 16. Opera and field glasses, umbrellas and canes, 
all jewelry, not gold, but including jet, pearl beads. 
Dept. 19. Hall clocks, mantel clocks, cheap watches. 
Dept. 22. Silver plated flat-ware, hollow-ware, toilet 
ware and fancy articles, plateaux, chafing dishes, spoons 
and forks, prize cups, cutlery. 
Dept. 24. Glassware. 
Dept. 30. Jewelry repairing. 
Dept. 31. Watch repairing. 
Dept. 32. Clock repairing. 
Dept. 33. Engraving department. 
Dept. 50. All leather hand bags and purses in excess of 
$7.50; traveling bags and fitted toilet cases in excess of 
$25; canes and umbrellas, no mountings in excess of $4. 


Keeping Control of Stock in the Jewelry Store 


N the retail jewelry store, giving close attention to 

stock statistics means increased profits. A simple set 
of records installed by a well known accounting concern 
of keeping daily stock records has shown results far out 
of proportion to the time and money expended in keeping 
their records. 

The system of keeping daily stock records consists of the 
following forms (1 and 2): 
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FORM NO. 2 


Mark-Downs 
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Last Year This Year 
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Date Qnty. Cost Retail Date Qnty. Cost Detail On n 
Aug. Hand Sold Hand Sold 
Feb. 

Sept. 

March 
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April 

Nov. 

May 

Dec. 

June 

Jan. 

July 





Total 


These records are made in his office from data furnished 
each day by the buyers. In the heading of the form used, 
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the entries are as mentioned below: 
Dept.—the number of the department. 
Price—-the retail price of the article. 
Date—this is entered in pencil and denotes the date 
of last revision. 


N the body of the form under the heading “Stock,” a 

figure is entered at the beginning of the season or year 
to show the number of items on hand. At the close of the 
first day’s business the sales for that day in items are en- 
tered in smaller figures a little above and to the right of 
the opening inventory figure. The old balance, which in 
this case was the opening inventory figure, is crossed out, 
and a new balance, which is the opening inventory figure 
less sales for the day, is entered to the right of the small 
figure for sales. This process is carried on day by day. 
Purchases are not entered separately on this record, but 
when goods are received the old balance is crossed off and 
a new balance entered without using smaller figures, thus 
showing the reason for the change in balance. 

Under “Mark-Downs,” the column headings explain the 
entries. 

In the small space at the lower right-hand corner, under 
the column headed “On Hand,” is entered the number of 
items in stock on the first day of the month. In the col- 
umn “Sold” are entered the sales in items for the month. 
It is assumed that the stock on hand on the first of the 
month is a fair average inventory. 


Information for Direct-by-Mail Advertisers 


WEALTH of information has been incorpor- 
0H ated in the Direct Advertising Guide,* a vol- 

ume of unusual value to all producers and 
users of direct advertising. 

The avowed purpose of the volume is to “render to 
those who produce and use direct advertising, the same 
service that the several general guides render to general 
advertisers. It deals with this important phase of ad- 
vertising exclusively. It is both a year book of direct 
advertising and a desk book of direct advertising. It 
will be useful alike to the business executive who uses 
direct advertising to increase his sales, the advertising 
agency who prepares the copy and plan, the printer who 
produces the campaign and the executive charged with 
the mailing and distribution of direct-mail advertising. 

The scope of the Guide has been enlarged through the 
interpretation of “direct advertising” in its broadest use, 
to include direct-by-mail campaigns, dealer cooperative 
material, advertising specialties, envelopes and, in fact, 
all advertising that is selectively circulated. 

While primarily intended as an aid to the large adver- 
tisers, the manufacturer with an entire line to adver- 
tise, or a specialty to introduce, there is much valuable 
material for the average business man who uses direct 
mail advertising. Besides the numerous directories of 
advertising agencies, producers of direct-mail cam- 
paigns, artists specializing in direct advertising, depend- 
able photo-engravers, advertising typographers, princi- 
pal advertised mill brands of papers, envelope manufac- 
turers, rotogravure printers and others connected with 
the production of direct advertising matter, there isa 
great deal of useful information about the subject of di- 
rect advertising that will prove valuable to all who have 
anything to do with its preparation and use. 


*Published by Dartwell Corporation, Chicago. 


B,C with the “Place of Direct Advertising in 

the Sales Plan,” the editor, J. C. Aspley, who is also 
editor of Printed Salesmanship Magazine, takes the 
reader through the various steps in a direct advertising 
plan from its inception to its conclusion. Among the 
subjects discussed are found the following: 

Planning a Direct-Advertising Campaign; Charting a 
Direct-Mail Campaign; Direct-Advertising Appropria- 
tions; the Copy and Layout; Art Work and Photographs; 
Selecting the Stock; Type Faces Suitable for Direct Ad- 
vertising and Mailing List Data. Much attention has 
been given to the preparation of the printed pieces used 
in the direct advertising campaign. 

This is treated under various heads, among which are 
the following: 

Art Work and Photographs; Photo-Engraving and 
Electrotyping; Type and Typography; Type Faces Suit- 
able for Direct Advertising; Selecting the Paper Stock; 
Comparative Weights of Paper Sheet; The Envelope or 
Container; Manufacturers of Catalog Covers and Bind- 
ers; Selecting the Printer or Lithographer, Etc. 

A feature of general value is seen in the various tables 
of statistical information. An exhaustive charting of 
the direct advertising appropriation is compiled from 
information supplied by larger users of direct advertis- 
ing. The peak seasons in various lines of business is 
shown by months for all trades that advertise. Mailing 
List Data for the principal cities of the United States 
giving population, average number of wage earners, 
families with telephones, number of families and num- 
ber of manufacturing plants, and the principal shopping 
centers of all counties in the various states indicate 
clearly the possible extent of direct mail circulation for 
every district. Other valuable tables give information 
about type faces, stock sizes, art possibilities, etc. 
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Jewelers Have Their Say 


About Merchandising and Advertising Plans 


How This Jeweler Sold 2000 Old Items in Twelve 
Months 


AM taking the liberty of writing you regarding the 

disposition of old jewelry stock. I have had much 

experience in this, resulting from the purchase of 
the Jewelry Co. some years ago, and more recently 
the purchase of the store and stock. 

This second purchase brought a great many things that 
were duplicates of our own stock, and a goodly percentage 
of other pieces was not really marketable merchandise. 

After much consideration, we decided to put on a small 
premium for such articles as were slow selling, or that we 
felt were essential to have turned into money and the mer- 
chandise thereby reduced. 

We find that a five per cent premium to the salesmen 
will bring better results than a 25 per cent reduction in 
the price of merchandise. In case it seems advisable to 
reduce the price of an article, we do so without any com- 
ment whatever, and find that goods can be sold at a re- 
duced price when they compare favorably with similar 
articles in stock; and that the 
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method very little resorted to, but has great potentialities 
in keeping the stock down, as well as giving a proper 
turnover. 

I would prefer not to be quoted in this matter, as lI 
would rather not be written to for information, which 
might entail a great deal of correspondence. 

Very truly yours, 





Aren’t You a Little Too Pessimistic? 


AM satisfied that to successfully advertise retail jewelry 

stores is a very hard proposition. The biggest adver- 
tisers are the installment people and some of the people 
who are not so particular in what they say. Whether they 
are very successful is still a question. I think a jeweler 
should only advertise his business in a nice, dignified way, 
but just how to do that I don’t think anybody knows. All 
these so-called experts are only too glad to take your 
money and advise you what to do, but when they should 
back up some of these schemes with their own money they 


never do it. 
We have people come in here and 





salesman will be likely to keep the 
subject in his mind when there is | 
a small compensation for him | 
through selling the less desirable | 
pieces on which we have placed a_ | 
premium. 
I might say that the premiums | 
in our case range from 25 cents to 
a maximum of $10. Very large pre- | 
miums on merchandise usually | 
have a bad effect, in that they | 
sometimes create such a desire on | 
the part of the salesman to earn | 
the larger premium that he will go 
to extremes and persuade the cus- | 
tomer to buy something that proves | 
unsatisfactory. | 


Turning Over Slow Sellers 


“We have disposed of approximately 
two thousand pieces of old merchandise 
in twelve months in this manner. 
ing is said, of course, about the stock not 
being quite new, or reduced in price, 
and no comment made to indicate that it 
is different in any way whatsoever from 
the regular stock of merchandise. 
as I know, it is a method very little re- 
sorted to, but has great potentialities in 
keeping the stock down, as well as giving 
a proper turnover.” 


tell us what wonders they could do 
if we were to spent $20,000 a year 
and advertise according to their 
directions, and then we say to 
them: “We will take up this propo- 
sition under one condition. If at 
the end of the year we find that 
the sales have not increased as 
they should, we will not pay the 
full amount. We are willing to pay 
a bonus if the advertising is a suc- 
cess, and if it is not a success we 
expect quite a discount.” We have 
never yet found anybody that 
would take us up on that proposi- 
tion. They are willing to take our 
money and gamble with it, and if 


Noth- 


So far 





A small premium seems to ac- 

complish results without any disturbance to the customer. 
We accept for exchange any piece sold in this manner 
without any question whatever, and resell it if necessary. 
Our method of paying the premium is to use a basis of 
25 cents for each point. We mark the tag with a small 
circle and put in a figure one, for instance, if the premium 
is only 25 cents. A figure three would indicate 75 cents, 
figure four $1, six $1.50, etc. 


HIS is a very simple way of keeping the premium 

before the clerk, and does not-convey any information 
to the customer. We also use a tag similar to the regular 
sales tag, but with a red string. This red string is easily 
recognized by the salesmen and calls their attention to 
the fact that this article is the one on which there is a 
premium, and they display the proper interest in selling it. 
We have disposed of approximately two thousand pieces 
of old merchandise in twelve months.in this manner. 
Nothing is said, of course, about the stock not being quite 
new, or reduced in price, and no comment made to indi- 
cate that it is different in any way whatsoever from the 
regular stock of merchandise. So far as I know, it is a 


it is not a success their only excuse 
is that they have done the best that they know how. ! 
think if you were to tell the jewelers to play the game on 
the square, for instance, if no jeweler knocked another 
jeweler, a great deal of good would be done. The jewelers 
come together, pass resolutions, and in a very few days 
break any agreement that has been made. 


REMEMBER some years ago we took this matter up 

very seriously with our so-called downtown jewelers. 
We had a nice room at a hotel, a good dinner, and also 
had a nice drink with it. We passed resolutions to let 
bygones be bygones and from now on it would. be differ- 
ent. My argument has always been that jewelers should 
be the best of friends and the only enemies in the world 
should be their customers. We had this meeting, and that 
was the last one of that character we had in this town. 
On the way out of the hotel I offered to bet one of our 
competitors that before four weeks were over he would 
break the agreement. I offered to bet him a suit of 
clothes, but he didn’t dare take it. 

If anybody in any club or society, when playing cards, 

(Continued on page 45) 
































The Alamo at San Antonio, Texas, illustrated above,—the Missions of 
San Luis Rey, San Luis Obispo in California, and other buildings in the 
south and west still standing, have bequeathed to modern America the 
charm and beauty of Spanish-Colonial design. A style which is rapidly 
assuming its rightful place in the decorative scheme of American homes. 














OWADAYS it is not enough to sell a 

’ chair merely asa thing to sitin. Nor is 
it enough to sell Sterling Tableware, as just 
Sterling. 
People today are acquiring a knowledge of 
good design .. . insisting that their home ap- 
pointments express beauty and unquestioned 
good taste. And the woman of today de- 
mands authentic styles of beauty and lasting 
merit, not only in fine furniture but in fine 
silver as well. 
So with the new GRANADO Pattern. While 
smartly modern with its long slender handles 
and simple, clean-cut surfaces, yet its pattern 
is based on authentic Spanish-Colonial de- 
sign which assures its correctness and lasting 
beauty. 
Never before has design played so important 
a role in selling ... and the new “GRANADO,” 
like other ‘““TREASURE” patterns created in the 
best accepted styles of modern decoration, is 
meeting this present-day demand, as proved 
by its phenomenal success. 


98. 


ROGERS, LUNT & BOWLEN CoO. 
Silversmiths ‘~~, Creators of Distinctive Tableware 
GREENFIELD WX MASSACHUSETTS 


STERLING 925/1000 FINE 
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The Art of Selling a Public Who Knows 
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DVANTAGE of the interest in pole-sitting is being 
taken by a jeweler in Cumberland, Md., to announce 
his merchandise and tell the public about his store and 
methods. A young aspirant for world pole-sitting honors 
started a 24-day residence atop a 31-foot pole in his 
mother’s front yard. 

The hundreds who flock to the place daily are told of 
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Publicity Stunt From a Pole-T op 
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the bargains at Harvey’s jewelry store by a large sign 
attached to the pole and directly under the platform on 
which the aspirant sits. 

Now other jewelers of the city are wishing they had 
spotted the advertising possibilities of the stunt, but Har- 
vey’s has obtained a monopoly on the space. Ads of non- 
conflicting lines were shown under the jeweler’s sign. 


Jewelers Have Their Say 


(Continued from page 42) 


was caught cheating, that would end him as a card player 
with all those that are interested, and I don’t think they 
would care to ever have him around again. If a code of 
ethics of that kind could be established among the jewelers 
that would be of great benefit to all. 
Very sincerely yours, 
ae so 


UR advertising is very largely confined to a mailing 

list to which we send a brochure, planned and executed 

by a dependable agency. The money spent in this adver- 
tising is almost exactly three per cent of our total sales. 
I might say that we are using practically nothing but 

a mailing list of 25,000 of the best families in this section. 


After spending at least half a million dollars on news- 
paper publicity, we believe that it has very little influence 
for high-class merchandise. 

The readers of newspaper advertising today are in the 
main looking for bargains, and are department store pros- 
pects. 

A retail jewelry store, however, has no bargains to 
offer anyone. If we marked our merchandise down to a 
special price, the first question we would be asked would 
be, “What is the matter with the article?” and “We do 
not wish to have goods that are out of date or otherwise 


undesirable.” Sincerely yours, 
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How to Get Better ‘Results 
trom Your Retail Advertising 


Careful Selection of Items and. Price Ranges the Basis of Profitable Use 
of Space. Example Illustrating a Real Principle 
in Jewelry Store Publicity 


By.Guy Hubbart, Specialist in Newspaper Advertising 


ETAIL jewelers advertise for the same reason other 

types of merchants advertise: to sell goods, develop 

customers and to build up good will. And the 

general elements of advertising technique apply to jewelry 

that apply to any other kind of goods sold at retail. An 

advertisement for jewelry must attract attention to itself, 
interest the reader and re- 


must draw trade from a varied clientele and must have 
fair volume on several classes of trade—popular, medium 
and better. Otherwise some stocks lag so much that part 
of the profit on fast moving lines is eaten up or general 
sales in all sections fluctuate so as to slow up turnover 
and run up overhead. 

INGLE ads _ featuring 
one item or one section 





sult in buying action if sales 
volume is to be in keeping 
with cost of advertising, for 
while there is no doubt of 





ADVERTISING SELECTION CHART 


have their use and value but 
a certain amount of space, 
used on regular schedule, 





Group C should feature several items 
Items Prices representing various values 
hein bare cna eatca $4.40 to insure buying activity in 
Bracelets ......... 3.25 several divisions of the 
Cigarette cases.... 5.95 stock. 
Group D A Specific Example 
TM Sg Sess 5 . $3.95 : p 
“ os The selection of items 
Candlestick ....... 4.50 : : 
; ‘ shown in the box illustrate 
Picture frames ... 1.85 ate 
: both the principle and a 
$23.90 specific application, in this 


the institutional value of ad- Group A 
vertising, it does not per- Items Prices 
form its full function until Diamond rings ... $41.65 
it brings customers into the Wrist watches ... 28.85 
store to supply specific needs. Watch chains.... 4.40 
For, as every merchant 
knows, store prestige can Group B 
only come from goods the Vacuum bottles .. $2.25 
customer has bought, used Cameras ........ 13.45 
and liked. Binoculars ..... 15.50 
This is not news to most =— 
$106.10 


jewelers but it serves as the 








basis for describing an ele- 
ment of advertising not com- 
monly considered by the 
average user of newspaper 
advertising space: the rela- 
tion of population and news- 
paper circulation to the daily 
sales capacity of the store, 
and the effect of. this rela- 
tion on direct results, actual 
sales by the day, week and 


other similar items. 


typical. 





This selection may be used three ways: 
First for a large ad, run all twelve of the items or 


Second, put groups A and B in one day’s ad, C and 
D in the next day’s ad, if two are run in succession. 

Third, for small ads, run one group each day until 
all four have appeared in space. 

Price ranges: The ranges given here are merely 
They can be raised or lowered 15 per cent 
up or down to fit the needs of a specific store’s class 
of trade and type of values. 


instance a 40 inch ad to be 
run in a newspaper of 20,000 
circulation in a city of 
60,000. 

The object of the “Selec- 
tion Chart” is to bring out 
three points about the cor- 
rect and profitable use of 
newspaper advertising space. 
The three points are as fol- 
lows: 








month, from space used. 
Any population of given 
size, say 60,000, spends a certain amount per day for 
jewelry with all the local stores dealing in jewelry. The 
amount of the total that one store gets as compared to 
another depends on many things, not pertinent here, but 
the fact remains that a certain amount per capita is spent 
and that it varies with seasons and months of the year. 
Also it is distributed over the different classifications of 
stock—watches, gems, costume jewelry, clocks, decorations, 
ornaments and so on. And it is reasonable to believe that 
the store most able to adjust its advertising and merchan- 
dising program to the way a population spends money 
will reap, if not the lion’s share, a large share of the local 
business. 
A jewelry business to be profitable in the strict sense 


First Point 


First, how to combine items in 40 inches of. space in 
order to get wide variety and high response. Notice on 
the chart that 12 items are presented, divided into four 
lettered groups, and that each group holds three items. 
These items illustrate the elements of variety-appeal. 

Group A may be described as personal-use items, that is 
bought for and usually by an individual for personal use— 

Group B may be described as impersonal items or 
general-use items, meaning they represent needs of a spe- 
cialized kind— 

Group C represents medium unit price items supply- 
ing personal-use needs; and 

Group D represents family or household decorative 

(Continued on page 51) 
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Another Spanish jewelry fashion 
has hit Paris 


NOTHER Spanish jewelry fashion has hit Paris 
—and has been taken up immediately by fashion- 


able women. Naturally, it has to do with the 
coiffure, and centers around some little jeweled Spanish 
combs, carved out of solid pieces of jade and coral, and 
sometimes set with bright little stones. 

There are dozens of ways of wearing these smart new 
jeweled combs. The authentic manner is to adjust them 
to a thoroughly Castilian coiffure—hair pulled low over 
the ears from a middle parting and tied in a loose knot 
at the nape of the neck, the colored combs tucked in at 
either side. The effect is all the smarter if two or three 
different colors are used at once—two combs of jade, one 
of pink coral and one with turquoise. 

Women who are wearing their hair short again get 
the same Spanish effect by fastening the jeweled combs at 
the front, and tucking the hair back of the ears. For 
those who prefer a simpler arrangement, Paris jewelers 
are making little jeweled barrettes that give the comb 
effect, according to the Paris correspondent of the N. J. 
r. 

One or two of these combs, or barrettes, placed in one’s 
locks at random are often seen at the Paris theater. 


IGNAL flags, like those that indicate the weather 

aboard the luxurious yachts at the French seaside re- 
sort, Deauville, are appearing not only in the sweaters and 
bathing suits worn by fashionable women, but in jewelry 
as well. Fashion authorities prophesy signal flag jewelry 
as one of the outstanding jewelry styles to be featured 
at southern resorts this coming winter. 

The little enameled and jeweled flags that hang from 
smart necklaces, bracelets and brooches often duplicate the 
signals that indicate “fair weather,” light winds” or 
“calm sea.” But often as not, the jewelry designer has 
chosen the combination of flags for its color harmony 
rather than after any nautical formula, so that the little 
row of flags hung from a necklace chain may mean noth- 
ing to a seaman’s chart. 

Women at Deauville are wearing flag jewels with eve- 
ning dresses as well as on the beach. Four flags to a 
necklace and three to a bracelet are the general rule, and 
that the fad has become popular is shown by the fact 
that jewelers are making many sales. 
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Nautical 
flags appear in 
Deauville jewelry 


¢ HE Argentina bracelet—so-called because the orig- 

inal bangle was made for the famous Spanish dancer 
—is one of the newest Paris fashion crazes. Paris women 
are wearing it in the bright colors that the dancing favor- 
ite uses in her stage shawls, ruffled skirts and bright little 
side-combs—jade-greens, red coral and turquoise. blue, 
combined with gold and silver. 

Bright colored jewels of all types have had a big popu- 
larity since the opening of the Spanish ballet in Paris. 
There is a current fad, credited to the Paris success of the 
Spanish dancing girls, for wearing heavy bead necklaces 
and huge, cumbersome bracelets made of vividly colored 
semi-precious stones. Sometimes as many as three neck- 
laces, in different colors, are worn at once. Paris finds 
this a successful summer fashion, especially when used 
with frocks in white or pale yellow. 

One of the first Argentina bracelets, now copied in 
varied versions, was made of jade and silver. The join- 
ing of several rondel links make it pliable, slipping over 
the hand and fitting closely around the wrist at its nar- 
rowest point. 


MONG the gal- 

axy of gems are 
a few novelties such as 
a wrist watch that is 
worn on the back of 
the hand, and a ring 
from which dangles a 
jeweled keepsake or 
mascot. The former is 
both elegant and use- 
ful although at first 
glance one would not 
think so. A thin, frag- 
ile affair is this watch- 
let. It is fastened by 
a thin moire cord, one 
end being anchored to 
a ring worn on the 
middle finger and the 
other end to a wrist \¥ 
band of the same kind 
of material. 
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WHEREIS YOUR STORE? 





We have customers to send you 


WHEN you BUY jewelry set 
with synthetic stones you 
are entitled to the additional 
quality of HELLER Hope 
Stones and their additional 
popularity with the  con- 
sumer. INSIST ON THE 
HELLER HOPE TAG. 


They are asking us: 


. will you please tell me the nearest store 
where I can buy jewelry set with Heller Hope 
Stones? . = 
Thousands of such requests are coming to 
us in response to our national advertising 
_.. men write in... Women write in... and 


what can we tell them? 


But— 


If you carry jewelry set with Heller Hope 
Stones identified by the Heller Hope Tag... 
And if you fill out the coupon below . . . we 
will be able to tell these cash-customers to 
go to your store. 


This organization does not deal direct with the 
retailer . . . but is always willing to give the retailer 
direct help in selling the consumer. 


L. HELLER & SON. Ine. 


15 WEST 47TH STREET, NEW YORK CITY 
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L. HELLER & SON, Inc. . 
15 West 47th Street, New York City : 
° . . . . ' 

This store carries jewelry identified by the Heller Hope Tag. Please ' 
refer your national advertising inquiries in our trading area to us. : 

7 
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(Continued from page 39) 


ing to and working with his customer, the salesman has 
been clever enough to learn of some incident that will 
serve as an interesting introduction to his message. The 
letter goes on to say that the hundred dollar ring is nearly 
paid for. Its value and desirability is now an established 
fact, so why not make arrangements to have a little better 
piece of jewelry? A beautiful $150 ring has been laid 
aside by the salesman, one that he knows will please Mrs. 
Blank, and will she kindly drop in sometime? 

Here is a little thought that helps considerably at this 
particular stage of the game. Each salesman keeps a little 
handbook in which is written a record of the old ring and 
a brief summary of what he has written. The value of 
this book is that he does not have to flounder around 
asking questions when the customer comes in; just a quick 
reference to the book, and a reach in the tray for the right 
type of ring is all that is necessary. He has the cue for 
the conversation, so the customer has no thought but what 
his sole job in the store is to remember her personal likes, 
which makes a decidedly favorable impression. 

It has been found that the trade will take best to fifty 
dollar jumps in trade-ins, so it is wiser to stick to that 
figure than to make the price to be paid per week, too 
much. “What they buy depends on what you show them,” 
appears to be the crux of the trade-in idea. 


In case the customer does not respond to the first letter, 
a second one is mailed in two weeks. This is a reminder 
that the ring being held will have to go back into stock. 
If, however, she is unable to come in, and is interested, the 
salesman will be only too glad to make a personal call on 
her. The latter paragraph takes away the disflavor of 
sticking the ring back in stock. 


T is interesting to note that the percentage of people 

who call the following Saturday after receiving the 
second letter is very high. These returns run a bit over 
8 per cent, quite a remarkable figure. 

The success of the diamond bond caused the issuance 
of a watch bond. Here again, the service to the customer 
is the dominant thought. Much of what has been said 
about the diamond bond can also be said about the watch 
bond. From an advertiser’s standpoint, it has accom- 
plished the unusual, that of more than meeting what was 
expected of it. It was purposely launched during the so- 
called quiet summer months so as to test its value. This 
valued is proved. 

In conclusion it might be stated that Weissfield & Gold- 
berg have no dull months. It is campaigns of this sort 
that fill in the usual sales depression valleys, and secure 
more profits and satisfied buyers. 


How to Get Better Results from Your Retail Advertising 


(Continued from page 47) 


items, bought of course by individuals but for use by all 
members of a family. Thus an ad in which these 12 items 
were featured would have broad instead of narrow appeal. 
In fact, two kinds of drawing power; one kind based on 
the types of values offered, the other on the kinds of 
needs each group of items supplies. 

This selection is not designed to fit any special selling 
season but merely to illustrate how to represent different 
stocks in one ad, in other words, correct combination. 


Second Point 


¢7) RICE ranges per item represent another kind of va- 

riety. Notice that all twelve prices add up to $130.00. 
If this amount is divided by the number of thousands in 
the population (60) the result is $2.17. That is the right 
amount of price total per 1000 of population to put in 40 
inches of space to get best results. 


Third Point 


Size of newspaper circulation should be considered in 
deciding the number of items to put into a given amount 


of space, 40 inches in this example. Too many items 
crowds the space, making the ad hard to read; too few 
cut down selling-power. If the circulation is 20,000, the 
best practice for jewelry ads is three items for each 5000 
of circulation. This rule, while it has to be varied for 
individual stores and cities, is a good general one to fol- 
low for circulation below 50,000. 

Later on, specific examples will be given, but the pur- 
pose here is merely to introduce a useful principle in 
connection with sensible use of space, a principle which 
if followed will surely result in better response to jewelry 
store advertising and increased sales. Naturally other 
things affect the drawing-power of ads—good copy, suit- 
able cuts, ideas in the copy, interesting text and so on— 
but after all, it is values the customer wants whether the 
merchandise is clothing, groceries or jewelry. 

Space does not sell goods, it is only a picture of what 
the store offers; circulation carries the picture into the 
hands of prospective buyers. So it is worth while to be 
sure that the picture is interesting in values and variety. 

Next article—“How to merchandise space to increase 
repeat sales.” 


The Drop in Mick Diamond Production 


(Continued from page 37) 


alluvial deposits in the State fields would decrease 
steadily. A drop from $35,000,000 to $5,000,000 a 
year is a most pronounced reduction and bears out in 
every way the predictions which have already been 
referred to. 

Fortunately, the entire diamond situation is now 
under the control of the South African Government, 
thanks to the amendments to the Precious Stone Bill 





passed some time ago, and the alluvial product is 
considered with the mining product in determining 
the entire amount that will be mined each year. The 
fact that the Government’s own fields will be figured 
definitely at a million pounds per year adds a staple 
factor to the situation that should be satisfactory to 
the diamond mining industry as well as to the gem 
industry at large. 
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The Lmportance of the Representative 


Trade Association 


Abstract of Address by Hugh P. Baker, Manager of the Trade Association Depart- 
ment of the Chamber of Commerce of the United States, at the A. N.R.J. A. 
Convention in Cleveland, Ohio on Tuesday, September 17 


i 


“The trade association has become 
not only a business man’s organiza- 
tion but a business organization. 
The more we study trade associa- 
tion work, the more we meet with 
business men in their offices and at 
conventions and learn to know you 
and the constructive work you are 
doing through your association, the 
more apparent it becomes that the 
trade association is becoming an in- 
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dustry-wide corporation. In the 
paying of dues into this organization 
and similar organizations through- 
out the country, business men are 
investing in industry-wide corpora- 
tions and it is becoming clearer al- 
most from day to day that these in- 
vestments in association work can 
be made to give definite returns in 
services of a dollars and cents 
value,” says Doctor Baker. 


AY 
* vi5d 


Dr. Hugh P. Baker 


T gives me pleasure to bring greetings from the Na- 
[ tionai Chamber of Commerce, a national federated 
organization made up of some 1500 local Chambers 
of Commerce and national and state trade association. 
-Just a brief word as to the chamber and its place in 
American business. Your association, in accomplishing 
the progfam which you have set up, is not your president, 
your vice-president or the other members of your staff, 
or the association officers, but rather it is you men who 
are investing in association work with the idea that you 
are to get sound returns from it. You are the association. 
And so it is with the national chamber. Your organ- 
ization, as a member of the chamber, and the other trade 
associations and chambers of commerce throughout the 
country making up the national chamber are the chamber. 
You determine our program and our policies. And we 
are doing our utmost, in that fine building down in Wash- 
ington made available for us through the generosity of 
American business men, to carry out the principles and 
the program which you have laid down for us. And I 
come to you, therefore, representing your organization 
in a sense, to report to you upon the work which you have 
indicated that we should carry on in the building up of 
sounder trade associations; associations that will serve 
business in a more effective way in the solving of the diffi- 
cult problems with which business is confronted. 


TRADE ASSOCIATION NoT A NEW BUSINESS EFFORT 


You are operating your association with a definite pro- 
gram and according to certain principles. The principles 
which you have developed as being those which should 
guide you in your work are not new principles in organ- 





ized effort. There were trade associations operating under 
the same principles which apply in your work almost as 
soon as business began. And who is to say when business 
began among men? 

We know that in the Roman Empire there were or- 
ganizations in trade very similar to the trade associations 
now active in this country. The individual trade assoca- 
tion at that time was known as a Collegium, and when the 
Romans went over into Great Britain they took their 
collegia or trade associations with them. From _ these 
earlier organizations were developed the guilds of Medie- 
val Europe. There were merchants’ guilds, craft guilds 
and other forms of guilds. And doubtless from the guild 
idea the trade association has developed in this country, 
carrying on the very old conviction among men that prog- 
ress and profit will result in business through organized 
effort. 

You remember one of A®sop’s stories which illustrates 
very well indeed what business men are seeking to ac- 
complish through organized effort. This story of A¢sop’s 
tells of the dying father whe calls his seven sons to- 
gether, asking that each should bring with him as he 
came to his bedside a stick of a certain length. And the 
dying father took these seven sticks and bound them to- 
gether and showed the seven sons how difficult it was to 
break the bundle when it was bound together. Then he 
separated the bundle and showed the seven sons how easy 
it was to break each individual stick. 

And so with us in the work which we are doing in our 
trade associations; we must make the word “cooperation” 
effective in binding ourselves together so strongly that we 
cannot be broken apart in accomplishing these things 
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which we know industry needs to bring about better busi- 
ness, and business with a sounder profit. 

Trade associations have been functioning successfully 
for many years in this country. For eight years it was 
my pleasure to manage the association representing the 
pulp and paper industry of the United States. That or- 
ganization celebrated its 50th anniversary two years ago. 
We were 50 years old and in continuous existence all that 
time, and we had accomplished some very worthwhile 
results. Reference will be made to that association from 
time to time to indicate what the effect of organized effort 
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tries which they are organized to serve. At this meeting 
there was also full discussion of some of the economic 
problems with which business is confronted. The trade 
association executive, unless he can understand fully the 
business problems with which his group is confronted 
and have some vision in those problems, cannot be really 
effective as the manager of a trade association. 

The trade association has become not only a business 
man’s organization but a business organization. The 
more we study trade association work, the more we meet 
with business men in their offices and at conventions and 





sounder profits. 
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6¢ WT certainly won't help us, as business men, to set up a code of business 

practice or attempt other constructive activities unless we appreciate 
that in this day of unrivalled competition we must act as thinking men, as 
sportsmen; that we shall get together in such a way that we can make the 
word ‘cooperation’ mean something in bringing about better business and 


@ “If we can, through our trade associations, develop that confidence that 
will make possible voluntary adherence on the part of the members of the 
organization to the accepted code of business principles, we are bound to 
get the kind of backing from entire industries for our associations that 
will make it possible for us to meet effectively these difficult problems of 
overproduction, price-cutting and so forth, and that ina perfectly legal way.” 


sy 
wits 


' 








has been upon an industry when that industry learns to 
know its association. 


THE TRADE ASSOCIATION HAS COME TO STAY 


We know that the trade association has come to stay 
in American business. Conditions are such in industry 
today that if for any reason the association serving the 
industry was wiped off the map tomorrow, in six months 
doubtless the industry would have to come together again 
for unified action in meeting its common problems. 

That the association has come to stay in American busi- 
ness is evidenced in several ways. First and of prime im- 
portance, by the newer attitude of the bankers of this 
country toward trade associations. Bankers are appar- 
ently deciding the credit to be extended in financing busi- 
ness activities more and more by a man’s ability to come 
together with his commetitors in a trade association; to 
stand shoulder to shoulder with him in unified action that 
will bring better business; business that will build the in- 
dustry soundly for the future. The fact that the Ameri- 
can banker is recognizing the trade association, in my 
opinion, is important evidence that the association has 
come to stay. 

Another evidence is the fact that there is no industry 
of importance in this country that does not now have a 
trade association. 

Still another evidence that the trade association has 
come to stay is the fact that there is an active and grow- 
ing national organization of trade association executives. 
Recently this organization met at Montauk Point, N. Y. 
At this meeting more than 150 managers and secretaries 
of trade associations came together in a three-day session 
to discuss the problems with which we are confronted as 
trade association executives; to discuss ways and means 
of building sounder trade associations that there may be 
better service given by trade associations to the indus- 


learn to know you and the constructive work you are 
doing through your association, the more apparent it be- 
comes that the trade association is becoming an industry- 
wide corporation. 

In the paying of dues into this organization and similar 
associations throughout the country, business men are 
investing in industry-wide corporations and it is becom- 
ing clearer almost from day to day that these investments 
in association work can be made to give definite returns 
in services of a dollars and cents value. 

If you and those like you in the more than a thousand 
other trade associations in the country would take the 
same interest in getting a return on the investment which 
you are making in your association that you are taking 
in getting a return on the investment which you are mak- 
ing in stocks and bonds, there would be little question as 
to the effectiveness of the work of our trade associations. 

There is yet another evidence of the fact that the trade 
association has come to stay, and that is that the National 
Chamber of Commerce has recognized the place of the 
trade association in business and has organized a Trade 
Association Department to assist business in building 
sounder trade associations. And the chamber, in the de- 
velopment of this new department, is trying to help 
industry everywhere in this country in building the kind 
of association that will produce effective cooperation in 
business and bring us what we are all after, and that is 
better business and sounder profits. 


MERGERS AND COMBINATIONS AND THE TRADE ASSOCIATION 


It might be well to take just a minute to discuss the 
development of trade associations as a whole in this coun- 
try and what the trade association movement may mean 
to business. You men are thinking business men. You 
are exercising vision as to the future of your own busi- 
ness. What vision have you as to the future of business 
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as a whole in this country? It would seem necessary for 
us at times to take a look forward because we have some 
very difficult problems confronting us as business men as 
a whole in this country. 

Where are we going in American business with these 
mergers and combinations that are taking place? How 
far can we go with these mergers without bringing down 
upon us as business men the same criticism by the public 
that brought about the period of “trust busting” and re- 
strictive legislation of the 90’s? 

Are we headed into a period where we will be faced with 
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wouldn’t be coming together here in these conventions, 
with all of the expense involved, unless there was very 
clearly in your mind the fact that you are investing in 
service from an organization that will bring you better 
business. And that is what our trade associations are in 
existence for today, to bring us better business and profit 
on a sounder basis. 

If you will stop to think, you will appreciate quickly 
that the things you are seeking to accomplish in your or- 
ganization, the constructive activities outlined in your 
program, cannot be accomplished satisfactorily unless 
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qed 


UCH progress is being made through 
association work in placing business 
on a better plane. This effort and the values 
accruing from it are among the most worth- 


whil It cti ssociation work. 
a> while results from effective association w ae 


cedure.” 





Men are coming together in associations like 
yours and after considerable discussion and 
with a great deal of enthusiasm are developing 
codes of ethics, or, to use what seems to be a 
more satisfactory term, codes of business pro- 


ed 








further “trust busting’ and further restrictive legisla- 
tion? 

It is time as business men that we give some thought 
to these things. It would appear that trade associations 
as they are now developing, and if properly guarded in 
their growth, can be made a constructive force for the 
maintenance of industrial democracy. Working together 
in a legal and harmonious way, the trade associations of 
the country should be able to guide this development of 
mergers and combinations in business in such a way that 
the criticism of the public or further restrictive legisla- 
tion may be avoided. And you can coordinate the work of 
your organization with other national organizations, not 
only in the industry in which you are interested as a 
whole but with business generally, to the end that Ameri- 
can business should speak for itself soundly and effective- 
ly in what it has to accomplish in bringing about better 
business and sounder profits. 


WHAT Is A TRADE ASSOCIATION ? 


For the purpose of focusing thought and limiting dis- 
cussion it might be helpful to give a short definition of a 
trade association. What is your organization? Where 
are you headed? What are you getting out of your or- 
ganization? And are you sure of the future of your or- 
ganization and its effect upon your business? 

In answering the question as to “What is your organ- 
ization?” it might be helpful to give a definition of a 
trade association in short form which we are suggesting 
as meeting the need of a clear. definition. This is: “A 
trade association is an organization of business men in 
and serving an industry or a trade for mutually helpful 
service and for better business.” The phrase “and for 
better business” has been added to the definition of a 
trade association because it is very certain that you 





there is reasonable confidence between the members of 
your association, confidence in each other and in the asso- 
ciation and its management. 

And just in proportion to the way in which you can 
develop confidence in each other, you should get results, 
tangible results, that you have a right to expect from your 
organization; results that will indicate to you that you 
are getting a return on the investment which you are 
making in your association. 

Much progress is being made through association work 
in placing business on a better plane. This effort and 
the values accruing from it are among the most worth- 
while results from effective association work. Men are 
coming together in associations like yours and after con- 
siderable discussion and with a great deal of enthusiasm 
are developing codes of ethics or, to use what seems to 
be a more satisfactory term, codes of business procedure. 
Unfortunately, some groups after such an effort shake 
hands over the satisfactory completion of a code of busi- 
ness procedure and then the minute they get outside the 
door forget the code and continue the same bad practices 
making for unfair competition and unsound business as 
were carried on before the development of the code. 

It certainly won’t help us as business men to set up a 
code of business practice or attempt other constructive 
activities unless we appreciate that in this day of un- 
rivalled competition we must act as thinking men, as 
sportsmen; that we shall get together in such a way that 
we can make the word “cooperation” mean something in 
bringing about better business and sounder profits. 

If we can, through our trade associations, develop that 
confidence that will make possible voluntary adherence 
on the part of the members of the organization to the 
accepted code of business principles, we are bound to get 
(Continued on page 98) 
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Address of President Frasier 


Head of A. N. R. J. A. Discusses Trade Questions and Makes Important Recommendations at 
Annual Convention of Organization in Cleveland, Ohio, Sept. 17, 18, 19 and 20 


FTER expressing his appreciation to the Ohio 
oA4 Resi Jewelers’ Association under the leader- 

ship of President Earl W. Chamberlain, the 24- 
Karat Club of Cleveland, and jewelers generally through- 
out Ohio for the splendid support given to the A. N. R. 
J. A. throughout the year, and after complimenting them 
on the progress made, he said that much more is expected 
of a jeweler than of a general merchant, and in the box 
on this page President Frasier outlines his idea of a suc- 
cessful jeweler. 


that our industry is by no means in such a bad condition 
as some may think,” said President Frasier. 

The speaker next reviewed the activitiesyof the past 
fiscal year of the association, calling attention to the 
establishment of the secretary’s office in New York, the 
enlistment of the services of a large number ‘of members 
on various committees and the affiliation with the asso- 
ciation of a board of consulting economists consisting of 
Dr. Paul H. Nystrom, of the School of Business, Columbia 
University, who is an acknowledged authority on distribu- 


He urged that instead of 
complaining about slow busi- 
ness that it would be much 
better to spend the time in 
hustling around and creating 
new business, finding in ac- 
tion a remedy to combat de- 
pression. 

As to the jeweler’s attitude 
toward his fellow jewelers, 
President Frasier said that 
it has been pointed out 
“that no trade, no profes- 
sion and no specific line of 
industry can long endure 
without its vocational or- 
ganization,” and he cited 
the following definition 
from the American Trade 
Executives Association as 
the complete answer to the 





66 UCH more is expected of a jeweler 

than the general merchant. To bea 
successful jeweler requires artistic talent, 
character, education and a life study of the 
desires of his patrons and those whom he 
wishes to make his patrons. He must create or 
cause to be created such merchandise as trade 
demands. He must have the confidence of 
his fellow citizens. He should be a counselor 
and an authority in his community for gifts 
that last, and ever at the service of the public 
to advise suitable gifts for any and all occa- 
sions. Oftentimes a jeweler must be both 
seller and buyer for his customer, and every 
confidence must reign supreme in his place 
of business between him and his patron, re- 
gardless of the amount of invested capital. 
This one principle—confidence—rates at least 


tion; Prof. Malcolm P. Mc- 
Nair, of the Graduate School 
of Business Administration, 
Harvard University, who is 
an acknowledged authority 
on the assembling, classify- 
ing and analyzing of busi- 
ness information and on 
forming definite conclusions 
regarding the trends of 
business; and Irving S. 
Paull, president of the In- 
stitute of Carpet Manufac- 
turers, Washington, D. C., 
who is an economist of es- 
tablished reputation, with 
long and intimate contacts 
with the United States De- 
partment of Commerce, and 
who is an outstanding au- 
thority on institute work. 
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is a voluntary organ- 

ization of producers or distributors of a commod- 
ity or service upon a mutual basis for the purpose 
of promoting the business of their branch of in- 
dustry and improving their service to the public 
through the compilation and distribution of in- 
formation, the establishment of trade standards, 
and the cooperative handling of problems com- 
mon to the productior or distribution of the com- 
modity or service with which they are con- 
cerned.” 

“It is through these principles that the A. N. R. J. A. 
has served you and is contemplating serving you in the 
future,” continued President Frasier, and he then went 
on to urge the value of cooperation in all branches of the 
industry. 

He next took up for discussion the wonderful as- 
sistance which the United States Department of Com- 
merce, the Federal Trade Commission and the United 
States Chamber of Commerce are rendering the various 
trade associations, particularly the A. N. R. J. A. “We 
are availing ourselves of this help and are reciprocating in 
every way possible. We are members of the United States 
Chamber of Commerce, and as such it was my pleasure to 
represent our organization in the ‘ast annual conference 
held in Washington in May. Had it been possible for you 
to have been present at this meeting I think there is little 
doubt but that you would have gone back home feeling 





address the convention on 
Wednesday afternoon at 2 o’clock,” said President Frasier. 
“This proposed service will be supplemental to the re- 
search work which has been carried on by the Graduate 
School of Business Administration of Harvard University, 
under the direction of Prof. Malcolm P. McNair. The 
research work will be continued indefinitely, according to 
the A. N. R. J. A. contract with Harvard, which will 
place our association in the foreground of intelligent 
research service to our membership. Professor McNair also 
appears on our program Wednesday afternoon at 3 
o’clock, his subject being ‘The American National Retail 
Jewelers Association and Research as Conducted by Har- 
vard University.’ Therefore, I consider it unnecessary 
for me at this time to stress the importance of what the 
Harvard Research Bureau is doing for us,” he added. 
President Frasier next spoke of the effort made during 
the past year by the national president and secretary to 
keep closely in touch with all regional vice-presidents, 
officers of the various State associations and the mem- 
bership generally, and he reported that in many states 
the membership had been increased. The Porto Rico 
Retail Jewelers’ Association has become affiliated with 
the A. N. R. J. A., and President Frasier said that the 
A. N. R. J. A. has taken up with the authorities at Wash- 
ington the problem of the tax burdens from which they 
are now suffering. 
The speaker next called attention to the Capper-Kelly 
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Bill, the work of the National Jewelers” Publicity Asso- 
ciation, the Horological Institute of America and other 
activities in which the A. N. R. J. A. is interested, and 
continued as follows: 

I recommend that the state officers fully acquaint them- 
selves with the activities of the National Publicity Asso- 
ciation, carrying this information to their membership 
and thus enabling them to be fully aware of the assistance 
they can secure and the benefit they can derive in adver- 
tising through this institute. 

I recommend further that state officials cooperate in 
every way possible by advising their members of the im- 
portance of local or community advertising, not particu- 
larly at the busy season but throughout the year, keeping 
before the public the importanct of buying jewelry in a 
jewelry store. 

I recommend that the individual jeweler keep closer in 
touch with his state association, asking for such advice 
in the conduct of his business as he may desire—the state 
officials likewise keeping the national association in- 
formed of the needs of their membership. 

It has often occurred to me that some kind of member- 
ship should be offered to traveling salesmen, and I trust 
that the incoming executive body will take this under 
consideration. 

The association does not require additional income to 
carry on such work as has been done in the past, but in 
the future for contemplated extended service which the 
association may decide to put into practice additional 
funds will be needed. In the opinion of the officers at the 
present time, this additional income will be made possible 
through the sustaining membership plan which is now 
being offered to jewelers who realize the importance of 
greater revenue. 

I earnestly recommend that the state officers give care- 
ful consideration to organizing jewelers into local clubs. 
Meetings of the local clubs should be had as aften as once 
a month. 

The officers of the A. N. R. J. A. now and during previ- 
ous years have kept well in mind the importance of 
operating within the bounds of the law. We have never 
attempted or advocated the impossible, neither have we 
in any instance vilified or tried to discount any honest 
endeavor which has been made for the good and uplift of 
the jewelry industry. In our program of activities up to 
this date, we have endeavored to operate along clean-cut, 
precise and needful lines and to give to our membership 
assistance based on the practices of possibility. We have 
endeavored to convey to the trade the unquestionable 
necessity of cooperation, which alone will bring the de- 
sired results. We devoutly believe that an individual can 
never profit through abusing his competitor. This same 
principle beyond a doubt is applicable to any association. 

A proposed alternative association gained considerable 
interest in the jewelry trade, especially among the re- 
tailers, by its statement of its ability to control distribu- 
tion to such an extent that three major evils of the indus- 
try would be corrected: (a) Retailing by wholesalers; (b) 
Direct selling by manufacturers; and (c)° Price cutting 
on standard merchandise. 

When the illegality of the methods to be employed was 
pointed out, these very important features were eliminated 
from the plan and the present outline provides for the 
conduct of “Research and Merchandising.” 

In that connection, it might be of interest to you to 
learn’ something of the future plans of the American 
National Retail Jewelers Association, in addition to carry- 
ing on, in your behalf, all of the various activities which 
it has conducted in the past, including the Harvard Re- 
search work. 

Through our secretary, conferences have been carried 
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on with the Bureau of Domestic and Foreign Commerce 
of the Department of Commerce, with the following re- 
sults: 

The Bureau of Foreign and Domestic Commerce, 
through its director, Dr. Frank M. Surface, has offered 
to perform for the A. N. R. J. A. the following services, 
in conjunction and in cooperation with the American 
National Retail Jewelers Association: 

1. The department has invited us to send a trained re- 
search man to spend three months in its offices, familiar- 
izing himself with every phase of activity carried on in 
that department, and fitting himself to handle and analyze 
reports, which will be the result of systematic work in 
the form of questionnaires and personal visits to be con- 
ducted in a cooperative way by the Department of Com- 
merce and the American National Retail Jewelers Asso- 
ciation. 

2. The Bureau of Foreign and Domestic Commerce 
further offers its assumption of the responsibility of a 
questionnaire study of the retail jewelry business, based 
upon conferences held with a representative committee 
of the A. N. R. J. A. These questionnaires will be sent 
out to the trade in government franked envelopes and the 
report can be remitted in government franked envelopes 
to the department. The association’s part in this work at 
present would be to encourage and urge our members 
primarily and the trade as a whole, in the final analysis, 
to make these reports as fully and completely as re- 
quested and as promptly as possible. 

3. The Bureau of Domestic Commerce would have the 
questionnaire so arranged that the name can be detached 
from it and a number assigned before handling for tabu- 
lation, which tabulation might have to be performed by 
the secretary’s office of the A. N. R. J. A., at least for the 
first time, although we have the assurance of the depart- 
ment that it will perform as much of the work required 
as its facilities and the amount of money at its disposal 
will permit. 

The bureau also stated its willingness to conduct typi- 
cal surveys of member stores some time early next spring 
when similar work in other fields will have been com- 
pleted. This sort of survey develops complete information 
as to the cost of handling all the various features incident 
to the conduct of a retail store. 

The Bureau of the Census has indicated its desire to 
cooperate with the A. N. R. J. A. in the assembling of as 
complete information as possible, in connection with the 
Census of Distribution which will be carried on early next 
year in connection with the Census of the United States. 

Our conference with Dr. M’Fall, chief statistician of 
the bureau, in charge of this work, indicated a desire on 
the part of this bureau to conduct its inquiry insofar as 
it pertains to the retail jewelry business along lines, as 
to the information to be requested and the various classi- 
fications to be covered, in keeping with the wishes of the 
trade as stated by your American National Retail Jewel- 
ers Association, insofar as same may be possible. 

At the request of the bureau, the secretary transmitted 
the various classifications which were deemed advisable in 
which to divide the report as it pertains to the retailer, 
and in the acknowledgment of the receipt of these sug- 
gestions, Dr. M’Fall stated that when the decision was 
finally made the secretary will be invited to the con- 
ference. 

These few brief facts are given to impress you with 
the ability of our association, acting in cooperation with 
the greatest fact gatherer in the country ( our own United 
States Government) and the continued employment of 
the facilities of Harvard University, supplemented by 
more work of the statistical kind carried on in our own 

(Continued on page 98) 








62 THE JEWELERS’ CIRCULAR September 19, 1929 





Pearl Necklaces 
Loose Pearls 
Fancy Cut Diamonds 
Precious Stones 





Frederick W. Rauch 
527 Fifth Ave. 
New York City Sy 





ee 


al A — 


PERS ONT LR OI SO EN hg on 






















Established 1898 Direct Importer 


ARTHUR SILBERFELD 


Incorporated 


580 FIFTH AVE., NEW YORK 


FANCY CUT 
DIAMONDS 


Complete Line of 





Round Diamonds and Rare Gems 
Pearls and Emeralds 


108 Rue de Pelican 2 Tulpstraai 12 Rue de la Victoire 
Ambry Amsterdam Paris 




















a Anite long 


ad aietsmac com a 











September 19, 1929 


THE JEWELERS’ CIRCULAR 


Diamond Cutting in South Africa 


Buyer for Amsterdam House Reports That Changing Conditions 
Have Harmed Diamond Cutting Industry in 
That Country 


Many stories have been coming out 
of South Africa recently stressing the 
distinct advantages which the local dia- 
mond cutters are supposed to be enjoy- 
ing, but notwithstanding these reports 
a prominent diamond buyer for a well 
known Amsterdam house finds con- 
ditions anything but encouraging. Such 
changes have been wrought since dia- 
mond cutting was established that most 
of the diamond buyers have left South 
Africa to await a more advantageous 
time for making purchases, according 
to the report of this representative. 

Speaking of conditions in South 
Africa, the buyer in his report to the 
New York office of the Amsterdam house, 
says: “During the past few years dia- 
monds have been bought from the 
‘diggers’ at reasonable prices, but dur- 
ing recent months conditions have 
changed considerably. Rough diamonds 
are very scarce and consequently very 
expensive. It is hardly possible to do 
any business on a profitable basis. 

“In former times 10 to 20 ‘diggers’ 
presented themselves each morning at 
an office maintained near the center of 
activities for that purpose, with attrac- 
tive rough diamonds, but nowadays one 
has to wait for one or two of these 
‘diggers’ to put in their appearance 
and show their goods. For this reason 
buyers have left South Africa to wait 
at their homes until a more profitable 
period for trading starts. 

“As to the diamond industry in South 
Africa prospects are not very favorable. 
It may be true that manufacturers have 
an advantage on the rough material, 
this particular class of goods being 
exempt from paying the export duty. 
On the other hand, though, one must 
take into consideration the fact that 
wages are much higher among cutters 
in South Africa than in any other dia- 
mond cutting center. Conditions of 
living are such that cutters cannot ac- 
cept wages under approximately £60 per 
month. The climate is also rather bad 
for European workers. The natural 
beauty of the country around Capetown 
and Johannesburg is wonderful, but cut- 
ters at those places must abstain from 
many of the pleasures which they found 
in their own countries. 

“In the beginning manufacturers had 
a free choice in selecting their rough 
diamonds, picking only those they wished 
to apply for cutting. Large and fine 
stones were those principally allotted to 
these cutters, but during the past few 
months conditions have changed and 
cutters are now compelled to take the 
smaller sizes as well. It can therefore 
be seen that their advantage over the 
American and European rough diamond 
buyers is already vanishing. 


“The general opinion prevails that no 
one has any reason to fear that the cut- 
ting of rough diamonds in South Africa 
will do any harm to the prices for 
polished stones. The trade may have 
the fullest confidence in firm prices 
being maintained for polished dia- 
monds.” 





A Beautiful Gold and Silver 
Casket 


LLUSTRATED below on this page 
is a gold and silver casket made to 
the order of the Zamindar (a rich land- 
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dar and the temples of his country are 
chased beautifully on the other panels. 
The casket was designed by Jeshinglal K. 
Mehta and was hand-made of pure 
metals by able and experienced crafts- 
men in the factory of Surajmal Lal- 
lubhai & Co., Madras, India. 

The Madras Mail an influential Anglo- 
Indian daily described it as ‘“Magni- 
ficent” and the Hindu, a most influential 
and popular Indian daily published the 
following: 

“The casket is a fine example of the 
modern jewelers’ art and well worthy of 
the reputation of the firm. The height 
of the casket is 16 inches and the length 
24 inches. It is surmounted by the 
statue of Lord Krishna reclining on the 
cow and playing the divine flute. The 
panels of the casket are highly chased 
with the principal mansions of the 
Zamindar and other buildings. There 


are also scenes from the Ramayana.” 

The plate on the casket bears the fol- 
lowing inscription: 
Excellency Sir Norman 


“Presented to His 
Edward Mar- 











GOLD AND SILVER CASKET PRESENTED TO THE ACTING GOVERNOR OF MADRAS 


lord) of Kangundi, a place in the Mad- 
ras Presidency, India. It was presented 
by him on Aug. 5 to His Excellency the 
Acting Governor of Madras. 

The Casket contains 500 ounces of 
silver. Its height without the plinth is 
16 inches and its length is 24 inches and 
with plinth 20 inches and 35 inches re- 
spectively. 

Its historical importance lies in the 
embodiment in its design of some im- 
portant scenes from the Ramayana 
shown on the panels, in relief work. The 
scenés are “Flying Over the Sea,” by 
Hanuman to reach Lanka (Ceylon); 
“The Delivery of the Ring,’ by him to 
Seetha, the wife of Rama, and “Rama’s 
Pattabhishekam,” (Coronation); some 
of the important mansions of the Zamin- 


joribanks, K.C.I.E., C.S.I., I.C.S., Acting 
Governor of Madras, by Mr. K. J. Ven- 
katapathe Naidu, Zamindar of Kan- 
gundi, on the 5th of August, 1929, on 
the occasion of the opening of the Poor 
House, Battuvaripalli, Chittoor Dis- 
trict.” 








Brackin’s, one of Birmingham’s (Ala.) 
leading credit retail jewelry establish- 
ments, held a grand opening during the 
past week in honor of the enlargement 
and general overhauling of the store. 
A few weeks ago Nelson L. Brackin, 
whose name the business bears, pur- 
chased the interest of his partner, Phil 
Tichner, and since that time has been 
the sole owner of this business. 
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for this New, Different TRU-STONE 
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position to make immediate shipments of Dirigem, the triumphant 
chartreuse-green synthetic. . . . Dirigem has created a new vogue in 
stones. No other synthetic approaches it in rich color or surpassing 


hardness. Order Now! 
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The News From England 





Consolidated Diamond Mines of South Africa Want Change in Limitations Placed on Production 
—Postal Employe and Jeweler Arrested After Package of Gems Disappears—Prominent 
London Jeweler Buys Green Diamond—Curio Market Becomes Active—Unusual 


Watch Made for English Lord’s Heir 


LonpoN, Sept. 7.—Judging from the 
tone of at least one circular issued to 
shareholders in diamond producing com- 
panies there is a little dissatisfaction 
existing in respect to diamond production 
quotas as alloted under the Inter-Pro- 
ducers’ agreement and by which pro- 
duction and marketing of the stones is 
controlled to assist the market in main- 
taining prices. The directors of the Con- 
solidated Diamond Mines of South West 
Africa inform their shareholders by the 
circular that they are going to press for 
a bigger quota for Consolidated diamond 
production and marketing on the grounds 
that their new workings north of the 
Orange River bring in an additional 
area of proved diamond content that 
ensures a total of at least another 1,000,- 
000 carats. While re-affirming the com- 
pany’s decision to adhere to the policy 
of limited production and one-channel 
marketing, the directors say that at the 
next Inter-Producers’ Conference they 
will have good grounds for demanding a 
quota more in keeping with the com- 
pany’s diamond reserves and productive 
capacity. 

At the last annual meeting of the 
company it was mentioned that the 
southwest territory has suffered unduly 
under the Inter-Producers’ agreement 
owing to the uncontrolled alluvial pro- 
duction from the Union, and although 
rich alluvial discoveries have been avail- 
able in the territory no benefit was de- 
rived by southwest producing companies. 

Considerable progress in prospecting 
operations has been made on the Marine 
Terrace in an area north of the 
Orange River, the directors say. The 
Terrace has been “proved” over a length 
of 10 miles which may ultimately extend 
to 15 miles, and a rough calculation in- 
dicates a proved diamond content of at 
least 1,000,000 carats. At the southern 
end of the Terrace, production for the 
past four months has amounted to 17,500 
carats, valued at $925,000. The pro- 
ductive capacity of the company at 


present, the directors say, permits an 
annual output of diamonds exceeding in 
value $10,000,000, and this can be in- 
creased considerably by bringing in the 
new discoveries. 

The position of the company, of which 
Sir Ernest Oppenheimer is chairman, 
has now improved enormously, the direct- 
ors say. They think the development of 
this “remarkably high-grade diamond 
deposit” may exceed in total the ultimate 
production from the Alexander Bay 
fields, south of the Orange River, both in 
carats and value. 

“These large and valuable stones,” 
says the circular, “when mixed with the 
production from our northern fields, en- 
able the company to offer for sale a 
wide variety of high-quality diamonds, 
and so meet the changing demands of the 
consuming markets.” The issued capital 
of Consolidated Diamonds is around 
$14,000,000. 

ok * *K 

Investigations by the French police 
into the disappearance of the $28,000 
packet of emeralds and sapphires that 
was in transit between Paris and Lon- 
don recently have resulted in an alleged 
confession by a Gare du Nord chief 
sorter and the arrest of the sorter and a 
dealer who, it is charged, cooperated with 
him. According to the confession the 
sorter saw the packet on his sorting 
table, placed it in his pocket, and later 
sold it to the other man for $400. Search 
of the latter’s premises revealed a 
quantity of emeralds which, it is be- 
lieved, will prove to be some of the miss- 
ing stones. 

Bd K 

One of the specialist jewelers of the 
metropolis, known internationally for 
his purchases of rare gems, has just 
returned from abroad with a green dia- 
mond for which he paid $100,000. Ac- 
cording to the Daily Mirror the jeweler 
has acquired possession following nego- 
tiations extending over five years. For 
every colored diamond on the market, 


he says, there are at least 1,000 buyers, 
and it is not always an easy matter to 
buy the really rare stones. Besides the 
green diamond he has brought back a 
rose-pink diamond and a blue diamond 
of great value. He has to resort to 
various ruses to outwit the jewel gang 
when traveling through Europe with 
valuable gems, and on one occasion he 
got his purchases through safely by 
dropping them into a thermos flask and 
placing it on the luggage container of 
the railroad coach. 
* * * 

With the ending of the summer season 
most of the markets for precious stones, 
antiques and the fascinating little 
articles from the Far East which find 
their way to London after passing 
through many hands, begin to liven up. 
The curios market here is pretty large 
and jewelry buyers are frequent buyers 
of the quaint and valuable carvings 
which find their way to the display 
tables in the Cutler St. warehouse which 
belongs to the Port of London Authority. 
This warehouse has a floor space of 
1,000,000 square feet, and here can be 
seen items of interest from Peking, Nan- 
king, Chungtu, Shanghai and other east- 
ern centers of the antique. The displays 
are held a week before the auctions in 
Mincing Lane, and beautiful carvings in 
elephant ivory, walrus tusks, jade, 
Chinese porcelain vases, plates, bowls 
and figures of all kinds, glass pieces and 
prehistoric ornaments, are in evidence. 

Auctions are held eight times a year 
and last anywhere from one to three 
days. Many of these curios come from 
far inland temples and tombs, and others 
are unearthed from their hiding place 
and sold to friendly skippers who turn 
them over to merchants in the cities who 
dispose of them to London brokers and 
dealers. All these treasures’ are un- 
loaded at the London docks and are 
transferred from the dock sheds to the 
Cutler Street building for display. Many 
a Chinese period piece of porcelain in 
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Jewel of the Skies 


A Gem of Fascination, which may be had in an 
interesting range of colors. They vary from a pale 
gray of morning light, with the merest suggestion of 
blue, to one of vivid midnight hue. 


LOUIS N. MARX 
551 Fifth Ave. New York 
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all its brilliance of original color which 
defies the passage of time can be found 
at this warehouse, dealers and collectors 
throughout Europe being notified by 
catalog of new lots just arrived. The 
auctions of these articles from now un- 
til Christmas will present animated 
scenes since the demand for these curios 
becomes very pronounced toward the end 
of the year. 
ae ok * 

A Luton jeweler was found drowned 
at an East Coast sea resort the other 
day and a verdict of accidental death 
has been returned. A sister of the dead 
jeweler said he had suffered from in- 
somnia for six or seven years and had 
been in the habit of taking paraldehyde 
for the trouble. Remains of the drug 
were found in the stomach and it is 
thought the jeweler took a dose before 
going for a bath. The effect of it, the 
coroner said, would be to diminish his 
resistance when he found himself sink- 
ing. 

* 

Commenting on novel watches from 
those worn on finger or thumb to those 
no larger than a dime, the “Dragoman,” 
in the Daily Express this week, says 
that the timepiece: worn by Ivor Guest, 
Lord Wimbourne’s heir, is a remarkable 
triumph of chronometrical engineering. 
It is the thinnest in Europe and was 
made specially for Mr. Guest in Switzer- 
land at_a cost of $600. The delicate case 
of plavitum is pierced by five slots 
which reveal at a glance the correct 
hour, minute, second, date and month. 








Cincinnati Concern Seeks Bill of 
Particulars in Suit Brought by 
Chicago Clock House 


CINCINNATI, Sept. 14.—The_ second 
step in the litigation that has developed 
between the Hammond Clock Co., of 
Chicago, against the Kodel Electric & 
Mfg. Co., of this city, was made when 
the defendant concern filed a motion in 
the United States District Court here, 
asking for an order directing the plain- 
tiff to file a bill of particulars. The 


Kodel concern, which owns and operates 
the broadcasting station WKRC, asked 
the court to have the clock company 
set forth the claim or claims of the 
patent it alleges has or have been in- 
fringed by the defendant and to advise 
the defendant where it may see and 
examine a device, used or sold by the 
defendant since the issuance of the pat- 
ent and prior to the filing of the bill of 
complaint alleged to infringe the patent. 

The Hammond company filed suit 
against the Kodel concern two weeks ago 
charging the local house with infringe- 
ment of the Laurens Hammond patent 
embracing alleged improvement in alter- 
nating current clocks. The bill of com- 
plaint said the president of the clock 
company was the sole inventor of the 
device covered by Letters Patent 1719805, 
issued to him July 2, 1929. 








Project Dropped 





Plan to Advertise Cincinnati as Jewelry 
Center Abandoned by Queen City 
Jewelers at First Fall Meeting 


CINCINNAI, Sept. 14.—The quest for 
national advertising or at least exploi- 
tation of Cincinnati’s advantages 
throughout the central west, was tem- 
porarily given up at the first fall meeting 
of the Cincinnati Wholesale Jewelers 
and Manufacturers Association, held at 
the Chamber of Commerce, Tuesday 
night. The project had been under con- 
sideration for a long time and a com- 
mittee composed of Arno Dorst, William 
Oskamp, Clarence Loeb, Herbert Schwab 
and several others had obtained a num- 
ber of pledges amounting to quite a 
sum of money. Several of the more 
prominent manufacturers in Greater 
Cincinnati were heartily in favor of the 
idea and were willing to back their en- 
thusiasm with a financial contribution, 
but the lack of interest on the part of 
some others seemed to have a deadening 
effect on the plan. This latter group 
utterly failed to assume a just share of 
the responsibility and it was thought 
best to lay the matter on the table for 


com- 


dismiss the 


the time being and 
mittee. 

Some of the more progressive manu- 
facturers and dealers will carry on the 
idea, however, by advertising the Queen 
City in the first few pages of the annual 
catalogues that are published by individ- 
ual firms here. This idea was started 
by William Oskamp, president of the 
Oskamp Nolting Co. This firm’s new 
book to be distributed in November will 
tell about Cincinnati being the third 
largest jewelry center in the country and 
will also point out why dealers should 
buy their goods in this city. A similar 
plan will be followed by Arno Dorst, 
president of the Dorst Co., and it is 
probable that others will do the same 
thing. 

While the meeting was especially called 
to take action on the matter, it marked 
the initial session held by the association 
for the fall and winter season. James 
W. Farrell of the Homan Mfg. Co., pres- 
ident of the association, presided. 








Notable Trophies for the National 
Air Show at Cleveland, Ohio 


CLEVELAND, O., Sept. 14.—While there 
were several hundred prizes awarded to 
the winners of the various events in the 
National Air Races the more preten- 
tious of the trophies are shown in the 
above photograph of the Halle Bros. Co. 
store window on Euclid Ave. which had 
by far the most comprehensive aero- 
nautical display of any store in this 
city. The concern also furnished some 
cups in addition to many other articles 
for prizes. 

The trophies shown in the photo in- 
clude those furnished by some of the 
leading Cleveland jewelry concerns and 
were loaned for this particular window 
display. They attracted an immense 
amount of attention. 








Rothstein’s, 529 Main St., Johnstown, 
Pa., recently celebrated the store’s re- 
opening, after a program of moderniza- 
tion had been completed, with a dinner 
given by the management for the em- 
ployes in the Fort Stanwix Hotel. 
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SPECIAL IMPORTATION JAGER DIAMONDS 









Just received through Customs 
from!,Amsterdam a series of fine 
perfect and slight BLUE JAGER 
DIAMONDS sizes .25, .33, .42, .50, 
.60, .75, 1 Carat. 







Our buyer made a very 
fortunate purchase of 







this series. Send to us 
for sizes and qualities 
you need. ° 
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| Prompt and Efficient Service 





Genuine American Watch Material 
Gruen and all Swiss Watch Material carried in stock 
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Week of Tariff Discussion 


WASHINGTON, D. C., Sept. 16.—An- 
other week of tariff discussion has been 
indulged in, on the floor of the Senate. 
An effort was made to delay the tariff 
debate through the bringing into the 
Upper House of Congress, as unfinished 
business, the question of seating Senator 
elect Vare, of Pennsylvania. However, 
by a vote of 51 to 27 it was decided to 
leave the Vare election case until the 
regular December session of Congress 
by which time it is hoped the tariff 
matter will be out of the way. 

Among those discussing the tariff on 
the Democratic side of the aisle was 
Senator Simmons of North Carolina, 
veteran senior member of the Finance 
Committee. He took up many subjects 
which he claimed would cost the farmer 
more to purchase if the bill as introduced 
in the Senate becomes law. 

“Tf he (the farmer) desires to buy a 
watch,” said Senator Simmons, “he will 
probably find that the price has gou.ie up, 
because the rate has been increased on 
watches from 47.60 per cent to 70.01 
per cent.” In addition to Senator Sim- 
mons, Senator “Pat” Harrison of Mis- 
sissippi, another Democrat, turned loose 
a line of talk, in which he did not indi- 
cate anything good at all in the present 
tariff bill. 

During the past week also the Senate 
passed the Simmons resolution, to secure 
from the Treasury Department informa- 
tion relating to taxpayers affected by 
the pending tariff legislation. 

“In the formulation of the bill now 
pending in the Senate,” said Senator 
James Watson of Indiana, majority 
leader of the Senate, discussing the tariff 
bill, “the yard stick we employed to 
measure the rates that are to be placed 
on any product coming into this country 
from abroad is that which measures the 
difference in the cost of production here 


Another 
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and there, a large per cent of which is 
the wages of labor. 

“Nor need the American people be 
alarmed because the representatives of 
foreign governments are seeking to in- 
terfere with the passage of this tariff 
bill. The bald fact is that every time 
the American Congress has enacted a 
protective tariff measure, from Lincoln’s 
day down to this time, foreign govern- 
ments have interposed and have done 
their level best as far as they could 
under the conditions that surround them 
to prevent its enactment. 

“On industrial rates, the President 
said that he would like to see attention 
given to the products of those institu- 
tions that were ‘lagging behind’ in the 
United States. In other words, those 
that needed protection. 

“We imported into this country last 
year in excess of four billions of foreign 
products, fully two and a half billions 
of which could have been produced at 
home. This would have taken up what- 
ever slack existed in unemployment 
throughout the country, would have given 
additional impulse to manufacturing and 
mining and agriculture and transporta- 
tion and every other branch of industry, 
and would have added to the general 
prosperity, thrift and happiness of the 
American people.” 

Indications are at the time this is 
written that this general debate will go 
on, on the floor of the Senate, for some 
weeks before the rates of the bill are 
discussed and when they have been taken 
up it will be still longer before any final 
vote will be taken by the Senate. 

* * 


Business Reply Cards and Envelopes 


In an attempt at economy of the ad- 
ministration of the Post Office Depart- 
ment, Postmaster General Walter F. 
Brown is considering the advisability 
of eliminating business reply cards and 
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envelopes. It is reported to the Depart- 
ment that these cards and envelopes are 
not meeting any popular demand. 

The use of these business cards and 
envelopes, it is stated at the Department, 
is growing less and less popular as 
shown by an examination of the revenues 
of the Department for last year. Some 
of the large users of the mails have 
recently conducted tests, it is stated, 
with the reply cards and envelopes and 
as a result it is shown that they have 
lost money and are therefore going back 
to the two cent postage stamp to get 
new business. 


* * * 


Value of Imports and Exports In- 
creased During August 


The value of both imports and exports 
increased during the month of August 
compared with the same month of last 
year, according to the Department of 
Commerce. 

The value of exports in August was 
$382,000,000 compared with $379,006,000 
in August of last year while the August 
imports were valued at $377,000,000 
compared with $346,715,000 in the same 
month of last year. The value of the 
excess of exports over imports in August 
of this year was $5,000,000, while in 
August of last year the excess of the 
value of exports over imports was $32,- 
291,000. 

For the eight months ending August 
this year the value of the exports was 
$3,407,875,000 compared with $3,135.- 
979,000 for the same eight months of 
last year. The value of imports for the 
same eight months this year was $3,016,- 
942,000 compared with $2,750,495,000 for 
the same eight months of 1928. The 
value of the excess of exports over im- 
ports for the eight months ending Au- 
gust this year was $390,933,000 com- 
pared with $385,484,000 for the same 
eight months of last year. 
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Fashion Show 


Los Angeles Jewelers Make Elaborate Win- 
dow Displays for Special Event 





Los ANGELES, Sept. 14.—The large re- 
tail jewelry houses in the heart of the 
business district took part in the Fashion 
Show which closed with tonight’s window 
displays. Window “gazers” were startled 
on looking into the windows of Brock 
& Co., Montgomery Bros., Campbell & 
Ginder, Donavan & Seamans, O. W. 
Wuercker, Slavick Jewelry Co., George 
Davidson, and the several department 
stores, to see the lavish displays of rare 
and valuable gems scintillating in the 
various windows under the rays of bril- 
liant electric lighting effects. 

Brock & Co. showed one window of 
silver trophies awarded and to be 
awarded to the winners in the coming 
tennis tournament of the Pacific South- 
west, to be played here in Los Angeles 
under the auspices of the Los Angeles 
Tennis Club, Sept. 20 to 29, inclusive. 
Thousands lined the sidewalk in front of 
the store fascinated by the rich, carved 
vases, etc. In addition to about 20 cups 
and smaller trophies, the firm had on 
show the following: Bell Challenge Vase, 
for men’s singles; Braley Challenge 
Bowl, for ladies’ singles; Fowler Chal- 
lenge Pitcher, men’s doubles; Schweppe 
Challenge Pitcher, men’s doubles; Bauer 
Challenge Plates, two, mixed doubles; 
dessert dishes, two, ladies’ doubles; and 
Griffith Junior Challenge Cup, junior 
singles. Interspersed among the trophies 
were placed portraits of the leading 
tennis players of the world. In another 
window there were diamonds and star 
sapphires and other gems. 

Montgomery Bros. also had their 73 
feet of window space filled with the 
choicest specimens of merchandise, and 
on Thursday and Friday evenings spark- 
ling gems adorned one entire window. 
In the doorway was a large dining table 
set with a full sterling silver service set, 
which attracted many people. 


Campbell & Ginder had displayed the 
best of their stock, including silverware, 
stationery, platinum settings and gems 
of various kinds. 

George D. Davidson also showed bril- 
liant precious stones, mounted in the 
latest settings of platinum and white 
gold. 

Bullock’s department store exhibited 
in one window costume jewelry, but 
there was no attempt to overcrowd the 
window. The necklace and other orna- 
ments were for the most part coral and 
stones of reddish shades, some of the 
coral necklaces having crystals set alter- 
nately with the sea product. 

Donavan & Seamans showed imported 
wares in delicate vases, bowls and other 
ornamental wares in addition to a pro- 
fusion of precious stones. The artistic 
arrangement caused many exclamations 
of delight from the hundreds gazing into 
the depths of the richly dressed win- 
dows. 

Other jewelers and jewelry depart- 
ments of retail stores had large assort- 
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ments of the latest in costume, novelty, 
historical and ornamental lines. 








Not in Bankruptcy 


The report circulated recently to the 
effect that the Louis Fenberg Jewelry 
Co., Des Moines, Iowa, had filed a volun- 
tary petition in bankruptcy was an error 
and without foundation in fact. 

Mr. Fenberg is a young man just 
starting in business, and he says that the 
report has caused him much embarass- 
ment. THE JEWELERS’ CIRCULAR takes 
this opportunity to deny the report and 
to make it plain to the trade that the 








Louis Fenberg Jewelry Co. is not 
involved. 
Pearl Shells from Australia 
WASHINGTON, D. C., Sept. 16.—The 


pearling grounds off the northwestern 
coast of Australia yielded 13,863 tons of 
pearl shell from 1918 to June 30, 1928, 
according to statistics supplied by the 
State Statistician, Western Australia, 
transmitted to the Department of Com- 
merce by Trade Commissioner Charles 
F, Baldwin, at Sydney. The value of 
pearl shell raised during that period was 
£2,038,511. Pearls valued at £515,047 
were also obtained during the same time. 
During 1927-1928 the amount of shell 
raised totaled 923 tons; the shell was 
valued at £145,460, and the pearls at 
£16,321. During the preceding year 
1,113 tons were raised and the value of 
shell and pearls was £169,904 and £26,- 
695 respectively. 

Each year, during the pearling season, 
scores of luggers which have been await- 
ing the advent of good weather at 
Broome, center of the pearling trade of 
western Australia, take abroad their 
crews of divers, usually Japanese, Ma- 
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lays, or Koepanger, and commence the 
search for the precious shell which later, 
in the form of buttons, will adorn gar- 
ments in New York, London or Paris. 
The life of these divers is a hazardous 
one, and the future of their occupation 
is largely determined by the changes of 


style in the world’s fashion centers. 
When fashion decrees fewer pearl but- 
tons, the effect of the change can soon be 
felt in the lives of these native divers. 
Thus, in 1927-1928 only 151 vessels and 
1031 laborers, of whom 899 were Asi- 
atics, were engaged in the pearl shell 
industry of western Australia. In 1920, 
the peak of the past 10 years, 341 vessels 
and 2,504 laborers were employed, and 
the total production amounted to 1,664 
tons of shell, valued at £268,417 and 
pearls valued at £68,530. In 1927, the 
output of shell in the state dropped be- 
low 1,000 tons for the first time since 
1918. 








Department Store Sales Increase 


WASHINGTON, D. C., Sept. 12.—De- 
partment store sales for August were 5 
per cent larger than in the correspond- 
ing month a year ago, according to pre- 
liminary reports made to the Federal 
Reserve System by 446 stores. Increases 
in total sales were reported by 288 stores 
and decreases by 158 stores. 

The change in sales varied consider- 
ably for different parts of the country, 
ranging from an increase of 9 per cent 
in the Boston Federal Reserve District 
to a decrease of 8 per cent in the Minne- 
apolis district. 








A fire believed to have started from 
defective wiring recently caused $5,000 
damage to the stock and fixtures of the 
Dothan Jewelry Co., Dothan, Ala. 





Watchmakers Certified by 
FHorological Institute of America 


T a meeting of the Examining 


3oard held at Washington, D. C., on September 


10, 1929, the following watchmakers were granted certificates: 


CERTIFIED WATCHMAKERS 


Name Employed by Address 
Charles Dunlap .......... Student, Elgin School....... Elgin, Ill. 
Mower Tierbeck .....:....: Student, Elgin School....... Elgin, Ill. 
OE ee Student, Elgin School....... Marion, Ind. 
Martin W. Morris.......... Student, Elgin School....... Alliance, Neb. 
S. J. Rosenhein, jr.......... RRR Ee ee Los Angeles, Cal. 
Henry C. Schneider........ a Anaheim, Cal. 
John E. Watters........... Student, Elgin School....... Elgin, III. 

JUNIOR WATCHMAKERS 

Name Employed by Address 
George Kocken ........... Student, Elgin School....... Elgin, Ill. 
Warren ©. Bae. ......... a Worcester, Mass. 
Wie Lege ............ Student, Bradley Inst. ...... Regina, Saskatchewan 
Marion Lindauer ........... Student, Bradley Inst. ...... Savannah, Ga. 
pee | a ee eee Student, Bradley Inst. ...... Holland, Mich. 


Charles J. Rodgers... 
Robert Stult#. ............. D. M. Stultz 


ee. Fortney-Pease Co. 
Oe ee ores Culpeper, Va. 


“9 ECR: Pillings, Mont. 
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Genuine Stones Exclusively 
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Sneak Thief Caught 





Pinkerton Agency and Police Seek Com- 
plainants Against Man Alleged to 
Be Old Offender 


CAMDEN, N. J., Sept. 14.—After steal- 
ing a wrist watch from one jewelry store 
a sneak thief was captured in another 
local establishment, where he had pil- 
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the counter by an errand boy unknown 
to Mr. Gebert. 

According to the police Thaddious is 
also known as “Edwin Gee” and “Edwin 
Ghee,” “Edward King,” “Edward Ander- 
son” and “Edward Leonard.” He told 
the authorities he was an accountant by 
occupation and was out of work at the 
time of his arrest. When asked why he 
had committed the thefts he told the 
police that he was upset over the recent 





EDWIN GEE THADDIOUS, ALIAS “EDWIN GEE,” WHO HAS CONFESSED 
TO SEVERAL THEFTS 


fered two rings and a fountain pen. The 
prisoner gave his name as Edwin Gee 
Thaddious, living on Park Ave., Phila- 
delphia, but according to the police he 
is known under several aliases. 

In the alleged confession made by the 
captured man he admitted both thefts, 
and has already pleaded guilty to a 
charge of grand larceny. The man is 
now being held under $2,500 bail to 
await the action of the grand jury. 

Several days ago the man entered the 
jewelry store of T. L. Bear, 204 Market 
St., this city, and after looking over a 
number of wrist watches left the store 
without making a purchase. After he 
had gone Mr. Bear discovered a watch 
was missing. He immediately notified 
police headquarters, and then telephoned 
the nearest jewelry store which is owned 
by Robert J. Gebert, 320 Federal St., 
and informed the latter that a mai had 
just been in his place and had stolen a 
watch. After giving a description, Mr. 
Bear was told that the stranger was at 
that moment in the Gebert store. Mr. 
Bear lost no time in getting to the Fed- 
eral St. establishment where a few 
minutes later he met Detective John G. 
Opfer, who placed the man under arrest. 

While being taken to the station house 
in the patrol wagon the prisoner secreted 
two rings and a fountain pen in the 
wagon. It was later discovered that this 
merchandise had been taken from the 
Gebert store. Mr. Gebert informed the 
police that the man had been looking 
over some watch charms, and when the 
former discovered that one of the charms 
was missing he warned the supposed cus- 
tomer and the charm was returned. The 
rings and pen taken by the man were 
repair jobs which had been placed on 


loss of his wife and child and did not 
realize what he was doing. 

Records disclosed that the prisoner 
has served several terms in jail. In 1927 
he was arrested in Philadelphia where 
he committed a sneak theft at a jewelry 
store. According to the police he is an 
old offender against the jewelry trade, 
and in the belief that some other jewel- 
ers may recognize him as having visited 
their store, the Camden authorities and 
the Pinkerton National Detective Agency 
are anxious to receive any further com- 
plaints. 








Jewelry Recovered 





{nonymous Letter Leads Boston Police to 
Loot Taken from Salesman for 
New York Concern 

Boston, Mass., Sept. 14.—Through 
an anonymous letter, the police today 
recovered the jewelry valued at $15,000 
which was stolen from the room at the 
Parker House of Richard A. Hunken, 
salesman for J. R. Wood & Sons, New 
York. The theft took place some time 
between Sept. 4 and Thursday morning, 
Sept. 5. 

It is believed that the thief feared 
arrest. The jewels were found in a big 
cardboard box in a parcel locker at 
South Station Under, and except for 
three inexpensive clocks, every piece of 
the valuable loot was in the box. 

Comparison of the handwriting in the 
anonymous note with that of a suspect 
was made by the police and may lead 
to an arrest. The letter, scrawled in 


pencil, was sent to the police with a 
locker key inclosed informing Special 
Officer Dwyer that he would find the 
jewels in the locker. 
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Fake Jewelry Auctions 





Detroit Better Business Bureau Explains 
How Customers Are Defrauded by 
Unscrupulous Merchants 


DETROIT, MicuH., Sept. 14—The Better 
Business Bureau, in this city, has the 
following to say in a description of the 
so-called fake auction jeweler, published 
this week in a Detroit daily newspaper: 

“This is a tale of a fake jewelry auc- 
tion and its racketeer auctioneer: Talk: 
‘Well, here we are folks, a real 21- 
jewel watch. To prove I’m no piker, 
I’ll throw in this beautiful chain and 
this little diamond ring. What am I 


offered? What am I offered? What am 
I offered? 
““Going, going. Gone! Congratula- 


tions, Mr. Purchaser, you have bought 
a real bargain. Step into the back 
room and we will wrap your package, 
there.’ 

“The purpose of the backroom switch 
is to trade the customer out of his pur- 
chase by substituting another article. 
The second is worth less than the first— 
far less than it cost. 

““T bought a watch at your auction, 
says the customer, ‘and was traded out 
of it for another. I now want to re- 
turn it and get my money back!’ 

“The reason for the ‘switch,’ of course, 
was to evade the provision of the law 
compelling refund of money on articles 
purchased at jewelry auctions, if re- 
turned within five days. The second 
article, not having been actually pur- 
chased at auction, is, therefore, not 
returnable. 

“Fake jewelry auctions unfairly de- 
stroy confidence in Detroit as a safe 
place in which to trade, and in legitimate 
jewelers, generally. Before you invest 
investigate.” 


, 








Robbery Solved 


Bandit Taken in Raid Admits Theft of 
Diamonds from New York Firm’s 
Representative in 1927 


BuFFALO, N. Y., Sept. 14.—Theft of 
$20,000 in unset diamonds from Max 
Levin, Buffalo representative of the A. 
Servint Co., 49 Maiden Lane, New York, 
in April, 1927, was solved last week 
with the arrest of the so-called “Blue 
Ribbon” gangsters in a raid by local 
police. Solution of the crime was 
brought about as Alexander Bogdanoff, 
leader of the gang, and his confederates, 
were being taken from police headquar- 
ters to the district attorney’s office. 

Mr. Levin chanced to walk into police 
headquarters. He looked at Bogdanoff 
and spluttered: 

“That’s the man. That’s him.” 

Then Levin explained that in April, 
1927, he was held up by a bandit as he 
was leaving his home, 319 E. Eagle St. 
In a wallet in his pocket he had unset 
diamonds valued at $20,000. The gun- 
man, he said, forced him to give up 
the gems and escaped in an automobile 
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the times 


OVIES, radio, and other 

modern inventions re- 
sponsible for this high-speed 
civilization, make jewelry and 
accessories just as important on 
any Main Street in NEW 
MEXICO as on Fifth Avenue 
in New York City. 


It is only by maintaining close 
contact thru THE JEWELERS’ 
CIRCULAR that Jewelers away 
from fashion centers are able to 
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going on in the industry at 
large, and by so doing, help 
themselves to get more jewelry 
sold right, and at a profit. 
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which had been parked, with engine run- 
ning, at the curb. 

Confronted by Levin, Bogdanoff calm- 
ly admitted he was the man. When 
asked what he did with the diamonds, 
Bogdanoff merely shrugged his shoul- 
ders. 








Get Alleged Receivers 





New York Jewelers Arrested After 
Police Find Bracelet Said to Have 
Been Stolen 


Two 


The arrest of two jewelers and the 
opening of the safe of one of the pair 
in the Jewelers Exchange, 76 Bowery, 
New York, has led, according to the 
police, to the recovery of a diamond 
bracelet worth $50,000 stolen recently 
from the home of Mr. and Mrs. Richard 
P. Weber of Queens, L. I. Those 
arrested are Louis Steinberg and David 
Saffir, and when arraigned before Magis- 
trate Dwyer last Friday the case was 
continued for a week. Bail of $5,000 
was placed against Steinberg while 
Saffir’s bond was fixed at $7,500. 

Since the arrest of the pair, detectives 
have seized the contents of Steinberg’s 
safe and removed it to Police Head- 
quarters, where it was examined a few 
days ago. The jewelry was returned to 
the jeweler on an order from the court. 
Before it was returned, however, the 
police claim six of the pieces were identi- 
fied by victims of recent robberies. 

On Wednesday, Sept. 11, Detectives 
Shouse and Hastings of the Safe and 
Loft Squad appeared at the Jewelers 
Exchange where they accosted Stein- 
berg and asked that they be allowed to 
look at the jewelry in his safe. This 
the jeweler refused to do, but finally 
submitted-when the detectives threatened 
to have it opened by force. One of the 
first pieces spied by the detectives was 
a diamond bracelet, which they claimed 
was stolen from the Weber home on 
Long Island, Aug. 18. With the finding 
of this piece the detectives placed 
Steinberg under arrest and seized the 
contents of his strong box. On the claim 
said to have been made by Steinberg 
that he had received the bracelet from 
David Saffir, who also has a place in 
the Jewelers Exchange, the latter was 
placed under arrest. Both are now 
being held on charges of receiving 
stolen goods. Saffir, it is alleged, main- 
tains that he bought the bracelet from a 
man whose name he could not recall. 

The value of the jewelry taken from 
Steinberg’s safe, according to estimates 
made by the police is placed at approxi- 
mately $200,000. Of this amount about 
$100,000 represents loose diamonds while 
the remainder is made up of diamond 
studded watches and cigarette cases and 
many articles of jewelry. 

Richard C. Murphy, counsel for the 
Jewelers Security Alliance, and Herbert 
S. Mosher of the Pinkerton National 
Detective Agency, viewed the jewelry at 
Police Headquarters and also summoned 
several jewelers to examine the mer- 
chandise. 
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(;overnment Investigating Watch 
Smuggling Activities 


Conference Between Importers and United States Attorney 
Tuttle Ends in Announcement to Start Grand Jury Probe 


Following a conference with watch 
importers and dealers on Monday, 
Charles H. Tuttle, United States At- 
torney for the Southern District of New 
York, announced that a grand jury 
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man concerns for over a week and is 
prepared to go before the grand jury 
with the case. 

Those at the conference in addition to 
Mr. Tuttle were Henri Schwob, of 
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investigation of the wholesale smuggling 
of watch cases and watch movements 
into. this country will be held, with 
Assistant Attorney Alvin McK. Sylvester 
conducting the inquiry. The investiga- 
tion will commence next week, and it is 
expected that it will present a complete 
exposure of the methods by which it is 
believed watches worth more than a 
million dollars have been illegally 
brought here from abroad. 

The grand jury will delve deeply into 
the affairs of Paul Rabkin and Solomon 
Rubman, operators of the Federal Mail 
Order Corp. and the Superfine Watch 
Co., who are now out on $5,000 bail on 
charges of smuggling. The merchan- 
dise seized which was consigned to the 
accused men has been valued at $250,- 
000, and as it is known that the alleged 
smugglers have been operating for a 
number of years the loss to the govern- 
ment in revenue and to _ legitimate 
dealers in cut-rating and unethical com- 
petition amounts to over a million dol- 
lars. Mr. Sylvester has been going 
through the books of the Rabkin-Rub- 





Adolphe Schwob, Inc.; Frank Jeanne, 
vice-president of the American Jewelers 
Protective Association; W. H. Fowlie, 
of the Elgin National Watch Co.; Henri 
M. Didisheim, of Hipp-Didisheim Co., 
Inc.; Lawrence L. Goldsmith, of Gold- 
smith, Stern & Co.; N. Sarnoff, R. L. 
Wessell, of the Concord Watch Co.; J. 
Gottlieb, J. H. Zwygart, of R. Gsell Co.; 
Louis Adels, of L. Adels Co.; William O. 
Harrison, of the Gruen Watch Co., and 
Maxwell S. Mattuck, former United 
States Attorney. 

As a result of their diligence in secur- 
ing the arrests of Rabkin and Rubman, 
the five customs agents who uncovered 
the alleged smuggling plot received the 
personal congratulations of Collector of 
the Port Philip Etling. Mr. Etling said 
the men had been working two and a 
half years on an investigation of the 
so-called ring, and it was not until last 
week that they were able to obtain the 
evidence which led to the confiscation of 
the 10 cases marked “earthenware,” but 
eight of which contained valuable watch 
cases and movements. 
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Murder Suspect Caught 





Man Accused of Killing Pittsburgh Jeweler 
and Pawnbroker Being Held by the 
New York Police 


PITTSBURGH, PA., Sept. 16.—Detectives 
are in New York to bring back to this 
city, Jack Rubin, arrested there as a 
suspect in connection with the murder 
of Abraham Sussman, jeweler and pawn- 
broker in his store, 1217 Wylie Ave., 
Oct. 17, 1928. The local authorities ef- 
fected Rubin’s arrest on a _ fugitive 
charge. 

At the time of the murder, Sussman 
was found slain in his store, with his 
hands bound behind his back. It was 
stated at the time that the place had 
been looted of jewelry valued at $10,000. 
The killing occurred early in the morn- 
ing or shortly after the place had been 
opened for business. The safe had been 
rifled of the missing jewelry. 





Jack Rubin appeared in the New York 
city Police Headquarters line-up as a 
fugitive from justice on Sept. 13. He 
later was held without bail by Magis- 
trate Farrell in Essex Market Court for 
a hearing scheduled for Sept. 19. Rubin, 
who is 31 years old, and living in New 
York, is suspected of being implicated 
in the murder last year of Abraham 
Sussman, a Pittsburgh jeweler and 
pawnbroker. When arrested however 
he denied all knowledge of the crime. 

An investigation is now being made 
to trace the jewelry taken from the 
Sussman store at the time of his kill- 
ing. A watch, possibly of the Sussman 
stock, was offered for pawn by a negro 
in Philadelphia, who on being questioned 
stated he had purchased it from a dealer 
in Asbury Park, N. J. The latter 
claimed he had bought the merchandise 
from Rubin, who in turn said he had 
secured the tickets on which the goods 
were pledged from an unidentified man. 








Young Man Arrested by Los Angeles 
Detectives on a Charge of Rob- 
bing His Employer 


Los ANGELES, CAL., Sept. 12.—In the 
arrest of a young man the police be- 
lieve they have solved the jewelry rob- 
bery which occurred last Washington’s 
birthday, when $40,000 worth of gems, 
rings and other jewelry were stolen from 
W. B. Joyce. The prisoner had been an 
employe of Mr. Joyce. The police have 
been working on the case since the bur- 
glary but had kept the news secret. 

Lieutenants Stoll and Sauter have 
conducted the investigation and said 
yesterday that a veritable trail of pawn- 
shop tickets leading from this city to 
Santa Paula, then to San Francisco and 
back again here, had been uncovered. 

Several days ago the hunted man 
appeared in Santa Paula, about 30 miles 
from Los Angeles, and it is said, gave 
some of the stolen jewelry to a woman, 
the wife of a policeman of 


who is 
The jewelry was checked and 


that city. 
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no record of purchase could be found. 
Local police were notified and Lieu- 
tenants Stoll and Sauter, after inves- 
tigating some pawnshop transactions in 
Santa Paula, learned of extensive 
pledging of jewelry at Santa Paula, San 
Francisco and here. Local pawnshops 
revealed the address where the man was 
arrested. Much of the jewelry has been 
recovered. 








Head of Chicago Firm Forms “Hole 
in One” Club for the Jewelry Trade 


To those jeweler-golfers who have 
made a hole in one, it may be of interest 
to learn that they are eligible to enroll 
in the Dee “Hole in One” Club. Mem- 
bership in this exclusive organization is 
limited to those affiliated with the 
jewelry or kindred trades. 

To qualify for membership in the 
club the jeweler-golfer must make a 
hole in one while playing a _ regular 
round of golf on regular tees and greens. 
This information must be presented to- 
gether with a score card and attested by 
those playing with the person making 
the shot. This information must be sent 
to Harry E. Radix, president of Thomas 
J. Dee & Co., 55 E. Washington St., 
Chicago. 

When the necessary data has been sent 
to Mr. Radix, sponsor of this club, the 
name of the person making the hole in 
one will be engraved on the Dee “Hole 
in One” plaque and honor roll. The 
member will also have the choice of 
selecting a white gold charm or lapel 
button and will receive a certificate of 
membership suitable for framing. Both 
the charm and buttons are made in white 
gold to resemble a golf ball in miniature 
size, on which is enameled in green the 
numeral “1.” 








Consular Notes 





The Bureau of Foreign and Domestic 
Commerce, Washington, D. C., reports 
that a Thun, Switzerland, firm is seek- 
ing the agency for time-recording clocks. 
Inquiries mentioning File No. 40771 will 
bring additional details. 


* * * 


From South America requests for two 
agencies have been received by the Bu- 
reau of Foreign and Domestic Com- 
merce. A Rio de Janeiro, Brazil, com- 
pany is in the market for cheap jewelry 
including collar and cuff buttons and belt 
buckles, according to File No. 40779, 
while a Lima, Peru, establishment is in- 
terested in cheap jewelry such as cuff 
links and shirt studs, File No. 40703 
records. Further information can be 
obtained by referring to these file num- 
bers in writing to the Bureau at Wash- 
ington, D. C. 

* * * 

Latham & Atkinson, Inc., for 30 years 
located at 81 Whitehall St., Atlanta, Ga., 
have moved to a new store at 185 Peach- 
tree St., where the concern held its 
formal opening early this month. 
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A Novel Business Scheme Succeeds 


WASHINGTON, D. C., Sept. 9—A New 
England merchant is reported here to 
have secured a 69.4 per cent return from 
a direct mailing scheme aimed at in- 
creasing his rural patronage. A heavy 
canvas work glove was enclosed with an 
advertising letter which invited the 
prospective customer to come in and 
claim the mate of the glove. A reprint 
of the merchant’s advertisement in the 
local paper accompanied the mailing. 
It is reported that 580 mailings at a cost 
of slightly less than $150, brought 401 
customers and prospects into the store 
to claim their gloves. 








The Platinum Market 


The prices of platinum. which have 
remained unchanged for the past month, 
suffered a general downward trend this 
week, the quotations being from $3 to 
$10 lower per ounce. Soft platinum was 
quoted at $65 instead of $68, platinum 
containing five per cent iridium dropped 
from $77 to $74 per ounce, while plati- 
num containing 10 per cent iridium was 
selling for $83 whereas the former price 
was $86. Iridium was being exchanged 
for $225, a price $10 lower than the 
previous quotation. Palladium remained 
at $42 per ounce. 

The official prices are as follows: 


Per Ounce 
SOLt PIACNUME ooo ewes i wh asian’ $65 
Platinum containing 5 per cent iridium. 74 
Platinum containing 10 per cent iridium 83 
Ee er es Lae ; «2. 225 
POMMGAGU 6 Siecaik ce Kkswawoes 42 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week ended Sept. 7, 1929 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 


coin ...... Psisheldicieie sa wae ae,61% $847,643.56 
Gold bars paid depositors..... 45,909.95 
Ns aE hare Rv Sinks els $893,553.51 


Of this gold bars exchanged for gold 
coins are reported as follows: 
Date Exrchange 
$380,099.76 
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Frank H. McAleer, Sr., died Friday 
last at his home, 30 Manchester Place, 
Newark, N. J. Funeral services and 
solemn high mass of requiem were held 
Sunday at the Church of Our Lady of 


Good Counsel, in Newark. Interment 
took place Monday in old Cathedral 
Cemetery, Philadelphia, Pa. Mr. 


McAleer was an expert engraver and 
for the past 17 years was employed at 
Tiffany & Co.’s main plant in Newark. 
Previous to that he served as engraver 
for the Philadelphia firms of Dreka & 
Co. and Bailey, Banks & Biddle having 
come to Newark in 1912. He was born 
in Washington, D. C., 68 years ago. 
His widow and one son survive. 
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Twenty-fourth Annual Gathering Being Held at Hollenden Hotel, Sept. 17, 18, 19 and 20— 
Committees Appointed to Take Up Subject of 


HOLLENDEN HOTEL, CLEVELAND, OHIO, 
Sept. 18.—The first day of the conven- 
tion of the American National Retail 
Jewelers’ Association now in_ session 
here at this hotel saw again the so-called 
Doyle plan the main topic of debate and 
dissension. After a discussion that 
lasted all Tuesday evening into the 
small hours of this morning the topic is 
still unsettled and will not be until the 
proposition to merge the American Na- 
tional Retail Jewelers’ Association with 
the Jewelry Trade Association comes up 
for final determination. Just before two 
o’clock this morning President Frasier 
was empowered to appoint a committee 
of five to discuss the subject with a 
similar committee appointed by Mr. 
Doyle on behalf of the Jewelry Trade 
Association. What they will discuss and 
what result will follow only time will 
show. 

This action came after one of the 
most strenuous discussions ever held by 
the association that followed an atmos- 
phere of tenseness that has hung over 
the convention since it started. The 
Doyle plan adherents had tried to force 
the discussion of the subject at the 
afternoon session but without success as 
it was apparent that all the delegates 
from all the big eastern States associ- 
ations as well as from Wisconsin and 
some others had given their support to 
the administration program and were 
loyally supporting the national body in 
every way. However, in the session last 


evening delegates from some of the 
smaller associations wanted amalgama- 
tion with the Jewelry Trade Association 
and started a demand for a hearing. 
President Frasier and his associates cur- 
tailed the program, invited Mr. Doyle 
up to the platform and in the interests 
of harmony gave him until this morning 
to explain his project and offer his 
proposition. 

Then followed a debate that lasted 
for hours in which old straw was re- 
thrashed but nothing new brought out. 
Felix M. Levy, acting as attorney for 
the association, who followed Doyle, read 
an opinion in which he declared the 
Doyle plan to be illegal and advised 
against its indorsement and Doyle was 
asked to put his association behind the 
A. N. R. J. A. as it was apparent that 
the old association would be supported 
and upheld and continue to function. 

Finally a motion was carried to ap- 
point a committee to take up the sub- 
ject of amalgamation and report back 
when they had finished their work. 
Tinley L. Combs was appointed by Presi- 
dent Frasier as chairman with power 
to name his associates. The committee 
will meet today. 


Monday 


Though the sessions did not officially 
start until Tuesday, Monday morning 
saw the hotel alive with convention mat- 
ters with jewelers from every section of 
the country in attendance. 


Qne of the first meetings to be held 
was that of the watch inspectors of the 
Baltimore & Ohio system in the ballroom 
which started at 10 a. m. and lasted all 
day. About 60 were in attendance. It 
was presided over by W. J. Donnelly, 
general advisor of the time system of 
the Baltimore & Ohio line. 

The most interesting meeting was the 
general and official conference of Presi- 
dents, secretaries and other officers 
which was held in the lounge room on 
the second floor in the morning and 
afternoon Secretary Evans called this 
to order about 11 a. m. and read a, report 
in which he said. 


ADDRESS OF C. T. EVANS, AT THE OFFICERS’ 
CONFERENCE 


The purpose of this conference is to 
provide an opportunity for an _ inter- 
change of views on methods of conduct- 
ing our various associations to the end 
that standards may be established as to 
the best way of handling various phases 
of association work. It is the intention 
to compile the various addresses and 
suggestions made here for the use of the 
state presidents and secretaries, as well 
as the national executive committee. 

We are desirous of establishing closer 
working arrangements between the state 
associations and the parent organization. 
We want to establish an exchange of in- 
formation and notices so that a method 
employed effectively by one association 
may be immediately available to the 
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J. A. Meeting at Cleveland 








Delegates Represent All Sections of Country—Welcome by Ohio Officers and City Officials— 
Amalgamation with Jewelry Trade Association 


other state organizations with the hope 
that it will prove equally satisfactory. 

We hope to be able to provide an 
understanding as to convention dates, 
in order to avoid conflict and render 
official visitation from the A. N. R. J. A. 
at the least possible expense. 

It is our intention to make the con- 
ferences annual affairs, and to provide 
for more contacts by mail during the 
year with the state presidents and secre- 
taries. 

A study of our membership list will 
indicate that with the exception of a 
handful of men scattered about this 
country, the A. N. R. J. A. numbers in 
its membership practically every worth- 
while jeweler in the country,—. ost as- 
suredly the leaders in every city in the 
United States. You need never feel a 
sense of apology because you are a 
member of the A. N. R. J. A. or because 
you are soliciting a man to join the 
A. N.R. J. A. 

If I were to offer my opinion as to 
the greatest error made in connection 
with our association, it was the original 
placing of the dues at $1, which in 1916 
became $2 and in 1921 $5. Relatively 
our dues are no higher now than they 
were in 1916, and should be doubled as 
a minimum. 

Hence, the suggestion of sustaining 
membership. I have studied our mem- 
bership lists and believe that in this 
country, principally in our own member- 
ship, we should be able to secure 250 


men who will pay $100 per year or $25,- 
000; 250 men who will pay $50 per year 
or $12,500; 500 men who will pay $25 
per year or $12,5000, or a total of $50,- 
000. This amount, (not impossible to 
raise) combined with our regular mem- 
bership dues, would produce sufficient 
for all forms of association activity, 
including the gathering and distribution 
of facts. 

We can obtain much needed coopera- 
tion from the Governmental agencies, as 
President Frasier will tell you in his 
annual convention address; your secre- 
tary’s office can be enlarged and equipped 
for assembling desired information; field 
work to take this information direct can 
be provided for. In fact, it does not re- 
quire any special powers of vision to see 
a bright future for the A. N. R. J. A. 

The Bulletin, issued by the A. N. R. 
J. A. will be strengthened this year, 
with your help, and made a more im- 
portant publication in the furtherance 
of association work. 

With your help, it is our intention to 
standardize programs to an extent, and 
where it is not possible to send a speaker, 
or obtain the presence of a speaker at 
some distant convention we will have his 
address put into mimeographed form 
for reading and discussion. I am think- 
ing now of states, situated so far distant 
that unless they can secure locally or 
near at hand just what they need in the 
way of speakers are thrown altogether 
on their own resources. 


It will be possible to carry this matter 
through to a considerable extent and, as 
we have competent men in every state, 
it will be very easy to bring about a 
discussion of some interesting topic, 
taking as a basis the written words of 
some man of prominence in the business 
or economic world. 

Membership in an association such as 
the A. N. R. J. A. is a sort of business 
insurance. For the small amount of 
dues, one has an association on the job 
watching out for his interests while he 
attends to his usual work. He has an 
association which has contacts with 
Washington and its various legislative 
and administrative departments. He has 
a representative to confer with other 
branches of the trade and represent his 
views in sundry ways. Legislation such 
as the Capper-Kelly Bill and the Plati- 
num Stamping Act; his interests in the 
Tariff Schedules are all safeguarded 
insofar as humanly possible. In fact 
if the association did absolutely nothing 
but act in a defensive manner it would 
still justify its continuance indefinitely 
and his support as liberally as possible. 

In closing let me give you one word 
for a text for the coming year, “‘Coopera- 
tion,” the greatest word in the English 
language. 

Mr. Evans was followed on the morn- 
ing program by Ralph Stoddard, presi- 
dent American Trade Association Ex- 
ecutives, who talked about organization 
work and means of making it effective 








80 


in any industry. He emphasized the 
necessity of leadership everywhere and 
cooperation of every unit. 

Ben Steelman, secretary of the Mich- 
igan Retail Jewelers Association, gave 
a report of this organization and told 
of what an important part the social 
features play at the conventions of this 





PRESIDENT 
WELCOMED 


CHAMBERLAIN, 
WHO 
DELEGATES 


EARL W. 
OHIO ASSOCIATION, 


association. He explained that their 
programs are so arranged that the social 
features furnish relaxation between the 
business sessions and the fact that they 
are so arranged attracts a much larger 
attendance than could otherwise be 
secured. Arnold Schiffman, president of 
the North Carolina Association, also 
spoke at this time. 

Another important speaker was L. M. 
Campbell, Canadaigua, N. Y., who has 
charge of the great membership drives 
of the New York State Retail Jewelers 
Association, who explained in detail how 
the work was done, with a map that 
showed how the State had been divided 
into zones and districts, how the cap- 
tains of each district had been assigned 
names of prospects and how the various 
jewelers were visited and brought into 
the fold. This resulted in over 103 new 
members being added to the rolls in 
addition to the renewal of many old 
members. 

He told many incidents of the cam- 
paign that were both instructive and 
humorous and answered many questions. 

An incident of the afternoon session 
which was even more largely attended 
was the presence of Rowland Stebbins, 
first treasurer of the national body, now 
a resident of Cleveland, who was heartily 
greeted by the old guard. 

MONDAY AFTERNOON 

The opening talk in the afternoon was 
by Louis Smith, secretary of the Massa- 
chusetts Retail Jewelers’ Association. 
He told of their membership drive and 
also about their successful efforts in 
securing legislation concerning auc- 
tions and disposition of repair articles. 
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While neither the auction nor lien 
statute is all they desire he feels they 
will be made better in the future. 

A. W. Anderson, of Wisconsin, cited 
briefly the history of jewelry organiza- 
tion in that State and told how the in- 
terest had been maintained throughout 
so that they have had an average of 
about 225 members each year. He said 
a large proportion of the membership 
today is represented by stores that have 
been on the roster for from 10 to 20 
years. The annual fall tour of officers, 
on which .they visit from 100 to 150 
stores, will be made in the near future. 

The subject of division of work was 
assigned to W. J. Hinley and he made 





BEATTIE, CHAIRMAN OF CONVEN- 
TION COMMITTEE 


H. N. 


a very excellent talk on association work, 
how it is too often handled and how it 
should be handled. He advocated a def- 
inite program of work and service as 
a means of getting members and main- 
taining their interest. He urged the 
national organization to prepare such a 
program and pass it on to the State 
officers and that they in turn pass on to 
the individual members. If effective 
programs of service are so arranged 
jewelers will be as prompt in paying 
dues as they are in paying rent. 

C. A. Radford, representing the Balti- 
more & Ohio Railroad, talked a few 
minutes about the relationship of rail- 
roads and business men, pointing out 
how the success of one is dependent on 
the success of the other. 


ADDRESS OF PRESIDENT FRASIER BEFORE 
THE CONFERENCE OF STATE OFFICERS 


President Frasier then as secretary 
of the North Carolina association spoke 
on the work of his State organization 
and also discussed the subject of 
“Cooperation and How to Get It.” 
He said that cooperation is the ground- 
work, the beginning, the first stepping- 
stone to all success, and it is applicable 
to every endeavor whether it be in the 
commercial or professional field. Wheth- 
er it be for a just and honorable voca- 
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tion or for prosperity in the underworld. 
Without the practice of cooperation 
among those engaged in any enterprise 
it can’t long endure. 

“We must have the confidence, friend- 
ship and cooperation of our individual 
employes or our own business soon goes 
on the rocks. We, ourselves, must have 





SAMUEL R. ZWEE, MEMBER OF CONVEN- 
TION COMMITTEE 


that cooperative instinct before we can 
ask it of others. Even the sick patient 
must cooperate with his doctor if he is 
to have the proper recovery. 

“And now in this great industry, 
which has come all down the ages with 
improvements here and there, and an 
industry which requires the highest type 
of the finer things in life, cooperation 
becomes all the more necessary for us,” 
said President Frasier. 

In dwelling on how to get cooperation 
President Frasier said that it depended 
upon the individual officers of the associ- 
ation. It would be a very hard matter 
to say just where we would be today 
were it not for organization. It follows 
that if the officers set the proper ex- 
ample and continue hammering into the 
minds of the jewelers the importance of 
cooperation, it can make of the industry 
itself and the individual alike just what 
we would have it be, he said. Local or- 
ganization and common understanding 
among our fellow craftsmen, in his opin- 
ion, will accomplish this cooperation. 

Several others present then made 
brief remarks, the general tone of which 
was expressed by E. T. Palm, of Texas, 
who spoke of the helpful information 
brought out during the conference and 
expressed the hope that the various 
plans described by officers from the sev- 
eral States be printed and made avail- 
able to the officers of every State. 


Tuesday 
The Tuesday morning session sched- 
uled to commence at 10 a. m. was late 
in getting started and during the wait 
President Frasier made a few pertinent 
remarks on punctuality in general. 
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The first verse of “America,” sung by 
all standing and led by Joe Mazer 
opened the proceedings followed by the 
invocation by the Rev. Christopher Jef- 
fries McCoombe pastor, Church of Our 
Saviour. President Frasier then intro- 
duced City Manager William R. Hopkins 
who welcomed the convention on behalf 
of the city. He said it was always a 
pleasure for him to meet a gathering of 
men who came primarily for business, 
and that he would like to speak about 
the part jewels had played in the part 
of adornment since earliest times, but 
time did not permit. He compli- 
mented the industry on the progress it 
was making and stressed the point that 
a business that did not hold conventions 
of this kind was a dying business. 

Mr. Hopkins was followed by Munson 
Havens, secretary of the Cleveland 
Chamber of Commerce, who welcomed 
the convention on behalf of the Cham- 
ber. He pointed out that it was one of 
the oldest in the country; also that 
Cleveland manufactured everything from 
ships to stickpins and in closing urged 
delegates to visit the many beauty spots 
as well as the various industries which 
had earned for Cleveland the title of 
the city of diversified industries. 

The next speaker was Frank X. Rus- 
sert, president of the Cleveland Twenty- 
four Karat Club. He said: 


FRANK xX. RUSSERT WELCOMES 


JEWELERS 


THE 


“It is my pleasant duty in behalf of 
the 24 Karat Club of Cleveland to ex- 
tend to you for this, the 24th national 
convention, the glad hand of welcome. 
Many of you have come from a great 
distance. You and those who are near 
Cleveland have probably been looking 
forward with great pleasure to your 
visit to this convention, and I sincerely 
hope that your expectations will be 
fulfilled. 

“We who are located here in Cleve- 
land have also been looking forward to 
your coming. We have heard a great 
deal of Mr. Frasier and the rest of the 
national officers and some of us have 
already had the pleasure of meeting 
them, and I want to impress upon each 
member here to be sure and meet them 
during the convention. 

“T hope this convention will be a 
stepping stone to larger and better 
things for the association. That co- 
operation and organization are good 
things I am thoroughly convinced. 

“Eleven years ago I had the pleasure 
of welcoming the A. N. R. J. A. conven- 
tion to our city. At that time we were 
a small group of jewelers. A few years 
later we reorganized and became the 
24 Karat Club of Cleveland. Our club 
is composed of the largest jewelry firms 
and most of the jewelers in our city, 
making a strong jewelers organization 
for Cleveland. 

“In conclusion I want to sav we are 
all happy that you are here. Cleveland 


is pleased to entertain you, and we hope 
that when you return to your home 
cities you will feel that you have been 
well repaid for the time and expense 
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that you have gone to in coming to this 
24th American National Retail Jewelers’ 
convention.” 

Earl W. Chamberlin, president of the 
Ohio ‘Retail Jewelers’ Association then 
welcomed the delegates on behalf of the 





FRANK X. RUSSERT, PRESIDENT CLEVE- 
LAND TWENTY-FOUR KARAT CLUB 


State association in which he dwelt on 
the high standing and ethics of the mem- 
bers of the national body and the honor 
that Ohio had conferred upon her by 
the holding of the convention within the 
State. 





TINLEY L. COMBS, WHO RESPONDED TO 
ADDRESS OF WELCOME 


President Frasier then introduced 
Tinley L. Combs, Regional Vice-Presi- 
dent of the A. N. R. J. A. who responded 
on behalf of the association to the ad- 
dresses of welcome. 


RESPONSE OF REGIONAL VICE-PRESIDENT 


T. L. COMBS 


Such welcomes as these are not only 
formal but traditional—not only cordial, 
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but fraternal. They have the effect of 
making those to whom they are extended 
feel at home, and no feeling is as de- 
sirable and comforting to the traveler 
or visitor as the “home feeling.” 

When we’re really at home we work 
and play, so we’ll do that here. When 
we’re really at home we sing and pray, 
so we'll do that here—that is we will 
work to improve our profession and 
prosperity and play to relax our minds 
and bodies. We will sing the praises of 
our craft and your hospitality and we 
will pray for guidance and strength to 
do aright those things of constructive 
progress that our pride and wisdom 
dictates. 

We are a homogeneous clan of honor- 
able heritage—given to artistry in 
merchandising and honesty in dealing 
with our fellow man. These character- 
istics are a heritage that has come down 
to us through the ages and one that is 
not only honorable, but is so accredited 
to us throughout the world and the 


Guild spirit of old is, by right of 
inheritance, the association spirit of 
today. The Guild “urge” of the olden 


day is also by the same right of inheri- 
tance, the propelling democracy of the © 
true association today and that spirit of 
the honored past is the pole star of the 
open present, guiding and inspiring the 
hopes and ambitions of our great as- 
sociation. 

The thing that welded the thoughts 
and visions of the forward looking men 
of the jewelry industry into a national 
association 23 years ago is the same 
thing that is holding those same men, 
and their many recruits, together today, 
and is the same thing that makes us 
pledge each other to keep in close step 
with the exacting conditions of today 
and meet and master the perplexities 
and business problems of the ever un- 
certain future. 

That thing of which I speak is the 
recognition of trade or craft needs and 
betterments, reinforced by a determina- 
tion to bring about such improvements 
as can be done in a vigorous, orderly 
fashion. 

That has been the purpose of each of 
our national gatherings and it is our 
intention to carry forward and upward 
this same conquest at this convention 
which you have so heartily welcomed to 
your city. 

Here we shall strive to perfect the 
system of democratised: association work 
rather than to change the theory of it. 
The minds of the many, as represented 
here, find a common ground of helpful- 
ness and react to unselfish leadership in 
a definitely beneficial way. Neither 
haughtiness, threat, arrogance or co- 
ercian are befitting to our leadership or 
negotiations with individuals, or trade 
conferences. Righteous dignity is more 
in keeping. 

We believe with Lincoln that “it is 
doubtful if any man is quite good enough 
to have much power over his fellow 
human beings.” We also appreciate the 
compliment Struthers Burt pays associa- 
tion work when he says “Only a genius 
of humility can be trusted with absolute 
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power.” The leadership our association 
will benefit most by is big, broad, open- 
minded insistence upon the corrections of 
trade abuses and the setting of- the pace 
for higher standards in business and 
closer unity of the craft in general. 


Our present leader, as you all can see, 
enough, 


is “big” “broad” enough and 





RALPH P. STODDARD, HEAD OF AMERI- 
CAN TRADE ASSOCIATION EXECUTIVES, 
WHO WAS A CONVENTION SPEAKER 


open-minded enough to fill the “bill” 
exactly, and I want to here echo the 
gratitude of the entire membership for 
the splendid administration of the as- 
sociation affairs by our president and 
secretary as well as five-sixths of our 
regional! vice-presidents. 

The splendid advantage we enjoy in 
this association is that of having the 
government of it vested in the craft 
itself, which is a vital impetus to etfect- 
ive negotiation, even in the strictest 
business sense and yet it keeps us subject 
to commercial comradship rather than 
corporate control. 

Being conventionally assembled here 
we hope to convert our tangents into 
rainbows and our rainbows into reali- 
ties that will make us better and bigger 
jewelers, bound together in unity of 
action for the good of all. 

Gentlemen: We are happy to be in 
Cleveland today. While here we will 
obey your laws, abide by your edicts, 
appreciate and thank you for all your 
courtesies and all the time while your 
guests we will enjoy your privileges, 
respect your restrictions and deport our- 
selves so as to do honor to you, honor 
to the craft and honor to Almighty God. 

He was accorded prolonged applause 
at the conclusion of his speech. 

Felix Levy was then introduced by 
President Frasier whom he said was an 
eminent attorney, at one time associated 
with the Department of Justice as act- 
ing special counsel and that he was pres- 
ent to assist in the deliberations and 
give expert opinion concerning what 
members and the association might and 
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might not do. He invited any member 
to consult with him who so desired. 

The annual address of President Fra- 
sier was then given. It appears in brief 
on pages 59 and 61 of this issue of THE 
JEWELERS’ CIRCULAR. 

Immediately upon the conclusion of 
the president’s speech W. J. Hindley of 
Seattle, Wash., delegate from that State 
made a motion in reference to the presi- 
dent’s speech. Mr. Hindley said that he 
was anxious to carry back details of 
the program and what had been accom- 
plished at the convention. He also con- 
gratulated the association on the galaxy 
of prominent speakers on the program, 





FROM 


W. J. HINDLEY, DELEGATE 


WASHINGTON STATE 


but he noted that the program was so 
crowded with addresses that there was 
no time left until Friday for the busi- 
ness of the convention. He stressed the 
point that it was a physical impossibil- 
ity to transact all the business on this 
last day, and said that the attendance 
would have dwindled down considerably 
owing to many having to leave by that 
time. Also that there was no mention in 
President Frasier’s address of anything 
relative to the convention last year at 
Dallas, and that he felt that there 
should be an open discussion of it at 
the business session. The reports of the 
regional vice-presidents, he went on to 
say, would no doubt be of great interest 
but he felt that the program should be 
rearranged so as to allow time for the 
discussion of the president’s speech by 
the delegates at an evening session. He 
therefore submitted a motion, which was 
seconded by Ernest Lamy, Indiana, to 
omit the president’s and _ secretary’s 
remarks at the night session and take 
up the subject of the president’s address. 
It was generally understood that this 
was intended to bring before the con- 
vention some action on the proposed 
Jewelry Trade Association and the so- 
called Doyle plan. 

President Frasier replied briefly and 
to the effect that the program was the 


resuit of much thought and work and 
that those who came to the convention 
did so for the purpose of hearing the 
speeches as well as discussing business, 
and that at most conventions the busi- 
ness session usually comes after. the 
speeches. 

A number of delegates then voiced 





JAMES W. MILLARD, SPECIALIST ON 
WHOLESALE DISTRIBUTION, ANOTHER 
CONVENTION SPEAKER 


their views on the subject. Those in 
favor of the motion spoke vigorously 
on its behalf, while those opposed, most- 
ly the officers of the big eastern associa- 
tions, were equally insistent that the 
program be carried out as scheduled. 

Secretary Evans pointed out that the 
list of delegates just then was not com- 
plete and that a number of States had 
not paid their dues and that some dele- 
gates had not as yet presented their 
credentials; and for that redson there 
was no authorized list of delegates 
ready. He said further that he felt that 
those delegates who felt they could not 
wait until Friday to discuss business 
should have arranged to arrive around 
that time. 

Mr. Hindley then said he could not 
understand why the list of accredited 
delegates was not available. Secretary 
Evans then asked if it would be agree- 
able to wait until after the conclusion 
of Dr. Baker’s address in the afternoon 
when the credentials committee would 
meet, and to which Mr. Hindley as- 
sented, and the action on his motion was 
postponed until then. 


TUESDAY AFTERNOON 


The afternoon session did not begin 
until nearly three o’clock, but was large- 
ly attended throughout, keen interest 
having been excited by the character of 
the two principal speakers and also by 
the fact that it was thought that there 
would be discussion on the president’s 
address that would give the advocates 
of the Jewelry Institute and those who 
desired an amalgamation of the national 
body with the proposed Jewelry Trade 



































September@9, 1929 


The ball room of 
the Hollenden 
Hotel where the 
Style Show is to 
be held. It is one 
of the largest in 
the country and 
the absence of pil- 


Association to show their hand. The 
subject, however, did not come up. 

The first speaker, Dr. Hugh P. Baker, 
manager of the Trade Association De- 
partment of the Chamber of Commerce 
of the United States, delivered a won- 
derful address on “The Importance of 
the Representative Trade Associations,” 
telling just what a real association 
meant to an industry. 

He started by saying that the jewelry 
business was an ancient and honorable 
calling, and that the jeweler will be in 
business as long as business is carried 
on. He told what associations could not 
do under the anti-trust law and what 
they could do legally for their members. 
One of the most important causes of 
failures of associations, he said, was 
that they are not developing facts that 
can be projected usefully into the busi- 
ness of their members. 

The four outstanding trade problems: 
Overproduction, price cutting, invasion 
of customers’ territory by unfair prac- 
tices in competition can be met on a 
legal basis by the real trade association 
by proper work and the development of 
real facts about the industry. He urged 
jewelers to disclose the facts of their 
business in the interest of an industry- 


wide statement that all could _ use. 
Speaking of those business codes of 
ethics, he said, they had not proved 


effective, but that much had been done 
in this way by trade practice conferences 
with the Federal Trade Commission. 

It was better, he said, to build up a 
progressive program or an old associa- 
tion than to scrap the association for 
a new venture. Associations were need- 
ed now more than ever before, as busi- 
ness must now speak as a unit and 
associations give industries the chance 
to do so. 

Some other points touched on by the 
speaker are reported on pages 53, 55 
and 98 in this issue. 

Following the address of Dr. Baker, 
T. L. Combs, Omaha, regional vice- 
president, asked permission for the floor 
and stated that his purpose was to make 
a request of President Frazier. Mr. 


Combs referred to the action taken at 
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the morning session by which this hour 
was designated for a preliminary report 
of the credentials committee, and a vote 
on Mr. Hindley’s motion to devote a part 
of the evening session to consideration 


of President Frasier’s address. He 
stated that in his opinion the talks of 
the morning indieated that all would not 
be smooth in the proposed action, that 
all were for one purpose, the best inter- 
est of the jewelry trade, and, in view 
of this, to avoid any possibility of acri- 
mony creeping into the proceedings, he 
would request President Frasier to an- 
nounce that following the reports sched- 
uled on the evening program, the meet- 
{ng would be open to anyone present 
to present on the floor any matter he 
deemed for the best interest of the 
jewelry trade By unanimous consent, 
President Frasier announced that it was 
his pleasure to grant the request of Mr. 
Combs. 

Then followed Howard Carpenter’s 
address entitled “Puzzlements,” which 
was distinctly Carpenterian in its treat- 
ment and was greatly enjoyed. This 
address will be published in a later issue. 

President Frasier then introduced two 
prominent visitors from Canada. The 
first, Benjamin Chapman, president of 
the Toronto Retail Jewelers’ Association, 
conveyed a hearty greeting to the as- 
sembled jewelers from their brother mer- 
chants over the border. 

The speaker closed by asking all to 
attend the next great convention of the 
Canadian Jewelers in Toronto in Feb- 
ruary, at the Royal York Hotel and 
asked the association to send a special 
representative thereto. 

Mr. Chapman was followed by Stew- 
art Lees of Hamilton, an old friend of 
the members who had represented the 
Canadian Association at previous con- 
ventions in past years. Mr. Lees said 
he had enjoyed the past conventions so 
much he had come this time unofficially 
on his own account. Mr. Lees told how 
the jewelry business had improved in 
Canada, and said he was sure it was 
“coming back” in this country as well. 

After President Frasier had called at- 
tention to the beautiful exhibits and 


lars creates an 
atmosphere of 
spacious breadth, 
as there are no 
obstructions to in- 
terfere with the 
vision 


asked the members to visit them, the 
adjournment was taken until the eve- 
ning session. 


Wednesday Morning 


Wednesday’s sessions began late, Sec- 
retary Evans reading reports of Simon 
Linz, chairman of the Accounting Com- 
mittee, and of E. O. Little, chairman of 
the Business Practice Committee. 

The first speaker was Prof. Frank B. 
Wade, who talked on diamonds. His ad- 
dress was of deep interest to all. It is 
published in full on pages 33, 34 and 35 
of this issue. 

Professor Wade was followed by 
James W. Millard, chief business spe- 
cialist of the United States Department 
of Commerce. Alexander Vincent, sec- 
retary of the Sterling Silversmiths 
Guild of America, will follow Mr. Mil- 
lard on the program. 

This afternoon addresses will be made 
by Irving S. Paull, president of the In- 
stitute of Carpet Manufacturers, Wash- 
ington, D. C., and by Prof. Malcolm P. 
McNair, assistant director of the Bu- 
reau of Business Research, Graduate 
School of Business Administration, Har- 
vard University. 

This evening an illustrated address by 
William G. Drosten, St. Louis, on Dia- 


monds and Diamond Jewelry Mining 
will be given. 
Thursday will be devoted to the 


Style Show and to addresses by P. J. 
Coffey, chairman of the National Jewel- 
ers’ Publicity Association, by Albert C. 
Becken, Jr., president of the National 
Wholesale Jewelers’ Association, and by 
Paul Moore, executive secretary of the 
H. I. A. Thursday evening the annual 
banquet will be held in the Grand Ball 
room and Friday will be devoted to a 
business session. 

On Tuesday evening the report of 
Secretary Evans and the reports from 
the various regional vice-presidents were 
scheduled but it was decided to devote 
the time to the discussion of the pres- 
ident’s address. An outline of what 


transpired is given in the opening para- 
graphs of this report. 
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Four Cleveland Jewelers Make 
Special Announcement of 
Style Show 


Four of the leading downtown jewelry 
stores in Cleveland, the Webb C. Ball 
Co., the Cowell & Hubbard Co., H. W. 
Beattie & Sons and the Bowler & Bur- 
dick Co., have a special tie up of their 
own in connecton with the Style Show at 
the American National Retail Jewelers 
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the special sterling silver showing. It 
was printed on coated stock and was 12 
by 8% inches. Of the four pieces of 
jewelry shown, one was from each of the 
four stores. The announcement was not 


printed in the newspapers but was run 
in the form of a full page advertisement 
in the Cleveland Topics and also The 
Bystander, Sept. 14, both of which are 
weekly magazines whose circulation is 
among the better class in Cleveland and 
adjoining towns. 





ATTRACTIVE POSTER BEING USED BY FOUR CLEVELAND JEWELERS 


Association convention. This is inde- 
pendent of the general publicity of the 
Style Show which appeared in the news- 
papers and was sponsored by the associ- 
ation. 

The illustration on the announcement 
is shown herewith. The announcement 
told of the beautifully gowned models 
who will wear the newest exquisite 
jewelry creations and urge attendance 
at the revue and exposition and also to 


All four companies also sent announce- 
ments of the show to their entire mail- 
ing list. Copies of the announcement 
were shown in the windows of the stores 
and on the counters and were also placed 
in the lobbies of the leading downtown 
hotels and in the large residential hotels 
throughout the city. 

As a result of this dignified publicity 
the elite of the city and surrounding 
territory are expected at the show. 





Diamond Sale Halted 


Attorneys for Antwerp Concern Secure 
Order Restraining Marshal Until Oct. 


15th from Offering Seized Gems 


Utica, N. Y., Sept. 17—While more 
than 70 prospective bidders awaited the 
opening this morning of the auction sale 
of smuggled diamonds seized by the gov- 
ernment from Henry Margulies and 
Abraham Treppel, a court order was 
handed to United States Marshal Brei- 
tenstein restraining him from going on 
with the sale. The order was served by 
a representative of Goldman & Frier, 
attorneys, 15 Maiden Lane, New York, 
acting on behalf of Wolfgang & 
Schmeigler, diamond merchants of Ant- 
werp. The sale has been postponed until 
Oct. 15. 

Margulies, from whom the diamonds 
were taken, was convicted of smuggling 
and sentenced. He was sentenced Dec. 
8, 1925, to one year and three months in 





Atlanta Prison, Treppel, his associate, 
getting a fine of $500. Later, Conrad 
Levin, for whom the diamonds had been 
brought in, was also convicted and was 
sentenced Jan. 10, 1928, to serve one 
year and 10 months in the penitentiary. 

In arguing their case before Judge 
Cooper of the United States District 
Court for the Northern District of New 
York sitting in Albany, Goldman & Frier 
maintained that Conrad Levin had ob- 
tained the diamonds involved by fraud 
from Wolfgang & Schmeigler. Levin in 
turn gave them to Margulies who while 
attempting to smuggle them into this 
country was caught and the gems seized. 
The order halting the sale was signed 
by Judge Cooper the morning the sale 
was to be held. 

Jewels smuggled by Heinrich E. 
Heintz, appraised at $1,290, were sold 
at auction by the Marshal for $1,625 to 
Packer Bros. of Albany. The jewels in- 
cluded among other items, two white 
gold rings appraised at $700. 





Metal Fimding Manufacturers Asso- 
ciation Perfects Plan of Organiza- 
tion at Meeting in Providence, R. I. 


PROVIDENCE, R. I., Sept. 17.—The 
newly organized Metal Finding Manu- 
facturers Association held a meeting 
here last week at which a number of 
topics of importance to the organization 
and the trade in general were discussed. 
The work of perfecting the organization 
was also completed. The next meeting 
is to be held in October at the head- 
quarters of the New England Manufac- 
turing Jewelers and Silversmiths As- 
sociation in the Biltmore Hotel. 

The officers of this new organization 
include: Frank E. Farnham of the 
Jewelers Supply Co., president; Ralph 
Gregory of Goodwin & Gregory, vice- 
president; W. G. Lind of T. W. Lind 
Co., treasurer and Harold R. Barker of 
the Fulford Mfg. Co., secretary. 

Under the by-laws and rules of the 
association the following concerns are 
charter members: J. L. Anthony Co., 
B. A. Ballou & Co., Inc.; J. P. Bur- 
lingame, W. R. Cobb Co., J. C. Doran 
& Sons, Excell Mfg. Co., Fulford Mfg. 
Co., Goodwin & Gregory, Jewelers Sup- 
ply Co., W. E. Kennison, Leach & An- 
thony, T. W. Lind Co., Linden & Co., 
MacMillan & Co., Inc.; Samuel Moore 
& Co., Patton-MacGuyer Co., Providence 
Art Metal Co., William O. Reinhardt, 
Rhode Island Stamping Co., Roland & 
Whytock, E. V. Spooner Co., R. E. 
Thornton, Alfred Vester & Sons, A. T. 
Wall Co., A. E. Waller, J. Walsham Co., 
Wells Findings Corp., Whitaker-Fielding 
Co., Whitney & Kahn, Inc., all of Provi- 
dence; George H. Fuller & Son Co., 
Pawtucket; General Findings & Supply 
Co., Guyot Bros., M. S. Co., and Smith, 
Richardson Co., all of Attleboro, and H. 
& O. Chain Co., South Norwalk, Conn. 








New Enterprises 





G. E. Rathbun is planning to open a 
new establishment in Maquakita, Iowa. 
The store, which will be on E. Platt St., 
is expected to be open for business by 
Oct. 1. 

Max Baum has opened a jewelry es- 
tablishment at 2109 Post Office St., Gal- 
veston, Tex., at the formal opening the 
crowds were so large that the police 
were called to régulate the traffic. Mr. 
Baum’s store is named “Michael’s” after 
his son of that name. 

Ben Rosenblum opened a new retail 
store at 520 Fourth St., Sioux Falls, 
S. D., on Friday, Sept. 13. Mr. Rosen- 
blum, who operates a store at Sioux 
City, Iowa, came to the opening by 
aeroplane. L. A. Horowitz is managing 
the new store, and Dr. M. J. Rooney is 
handling the optical department. 








The Hewett-Smith Co., in the jewelry 
business for 66 years, 198 Main St., 
Brockton, Mass., will move to a new 
location in the business district about 
Nov. 1. 
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Death of C. M. Robbins 





Founder of Well Known Attleboro Concern 
Succumbs in His 73rd Year 


ATLEBORO, MaAss., Sept. 14.—The 
death of Charles M. Robbins, founder of 
the manufacturing jewelry business 
bearing his name, which occurred yes- 
terday morning at Attleboro Springs 
where he had been making his home for 
several weeks, removes from the life of 
this community a man whose colorful 
activity has had much to do with the 
development of the business affairs of 
Attleboro. 

The deceased was a native of Har- 
wich, Mass., where he was born on May 
1, 1857, son of Nathaniel and Lydia 
Robbins. He was a lineal descendant 
of Rev. Nathaniel Robbins who was 
chaplain of the Ancient and Honorable 
Artillery Co. of Boston in 1773, and 
whose son was a lieutenant governor of 
Massachusetts. 

Charles Robbins came to Attleboro in 
June, 1875, and engaged in the manu- 
facturing jewelry business. During 
the earlier part of this connection he 
was a salesman for Cummings & Wexel. 
In 1887 poor health obliged him to sever 
his connection with that concern and 
remove to California where he remained 
for a year or more. In 1890 A. A. 
Bushee & Co. secured his services and 
he assumed the management of their 
New York office. At the expiration of 
two years a partnership was formed 
with Frederick Mason of Attleboro Falls 
and the firm of Mason, Robbins & Co. 
established to manufacture emblems. 
Mr. Mason retired in 1894 and the busi- 
ness was continued by Mr. Robbins 
under his personal name. 

He removed his plant to the Bates 
building No. 2 and at the time of the 
disastrous fire in 1898 was also occupy- 
ing a portion of the Hayward building, 
which was destroyed. Mr. Robbins was 
one of the first to appreciate that art 
in jewelry meant commercial success 
and he secured for his firm men gifted 
and expert in their line. It was to a 
group of these that he sold out in 1910 
and the firm, since reorganized, still 
retains the name of the C. M. Robbins 
Co. 

Shortly after he went out of the man- 
ufacturing business Mr. Robbins secured 
the cooperation of other men and secured 
a charter for the Attleboro Trust Co., 
which was organized Nov. 22, 1910. 
Mr. Robbins was elected president, an 
office which he retained until his resigna- 
tion Jan. 20, 1913. This brief record 
of business activities of Mr. Robbins 
tells but little of the activities of his 
life. 

In 1885 he married Miss Lucian B. 
Pratt and by her there were two sons. 
She died some years ago and in 1906 he 
married Miss Minnie A. Swint by whom 
there were two daughters, one of whom 
died in infancy. 

He was a member of the various Ma- 
sonic oganizations of Attleboro, the 
Knights of Malta and the Ancient and 
Honorable Artillery Co. of Boston. He 
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was for several years president of 
Company C. He was also a member of 
the Massachusetts Genealogical and His- 
torical Society; the organizer of the 
Sons and Daughters of Cape Cod, and 
also belonged to the G. A. R. Dining 
Club. 








Death of Eben F. Wilde 


Retired Member of Attleboro Concern 
Passes Away Suddenly at His 
Summer Home 


ATTLEBORO, MaAss., Sept. 14.—The 
funeral of Eben F. Wilde, former 
member of the Baer & Wilde Co., man- 
ufacturing jewelers, corner of Hazel and 
Pearl Sts., this city, was held last Tues- 
day. He had been actively identified 
with the jewelry interests of the Attle- 
boros for the past 30 years and died 
suddenly on Sept. 7, at his summer home 
at Falmouth, Mass., where he was 
spending the summer, following. a shock. 
He had been in his usual health and the 
attack was entirely unexpected. 

Mr. Wilde came to this city from 
Providence, where he was born, en- 
gaging in the manufacturing jewelry 
business at North Attleboro. Shortly 
after the formation of the Attleboro 
Mfg. Co., by Samuel M. Stone and Mau- 
rice J. Baer, Mr. Wilde was invited to 
become a partner in the firm and it was 
then that he transferred his interests to 
this city. Later this firm became the 
Baer & Wilde Co., and through the 
prominence of some of its products Mr. 
Wilde gained a wide reputation in the 
jewelry trade throughout the country. 
He continued his connection with the 
concern until three years ago when he 
retired from active participation. 

Mr. Wilde married Miss Estelle 
Rhodes of Providence and there is one 
daughter, Mrs. William Cunningham of 
Boston. 

He was an enthusiastic golfer and was 
a member of the Highland Country Club 
of this city and the Manufacturing 
Jewelers’ Golf Association in which he 
had taken several cups and trophies. 
He was a member of the Independent 
Order of Odd Fellows and through his 
firm was affiliated with the New England 
Manufacturing Jewelers’ and Silver- 
smiths’ Association, the Manufacturing 
Jewelers’ Board of Trade and the Na- 
tional Jewelers’ Board of Trade. 





Frank A. Morgan 


LEBANON, N. H., Sept. 14.—Frank A. 
Morgan, for over 50 years proprietor of 
a retail jewelry store on Main St., this 
city, who retired six months ago on ac- 
count of ill health, died at his home 
here last Tuesday. He was 75 years old. 

Mr. Morgan was a native of Sharon, 
Vt., but had lived in Lebanon for 73 
years, being active in all civic affairs 
of the district. He was an attendant 
of the Unitarian Church. 

Deceased is survived by his widow 
and three sons. 
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Jacob Schullman 


CINCINNATI, Sept. 16.—JacobSchull- 
man, 60, veteran jeweler of ‘this’ city 
died at his home 3653 Alter Pla¢&,“Avon- 
dale, last Friday. He had been ‘&@-men?- 
ber of the firm of Brauer & Schuliman, 
jewelers in the Mercantile Library 
building and had been priminent in the 
jewelry profession of Cincinnati for 35 
years. 

Mr. Schullman was a native Austrian, 
having been born in Vienna, but he 
emigrated to this country when a young 
man and settled in this city. He was a 
member of the Masonic fraternity, Order 
of Eastern Star, National Union Society 
and attended church at the Reading Road 
Temple in Avondale. 

Funeral services were conducted at 
the Weil mortuary chapel in Avondale, 
yesterday afternoon with burial in the 
Clifton cemetery. 

Mrs. Schullman, two sons, Harry M. 
and Carl, and three daughters survive. 


Samuel I. Maltz 


CHICAGO, Sept. 13.—In the death of 
Samuel I. Maltz, which occurred early 
Wednesday morning, the trade lost one 
of its oldest and best known members. 
Mr. Maltz came to Chicago from Europe 
in 1886 and immediately became. asso- 
ciated with the trade here. 

During that time he was associated 
with Lamos & Co., Bazzett & Uher, 
Sproehnle & Co. and Manheimer & Bro. 
For the past 12 years he has been as- 
sociated with his cousin in the manage- 
ment of Emanuel Maltz, located at this 
time at 5 S. Wabash Ave. Deceased was 
always highly regarded and upright in 
his business dealings. His passing away 
brings sorrow to his many friends here. 

Burial was in Waldheira Cemetery 
today. 


Franklin P. Robinson 


BuFFALO, N. Y., Sept. 14.—Franklin 
P. Robinson, 75 years old, who had been 
in the retail jewelry business at Pike 
and Mayville, N. Y., for 55 years, died 
at his home near the latter city on Sept. 
8, from a heart attack. 

Mr. Robinson had not been feeling 
well but was at his store the day pre- 
vious to his death. He was born in Pike 
and until 14 years ago, when he moved 
to Mayville, he had conducted a jewelry 
store in his native town. 

Deceased his survived by his widow, 
four sons and two daughters. 

The funeral was held from his late 
home last Wednesday. Interment was 
in Mayville Cemetery. 





Hiram Davis 


MILWAUKEE, WIs., Sept. 14.—Hiram 
Davis, Milwaukee electrotyplater, died at 
his home here last Tuesday after an 
illness of one year. Mr. Davis had been 
associated with S. K. Williams & Co., 
of which he was the original founder, 
since 1912. He was believed to be the 
oldest electrotyplater, in point of ser- 
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vice, in the city. Mr. Davis, who 77 
years old, when he passed away. 

Mr. Davis came to Milwaukee about 
1870, starting his own electrotyplating 
business in 1875, only a few years after 
the invention of the process. In 1912 
the business was taken over by Mr. 
Williams. 

Mr. Davis was prominent in fraternal 
affairs. He was an Odd Fellow for 40 
years, and was financial secretary of 
the Badger Council of the National 
Union, whose headquarters were at To- 
ledo, Ohio, for 10 years. During his 
early life in Milwaukee he was actively 
interested in politics, and in the late 70’s 
he was sergeant at arms at the State 
capitol at Madison. 

Funeral services were held Thursday, 
from the Odd Fellows Temple, with 
burial in Forest Home Cemetery. He is 
survived by a daughter. 





Henry X. Koester 


Detroit, MicH., Sept. 16.—Henry X. 
Koester, 77 years old, one of the oldest 
jewelers in Michigan, died at his home 
in this city last Wednesday morning. 
He had been ill for several months. 

Born in Olpa, Germany, Mr. Koester 
was brought to Detroit when a child 
and made his home here for the re- 
mainder of his life. He was a partner 
in the firm of Kennedy & Koester, whole- 
sale jewelers, for about 50 years, re- 
tiring from active business 12 years ago. 
He was a charter member of the Detroit 
lodge of Elks. 

Deceased is survived by a son and 
three daughters. 


Charles E. Kroener 


EVANSVILLE, IND., Sept. 14.—Charles 
E. Kroener, 71 years old, and former 
Evansville retail jeweler, died recently 
at Detroit, Mich. His body was returned 
here for burial. 

Mr. Kroener had resided in Evansville 
for many years and owned and operated 
a jewelry store here before his re- 
moval to Detroit about two years ago. 
He was well and favorably known to 
the trade in southern Indiana, southern 
Illinois and western and northern Ken- 
tucky. 

Funeral services were held at Lowe’s 
chapel in Evansville, on Monday, Sept. 
9. The body was buried in Oak Hill 
Cemetery. 

Mr. Kroener 
daughters. 


is survived by three 





Curtin Newton Garrigus 


Curtin Newton Garrigus, 57, veteran 
jeweler of Scarsdale, N. Y., died at his 
home at 125 Brewster Road, on Sept. 
12 after an illness of six months. 
Funeral services were held at his home 
on the following day and burial was in 
the Waterville Cemetery, Waterbury, 


Conn., on Sept. 14. 

Deceased was born in Waterbury, the 
home of his mother, Mrs. Horace Garri- 
gus, who survives him, as do his widow, 
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Mrs. Margaret Elizabeth Garrigus, and 
a son, Paul. He was a member of the 
Sons of the American Revolution and the 
Economic Club of New York. 


Death of Fred J. Skinner 


Vice-President of New York Jewelry Con- 
cern Succumbs to Pneumonia 


Frederick J. Skinner, one of the best 
known and most popular of the younger 
members of the New York jewelry trade, 
and vice-president of Linhart & Morton, 
manufacturing jewelers, 37 W. 57th St., 
died early last Monday morning at his 
home in Pelham Manor, N. Y. Mr. 
Skinner’s death came after an illness of 
one week and was caused by pneumonia 

Funeral services were held last Tues- 
day evening at St. John’s Parish House, 
Larchmont, under the auspices of the 
Masonic order of which Mr. Skinner was 
a member. Burial followed the next 
morning in Kensico Cemetery. The 
funeral was semi-military, a detachment 
of the New York Naval Militia attend- 
ing to pay their last respects. A large 
delegation from the jewelry trade also 
attended the services and funeral. 

Born in New York, Mr. Skinner spent 
most of his life in and around the Met- 


ropolis. He was born on Oct. 31, 
1892. About 15 years ago he came 
into the jewelry trade, securing 


his first position with the firm of Fred 
Keim. He continued with this concern 
until about a year and a half ago, when 
he became affiliated with Linhart & 
Morton. While with the Keim concern 
he did a great deal of traveling, cover- 
ing the Middle West and New York. 
Since becoming affiliated with Linhart & 
Morton however his travels were con- 
fined largely to New York city. 

Aside from being a member of the 
New York Jewelers’ Golf Association 
and the Naval Militia, Mr. Skinner was 
also affiliated with the Brotherhood of 
Traveling Jewelers, Traveling Jewelers 
Association, Knights of the Round Table 
and Prince of Orange Lodge No. 16, F. 
& A. M. 

Deceased is survived by his widow, 
one son and mother. 


William D. Webb 


GREENWICH, CONN., Sept. 13. 
Funeral services for William D. Webb, 
for more than 35 years a jeweler at 
Greenwich, were held yesterday after- 
noon at the home of his mother on Mil- 
bank Ave. Mr. Webb died at the Hotel 
Stratfield, Bridgeport, last Tuesday 
morning following a long illness. 

Mr. Webb was born in Cross River, 
N. Y., 56 years ago, but came to Green- 
wich as a small boy. As a young man 
he became interested in the jewelry busi- 
ness and had been in business here 
constantly since that time. 

For many years Mr. Webb was a 
member of the Amogerone fire company 
and he still retained honorary member- 
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ship in that company. He was not a 
member of any fraternal organization. 
Deceased is survived by his mother, a 
son, three brothers and his mother-in- 
law. His wife died. seven years ago. 








Lambert Bros. Old New York Jewelry 
House Will Move Next Spring 


After doing business for more than 50 
years at one location, the Southeast 
corner of 58th St. and Third Ave., 
Lambert Bros., one of the oldest jewelry 
firms in New York, will vacate next 
spring to occupy the new Lambert build- 
ing at the Northeast corner of Lexing- 
ton Ave. and 60th St. The passing of 
the Lambert store from its present loca- 
tion which has come to be regarded as 
a commercial landmark to many New 
Yorkers, was announced last Monday 
by August V. Lambert, president and 
founder of the firm in 1877. 

In making the announcement, Mr. 
Lambert estimated that close to a half 
million couples have come to this well 
known establishment for their engage- 
ment and wedding rings, which, together 
with diamonds, have been specialties 
with the Lambert concern for over half 
a century. Frequently more than one 
generation of the same family have 
purchased their rings at this corner. 
Not all this trade has come from the 
locality in which the store is now 
located, but instead the house numbers 
among its customers families residing 
in the exclusive Park Ave. and Fifth 
Ave. sections and in many parts of this 
country and abroad. 

The building to which the concern is 
to move will be a six-story structure 
having a frontage on Lexington Ave. of 
100 feet. The equipment, fixtures and 
general construction of the building will 
be modern in every respect. Plans for 
the new building are being completed 
and actual construction will commence 
shortly in order to enable the concern 
to occupy its new headquarters by next 
spring. 

“The traditional policies of the firm 
will be maintained in our new home,’ 
said Mr. Lambert in making the an- 
nouncement, “and the organization will 
be kept intact. Many of our employes 
have been with us from 20 to 30 years. 
and longer and after all your merchan- 
dise and your personnel are what count. 
In a way, it will be strange not to be 
coming down to the old store, but after 
all we’re not going to leave the district 
—we are only going three blocks away.’ 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 


Selling Price 
London U.S. Gov’t New York 


Date Official Assay Bars Official 
Sept. 10.. 2 54 515% 
sae: ce 2332 54 5156 
13.5 23% 54 5156 
~ 13... 2334 53% 50% 
i oe 2356 531% 50% 
16. 23% 53 50% 
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New York Notes 


J. Van Dan Akker, jeweler, Hollywood, 
Cal., is in this city on a purchasing trip, 
and while here is making his headquar- 
ters at the Hotel Pennsylvania. 


Lee Bach of Lee Bach, Inc., importers 
of diamonds and pearls, 527 Fifth Ave., 
returned last Friday on the Berengaria 
after an extensive purchasing trip 
abroad. 

A charter of incorporation was grant- 
ed at Albany last week to the firm of 
Breidenbach Sons, dealers in precious 
stones, authorized capitalization of 
$50,000. 

Jonas Bikoff of the Bedford Watch Co., 
116 Nassau St., will return to this city 
the latter part of September after a three 
months’ trip to Europe where he visited 
factories in Switzerland. 

R. Wallace & Sons Mfg. Co., Walling- 
ford, Conn., are showing this week at 
their New York salesrooms, 411 Fifth 
Avenue, a modern display of sterling 
dresser silver, as originated by them. 


Alexander Feldenheimer of Felden- 
heimer & Jacoby, 170 Broadway, re- 
turned yesterday (Wednesday) on the 
Olympic after being abroad all summer, 
visiting the European diamond markets. 

Ruth H. Peck, daughter of William 
B. Peck of the Waite Thresher Co., 21 
Maiden Lane, was married last Satur- 
day to David C. Salmon of Morristown, 
N. J. The ceremony took place at Moun- 
tain Lakes, N. J. 

Arthur Silberfeld of Arthur Silber- 
feld, Inc., importer of pearls and dia- 
monds, 580 Fifth Ave., has returned 
from Europe after a visit lasting almost 
three months, during which he made 
numerous purchases, mainly in the gem 
markets. 

Gustave J. Rosen of Sternberg & 
Rosen, designated attorneys for members 
of the National Jewelers Board of Trade, 
233 Broadway, returned on the Grips- 
holm Tuesday after a pleasure trip of 
five weeks in which he visited Norway, 
Sweden, and Belgium. 

Albert Van Gelder of the firm of 
Henry D. Wilkens, importer of dia- 
monds, 87 Nassau St., sailed Sept. 12 
on the Bremen for an extensive pur- 
chasing trip to the European diamond 
markets. While abroad he will make his 
headquarters at the Wilkens firm’s 
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76 Rue du Pelican, Ant- 


branch office, 
werp. 

S. H. Friend of San Francisco and 
Mrs. Friend who have been touring 
Europe for the last three months, ex- 
pect to arrive in New York Sept. 23 on 
the Leviathan. After a short stay in 
this city, during which time they will 
make their headquarters at the Hotel 
Roosevelt, they will leave for San Fran- 
cisco. 

Jack Keenan, eastern representative 
of the Ilinois Watch Co.; William B. 
Peck of the Waite Thresher Co., and 
Fred L. Peixotto, formerly in the jewelry 
business but now an insurance broker 
with an office at 21 Maiden Lane, re- 
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turned to this city several days ago after 
a pleasant sojourn in the White Moun- 
tains. 

The Jewelers Security Alliance held 
its regular monthly meeting last Friday 
at the organization’s headquarters, 15 
Maiden Lane. The meeting was well 
attended and during the afternoon 105 
new members were admitted to Class B 
while four Class A members were trans- 
ferred to Class B. Three rewards were 
ordered paid. 

The much talked of gold table service 
of the late John M. Phillips, which 
caused much speculation among’ those 
who prosecuted the former so-called 
Queens “sewer pipe czar” has finally been 
located by the executors of the dead 
man’s estate. The service, which was 
originally made by the International 
Silver Co., was located last Thursday in 
the boxes of the New York Safe Deposit 
Co., held by Mr. Phillip’s son, Francis, 
who was killed recently in an airplane 
accident. 

The Brooklyn Retail Jewelers Associa- 
tion resumed its monthly meetings last 
Thursday night at the Hotel St. George. 
President Phineas Peters presided, and 
curing the evening a number of interest- 
ing topics were discussed. Delegates to 
the national convention in Cleveland 
were instructed to take up several mat- 
ters on behalf of the Brooklyn organiza- 
tion and the trade in general. Delegates 
will report on the national convention at 
the next meeting of the Brooklyn asso- 
ciation which will be held in October. 

Louis Janssen, a pantryman on the 
Red Star liner Arabic, who was arrested 
on July 30 last on a charge of smuggling 
diamonds into this country, was sen- 
enced on Sept. 11 by Federal Judge T. 
Blake Kennedy to serve 30 days in jail, 
in addition to the six weeks served while 
waiting sentence. Isaac Brauwerman, 
who was charged with receiving the 
smuggled goods, was sentenced to serve 
10 days. He had already been in cus- 
tody # month while awaiting sentence. 
Janssen, when originally arrested stated 
his sole pay for smuggling was to be 
$15 which he needed for the support 
of his wife and their two children, 
while Brauwerman, a young’ man, 
claimed he was acting on his father’s 
wishes. Assistant United States At- 
torneys John M. Blake and Alvin McK. 


(Coutinsel on page 85) 
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Capital, Surplus and 
Ondivided Profits over 


Twenty-five 
Million Dollars 


Over One Hundred Years the Jewelers’ Bank 


A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 
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We Welcome New Business 


Main Office—149 Broadway 
Branchee—Battery to the Bronx 





Resources Over a Quarter of a Billion Dollars 
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COLLECTIONS ADJUSTMENTS 
FINANCING 


Activities Restricted to the Jewelry Industry— 
Bonded Representatives from Coast to Coast 
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JEWELERS ADJUSTMENT BUREAU 
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INSURANCE 


In All Parts of the World 


Pendleton & Berger 


Brokers and Adjusters 


15 William Street New York 


Pearls Diamonds, B ourdier-Guiot-Lovegrove 
of PARIS 


Have at the disposal of the Buyers from the 
Jewelry Trade: 


5 large centrally located offices 
Perfect light 


Business done on a strictly commission basis. 








TELEPHONE HANOVER 4789-4796 


CABLE “PENBERG, N. Y.” Phone: Trinite 33.66 45 Rue de Chateaudun 



































Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING TRustT COMPANY 
81 Fulton Street, New York 
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Sylvester are urging that both men be 
deported after they have served their 
respective terms of imprisonment. 

Morris Rodack of 1338 Stebbins Ave., 
the Bronx, has severed his connection 
with S. Mettler, retail jeweler, 821 Man- 
hattan Ave., Brooklyn. 

Miss Mildred R. Pitzele, daughter of 
Samuel Pitzele, importer of diamonds, 
22 W. 48th St., is leaving on the next 
sailing of the Ile de France for a trip 
to France, Spain and England. 

A. E. Furze has severed his connec- 
tions with the firm of Peiser & Furze, 
Inc., jewelry enamelers, 7 W. 45th St. 
Joseph F. Peiser is conducting the busi- 
ness under the trade name of Peiser & 
Furze. 

Joseph J. Newman of the Gold Seal 
Importers, 358 Fifth Ave., is returning 
on the Albert Ballin next Sunday after 
a five-months’ stay abroad, where he 
supervised the production of French 
steel beaded bags, leather bags and eve- 
ning bags for his firm. . 

The firm of I. Simon & Co., manu- 
facturers of platinum mountings, 49 
Maiden Lane, has been dissolved, and 
Jesse Steinberg, formerly a partner with 
the Simon Bros., is now conducting 
the business in the same quarters under 
the style of Jesse Steinberg, successor 
to I. Simon & Co. 

An involuntary petition in bankruptcy 
was filed Monday against Hoffman Bros., 
Inc., wholesale dealers in watches, who 
maintained offices at 565 Fifth Ave., 
and 31 N. State St., Chicago. The peti- 
tioning creditors are the Swiss Radium 
and Dial Painting Co., Inc., with claims 
upward of $400; J. A. and S. W. Gran- 
bery, Inc., $1,000; and the First Na- 
tional Bank of Chicago, $5,000. The 
watches, cases, material and furniture 
and fixtures of the Hoffman concern 
were purchased from the trustee by E. 
S. Feinstein & Co., 9 Maiden Lane. 

Louis Baumgold of Baumgold Bros., 
Inc., cutters of diamonds, 62 W. 47th 
St., returned on the Berengaria last 
Friday after a trip of four months to 
England, Belgium and South Africa. 
Mr. Baumgold spent two months of his 
time in the latter place, studyirg and 
observing conditions in the diamond 
trade. He brought with him many 
photographs and reports of conditions 
abroad. 

The Loupe and Tweezer Club held 
its first meeting of the fall season at the 
Hotel Wentworth on Monday evening, 
with the majority of the members in 
attendance. Irving Arzt, an attorney, 
addressed the group on “Organization 
and Service.” Tentative plans for a 
dinner and card party to be held within 
the next few weeks were made, and it 
is expected that the affair will be held 
at the Hotel Manger, with members and 
guests attending. The next meeting of 
the club will be held on Sept. 30. The 
organization expects to have a promi- 
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nent man in the trade address the group 
at each session. 

A mass meeting for all workers in 
the jewelry trade will be held by Local 
No. 1, International Jewelry Workers’ 
Union, next Tuesday, Sept. 24, at 
Bryant Hall, 725 Sixth Ave. The meet- 
ing will be called to order at 6.30 p. m. 
The speakers who will be heard are 
William Green, president of the Amer- 
ican Federation of Labor; Edward J. 
McGrady, general organizer of the 
American Federation of Labor; William 





Get Customers to Tune In! 
N the air again—Mrs. Flora W. 


Hoffmann, research fashionist will 
continue her program of instructive 
talks on diamonds, jewelry, silver- 
ware, watches, clocks and jewelry 
fashions—over Station WEAF of the 
National Broadcasting Chain. 


The schedule is as follows: 


11:45 A. M. Daylight Saving Time. 


Sept. 24 “Appointment for the 
Dressing Table” 


3:15 P. M. Eastern Standard Time. 


Oct. 3 “Diamonds” 

Oct. 10 “Fall Jewelry Fashions” 

Oct. 17 “Gifts for the Bride and 
Bridal Party” 

Oct. 24 “Christmas Gifts” 

Oct. 31 “Jade” 


Schedule for November and De- 
cember will be announced later. 

The National Jewelers Publicity 
Association urges your cooperation in 


spreading this information among 
your customers. 

Many favorable comments have 
been received from “listeners-in.” 


The N. J. P. A. will be pleased to 


hear from you and your customers. 











Collins, New York representative of the 
Federation; James C. Quinn, secretary 
of the Central Trades and Labor Council 
of Greater New York; M. Fienstone, sec- 
retary of the United Hebrew Trades; 
and a representative of the Italian 
Chamber of Labor. Organization, trade 
and shop conditions will be discussed at 
the meeting. 

The Amtorg Trading Corp., 261 Fifth 
Ave., official business agency of the 
Soviet government of Russia in this 
country, is completing plans to transfer 
the equipment and machinery of two 
American clock and -watch factories to 
Moscow, Russia. It was announced last 
week that the Amtorg firm had pur- 
chased the machinery, tools and dies 
for certain clocks and watches of the 
Ansonia Clock Co.’s_ plant at 397 
Seventh Ave., Brooklyn, N. Y. The 
other purchase, made some time ago, 
was of the Dueber-Hampden Watch Co. 
plant at Dayton, Ohio. The factories 
will be reconstructed in Moscow and it 
is expected that production will com- 
mence in 1931. Foremen from both the 


Canton and Brooklyn plants are ex- 
pected to go to Moscow to aid in the 
installation of the machinery. 
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With the passing of summer and the 
arrival of fall, a group of young men 
prominent in the jewelry trade who are 
members of the Jewelers’ Club, (for- 
merly the Jewelers’ Luncheon Club), are 
going ahead with plans for a busy sea- 
son. The club which was organized last 
June with 30 members already has an 
enrollment of over 50. The headquar- 
ters are in a penthouse apartment at 20 
W. 47th St. Although formed as a 
social and luncheon unit, the club also 
intends to devote itself to the betterment 
of the jewelry industry and a construc- 
tive program will be worked out. The 
committees appointed by Leonard Katz, 
organizer and president of the group, 
are: House—Herbert Kreidelshimer, 
chairman; Walter Lampl, David Weiss- 
berger, Ben Cohen, Jerome Richheimer, 
and Archie Cohen;; memberships and 
admissions—Walter Lampl, chairman; 
Jack Aul, Barnett Robinson, “Joe” Rif- 
kin, “Al” Grabhorn, and Carl Ornstein; 
social—Edward L. Stern, Jerome Rich- 
heimer, Charles Braunstein, Jessie 
Rogers, and Ben de Jon; rules—Ben 
Cohen, chairman; “Joe” Greenwald, M. 
J. Stein, and Max Bauman. The club 
recently held a golf tournament at the 
Broadmoor Country Club, Scarsdale, 
N. Y., with Leonard Katz and Charles 
Braunstein topping the scorers. 








Rochester 





F. E. Thompson, Spencerport, A. W. 
Halliday, Brockport, and R. F. Falls, 
Geneseo, were among the out-of-town 
retail jewelers visiting Rochester manu- 
facturers last week. 

Members of the Rochester Retail 
Jewelers Association postponed their 
September meeting last week in lieu of a 
social gathering scheduled for the lake- 
side cottage of Charles P. Coster, presi- 
dent of the organization, which will be 
held within the next two weeks. 

Charles P. Coster, president of the 
Rochester Retail Jewelers Association; 
E. Lathrop Sunderlin, secretary of the 
State organization, his father, Charles 
Sunderlin, former state secretary, and 
E. J. Scheer, one of the organizers of 
the Rochester association, left for Cleve- 
land last week to represent Rochester 
at the national convention. 








Readers of THE JEWELERS’ CIRCULAR 
are asked to be on the lookout for a 
50th Anniversary Gruen Pentagon watch 
stolen on Sept. 5 from the rectory of 
Father John O’Connell, West Spring- 
field, Mass. The movement bears the 
number 435 and is inclosed in an 18 kt. 
gold case, numbered 1072309. The case 
is engraved on the back with the clergy- 
man’s initials and also bears an inscrip- 
tion indicating that the timepiece was a 
gift from his mother and father on the 
25th anniversary of his ordination. Any- 
one having knowledge as to the where- 
abouts of this watch should communicate 
with John J. Lynch, 272 Bridge SL., 
Springfield, Mass. 











Attleboros 





Ruggles & Co. is the name of a new 
manufacturing jewelry concern that has 
engaged in business at 22 Capron 
St., by Frank J. Ruggles, formerl with 
the W. E. Richards Co. at their Chicago 
office. 

The Guyot Bros. Co., Inc., is at the 
present time enlarging its quarters. 
Moving of machinery has been going 
on since early last week. The space 
formerly occupied by the H. W. K. Co. 
on the second floor at 45 Union St., 
has been taken over so that the firm now 
occupies the first and second floors. 


Frederick H. Skinner, 69 years old, 
one of the R. F. Simmons Co.’s group 
of 50 year gold medal employes, died 
the other morning at his residence, 14 
Garden St. The veteran jewelry worker 
who was a native of West Mansfield, 
Mass., began work for the Simmons 
company 51 years ago last July and a 
year ago in that month was presented 
the gold service pin and a finely en- 
graved watch in token of his long ser- 
vice. He is survived by his widow but 
no children. 








Providence 





Costanzo & Son have moved from 158 
Pine St. to 144 Pine St. 

The S. E. Budlong Co. has removed 
its offices and factory from 144 Pine 
St. to 119 Friendship St. 

The Albert Mfg. Co. which recently 
removed from 45 Richmond St., is settled 
in its new quarters at 85 Sprague St. 

The Abbott-Beebe Co. has removed 
from the second floor to the sixth floor 
of the same building at 7 Beverly St. 

Henry D. Sharpe, president of the 
Brown & Sharpe Mfg. Co., is president 
of the Providence Community Chest 
which will conduct its fourth annual 
campaign from Oct. 28 to Nov. 5 with 
$674,042 as the goal. 

The Kay Jewelry Co. is clearing its 
books of delinquents in its instalment 
department and last week was plaintiff 
in 18 suits in the civil session of Sixth 
District Court before Judges Reuckert 
and Wright. Judgment was entered for 
the company in every case with costs 
assessed in each, the total of the claims 
being $364 ranging from $2 to $62. 

A young married woman of this city, 
who successfully fought extradition into 
the State of Maine some two months ago, 
when she was held as a fugitive from 
justice charged with stealing from a 
retail jewelry store in Portland, Me., 
was again arrested on a new Maine 
warrant a couple of days ago. When 
taken before a special session of the 
Sixth District Court she pleaded not 
guilty and was released in $2,000 bail 
for hearing Sept. 20. The defendant is 
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now charged with larceny from a retail 
jewelry store in Augusta, Me. 

William M. Curtin for 10 years super- 
intendent for the Dolan & Bullock Co., 
manufacturing jeweler, 7 Beverly St., 
died last week at his home, 200 Camp 
St., following a prolonged illness. He 
was in his 64th year. Born in Mansfield, 
Mass., he came to Providence 10 years 
ago from Attleboro when the Wilmarth 
Co. of that city of which he was super- 
intendent, went out of business. He is 
survived by his widow, two brothers and 
six sisters. He was a member of the 
Holy Name Society of the Holy Name 
Church, this city, and of the Little Falls 
(N. Y.) Lodge of Elks. 








Boston 





The Goldland Jewelry Co. has re- 
arranged the layout of its offices and 
much needed space has been added by 
the change. 

Mr. and Mrs. M. N. Smith have re- 
turned to this city after staying the 
summer in the mountains. Both bene- 
fitted much from the change and rest. 

Jones, McDuffee & Stratton are now 
occupying their new, spacious quarters, 
at 367-377 Boylston St. The new build- 
ing is one of the most modern of its kind 
in New England. Otis Norcross estab- 
lished this business in 1810. 

Leaving a letter explaining that he 
was despondent because of ill health 
Gennaro Fuschetti, 72, ended his life 
Sept. 7 by shooting himself at the jewel- 
ry establishment where he was employed 
in the Province building. Fuschetti re- 
ported: for work at the usual hour, but 
a short time later he was found bleeding 
from a wound in the head. A revolver 
was on the floor a few feet away. 
Fuschetti, who lived in Somerville, is 
survived by his widow. 

How King Alfred of Britain timed his 
day by marking off candles into three 
periods, for prayer, work and recrea- 
tion formed the centerpiece of a display 
of watches of many attractive patterns 
in the windows of the store of the 
Thomas Long Co. during the week. 
Grouped around the center attraction 
were many beautiful timepieces showing 
how the people of today keep watch on 
the progress of time. In another set of 
windows the Long company showed a 
rare collection of silverware. 

Word of the death of Charles F. How- 
ard of Mansfield was received in Boston 
Sept. 13. Mr. Howard, who was well 
known in the trade here, was employed 
most of his life in the jewelry factory 
of F. M. & J. L. Cobb of Mansfield. He 
was a past master of St. James’ Lodge, 
A. F. & A. M., member of Mansfield 
Chapter 133, O. E. S., and a charter 
member of Reliance Lodge, A. O. U. W. 
He was also a member of several local 
clubs. He was 69 years of age and is 
survived by his widow. Funeral] services 
were held in the Orthodox Congre- 
gational Church Sept. 14, the Masonic 
ritual being conducted. 
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Philadelphia 


News of the death at Salisbury, Md., 
of H. Harlan Brown, a jeweler, who at 
one time was well known to the trade 
here, was received last week. Mr. Brown 
conducted a store at Cass, W. Va., for 
many years, returning to Salisbury 
three years ago. 

Occupants of the Ayer building on 
the southeast corner of Eighth and 
Sansom Sts., have been notified they 
must vacate by Oct. 15, when the work 
of razing the structure will begin. In 
place of the present building the heirs 
of the Ayer estate will erect a new 
building exclusively for jewelers. On 
the Sansom St. side the jewelers affected 
are: Mr. Shapiro, wholesale jeweler; 
Ralph Di Mucy, diamonds, and T. Cor- 
rella, watchmaker. On the Eighth St. 
side are the Pennsylvania Jewelry Job- 
bers, F. D. Barthold, watchcase repairer; 
John L. Herman, manufacturing jewel- 
er; W. Trautschild, engraver; A. Lee, 
watchmaker; S. Chasak, diamond dealer, 
and A. J. Fisher, diamonds. The major- 
ity of the tenants have occupied the 
building for years. 











New England 


The Kay Jewelry Co., Brockton, Mass., 
has been incorporated with a capital 
stock of 350,000. The directors and in- 
corporators are: Irene Craig, Boston, 
Mass.; Samuel Markell and Betty Selya, 
both of Brookline, Mass. 

Caliri Bros., jewelers, celebrated their 
first anniversary in business with the 
opening of their newly located store at 
145 Essex St., Lawrence, Mass., on 
Sept. 14. Joseph Caliri is manager of 
the store and his brother, Salvino Caliri, 
is the manufacturing jeweler of the es- 
tablishment. For 14 years they were 
associated with the firm of G. V. Caliri 
& Sons, 125 Essex St., Lawrence, before 
starting in business for themselves. 

Announcement has been made of the 
marriage of Miss Lillian J. Collins, 
daughter of Cornelius Collins of Far- 
mington Ave., Forestville, Conn., and 
Francis M. McNary, son of Mr. and Mrs. 
Francis J. McNary of Milford, Mass. 
Mr. McNary is a graduate of the New 
England Jewelers’ Institute and is now 
associated with the W. C. Callery & 
Sons, Hartford, Conn. Mrs. McNary 
has been supervisor of nurses at the 
Hartford Municipal Hospital. 

Mr. and Mrs. Alexander A. Hobbs of 
56 Maple Ave., Milton, Mass., observed 
their 67th wedding anniversary on Sept. 
12. The celebration was confined to a 
few friends owing to the feeble health 
of the couple. Mr. Hobbs was engaged 
in the jewelry: business in the Suffolk 
Resolves House at Milton for over 53 
years. He is 88 years old and Mrs. 
Hobbs is 86. He is a veteran of the 
Civil War and past commander of Hun- 
tington F. Wolcott Post. G. A. R. 
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Chicago Notes 


H. Steele of H. Steele & Co., San An- 
tonia, Tex., spent a few days here re- 
cently en route to New York. 

Herbert Winterberg, of Sproehnle, 
Inc., has returned from a business trip 
to New York and other eastern cities. 

Mrs. A. C. Becken, Sr., arrived in 
Chicago last week from California to 
visit with her son, A. C. Becken, Jr., and 
family. 

Louis Eppenstein, of the Illinois 
Watch Case Co., has returned to the 
home office after spending several weeks 
at the New York office. 

Oscar C. Holmann, of the C. B. Brown 
Co., Omaha, accompanied by his wife, 
spent a few days here last week en route 
to Asbury Park for a pleasure trip. 

George Gubbins, veteran traveler for 
the Illinois Watch Case Co., is spending 
a month’s sojourn visiting members 
of his family in nearby States. 

Albert Wolf, diamond broker, Los An- 
geles, has been visiting in Chicago re- 
cently, having come here to attend the 
wedding of his sister which took place 
on Sept. 16. 

William Helbein, of the Helbein-Stone 
Co., New York, has been spending the 
past 10 days visiting the trade of the 
Middle West and spent considerable time 
at the Chicago office. 

Robert B. Steele, of Steele & Gorn, 
Inc., New York, was in this city on 
business recently and left here, accom- 
panied by Mrs. Steele, for a six weeks’ 
pleasure trip on the Pacific Coast. 

C. H. Spencer, vice-president of the 
Norris, Alister-Ball-Bridges Co. is now 
spending two months in the East visit- 
ing relatives and old friends in New 
York and Massachusetts for two months. 

Sam Zuckerman, traveling represen- 
tative for the I. Schwartz Co., who was 
operated on for appendicitis recently, 
left the hospital last Saturday but it is 
expected he will be unable to travel for 
at least a month. 

W. F. ad R. D. Fleek, of the Juergens 
& Andersen Co., have returned to Chi- 
cago after visiting with their families 
in Denver for a few weeks. H. Paul 
Juergens and family have returned from 
an extended tour in Colorado and the 
West. 

Harry Lesch, formerly in the jobbing 
business here and well known to the 





entire trade of this section, announces 
that he is again going on the road, 
starting this week on his first trip rep- 
resenting a concern with a line of 
mountings and watches. 

Miss Alice Stone, silverware buyer for 
Bagley & Co., Duluth, Minn., spent a 
few days here recently on _ business. 
From here she went to New York and 
other markets to make purchases. Miss 
Stone is making the trip in place of 
Cash Bagley, who has been selected to 
head the Community Chest drive in 
Duluth this fall. 

One night last week an unsuccessful 
attempt was made to enter the auto- 
mobile of Emil Noel, wholesale jeweler, 
located in the Heyworth building, while 
the car was standing in front of the 
building. Three of the handles were 
twisted off and it is thought the culprit 
was frightened away before he could ac- 
complish the job. 

The Chicago Jewelers Bowling League 
schedule for 1929-1930 got under way 
this month but it is a little early to size 
up the various teams. The first game 
was played on Sept. 5 and games will 
be played each Thursday night except 
during December and the final game will 
be played on April 17. The teams com- 


‘peting and names of captains are: A. 


C. Becken Co., No. 1, W. Zimmerman; 
A. C. Becken, No. 2, J. Hilfer; Norris, 
Alister-Ball-Bridges Co., A. Bauer; 
American Optical Co., F. Kreissl; 
Proese! Bros., L. Proesel; Baker & Co., 
E. Lenke; American Dental Co., D. 
Robin; Goldsmith Bros. Smelting & 
Refining Co., W. Ferreti. 


Cleveland 


Herbert L. Hock, retail jeweler, Clyde, 
Ohio, held the formal opening of his new 
store the past week. 

Albert Reed will engage in the retail 
jewelry business and be located on St. 
Clair Ave., near E. 138th St. 

A new establishment under the name 
of the Seigel Jewelry Store has been 
opened at Hough Ave. and E. 93rd St. 

The Euclid Jewelry Co., Euclid Ave., 
near E. 79th St., will move next door to 
its present location as soon as altera- 
tions are completed. 

Shaw’s, whose main store is at 











Superior Arcade, opened another branch 
store this week at 15112 St. Clair Ave., 
in the Collingwood district. They intend 
opening several more before Christmas. 


The Webb C. Ball Co. had a miniature 
stage erected in its store window in 
which were shown a number of beauti- 
ful diamond pieces of jewelry. This was 
for the purpose of calling attention to 
the Style Show to be held in connection 
with the convention of the A. N. R. J. A. 
The display was attractive and unusual, 
and drew much attention. 








Detroit 


The Enggass Jewelry Co., 223 Monroe 
Ave., is celebrating its 64th anniversary. 

The Friedberg, retail jewelry store, 
on Griswold St., in the downtown shop- 
ping district of Detroit is being entirely 
remodeled, the owner increasing floor 
space and adding many conveniences. 

Doctor Roger’s Optometrists & Jewel- 
ry Co., 1151 Griswold St., Detroit, has 
recently been incorporated with a capital 
stock of $6,000. It will engage in a 
general optical and jewelry business. 
The owners are Murray Jackman, 
Charles H. Richardson and George Cart- 
wright, all of Detroit. 

The I. Fredland Wholesale Jewelry 
Co. has completed its expansion program 
and once more is settled in its establish- 
ment at 908 Metropolitan building. 
Beautiful walnut fixtures have been in- 
stalled in every part of the place which 
is now more than twice its former size. 
Besides this there also has been added 
a large amount of new merchandise, 
making one of the finest wholesale shops 
in the building. The Fineberg-Max Co., 
904 Metropolitan building, is also settled 
after several weeks of expansion work. 
Floor space has been largely increased, 
new fixtures installed and much new 
merchandise is now on display. 











Ludwig’s jewelry store, located at 
Memorial Square, Chambersburg, Pa., 
was recently victimized of three diamond 
rings by two light-fingered thieves who 
passed the rings from the trays to their 
pockets while they were distracting the 
proprietor’s attention by inquiring about 
prices of other items in the store. 
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WESTERN COAST 
JEWELRY BUYING CENTRES 





BAKER & CO., INC. 


Refiners and Workers of Precious 
Metals, Ring Blanks, Jewelers’ Settings 
and Findings. Always in the market 
for Sweeps, etc. 


760 Market Street, San Francisco 


& BUSHNELL 


San Francisco 


BUEHN 


717 Market St. 
MASONIC—EMBLEM— RINGS 


Scottish-Rite 14th Degree Rings 


WILDBERG BROTHERS 
SMELTING & REFINING CO. 


Gold—Silver—Platinum 
747 So. Hill St., Los Angeles 





RAILSBACK & DABLE 


Leather Watch Straps and All Makes 
of Metal Watch Attachments 


San Francisco 


49 Geary St. 


PLATING 


Silverware Repaired, Plated and 
Refinished 


Catering to the Jewelry Trade 
Gold, Silver and Nickel Platers 


M. & H. PLATING WORKS 
717 Market St. San Francisco 


742 Market St., San Francisco 
School—Class 


EMBLEM Fraternal 


Manufacturing Jewelers 
Wholesale Only 


GEO. A. DESENFANT & SON 
150 Post St., San Francisco 








I. BEHRSTOCK CO. 
Wholesale Jewelers 


220 West Fifth Street 
Los Angeles, Cal. 


Advertising on this West Coast 
page will keep your name and 
business before the leading retail 
jewelers with whom you are in- 
terested in doing business. 








FRANK J. ESTERLIN 
Lapidary 
Importer and Cutter of Precious Stones 


901-2 Shreve Bldg. 
210 Post Street 


San Francisco, Cal. 

















the entire West Coast what he thinks of advertising of this type. 


e Ask Your Representative who covers 
We 


know that his close contact with the retail jeweler of that section calls 


for the keeping of his name, the name of your Company and your 


product before the subscribers of The Jewelers’ Circular. 


A card advertisement on this page 


will represent a splendid investment on your part. Write us for rates 


and details. 


JEWELERS 


PUBLISHING CORP. 


239 West 39th Street, New York 
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Los Angeles 


H. I. Stokes, formerly a retail jeweler 
of Salem, Ore., has joined the forces of 
the G. G. Voege Co., having sold his 
store in Oregon. 

A. C. Cortwright has moved his place 
of business from 418 Jewelers Build- 
ing to Seventh and Los Angeles Sts., in 
Suite 717 Marchants Exchange Build- 
ing. 

W. E. Phillips, manufacturers’ agent, 
started on a month’s trip last week which 
will carry him to all the principal large 
cities between the Pacific and Atlantic 
Coasts. 

W. D. Frey, 2936 Whittier Boulevard, 
opened a branch store last Saturday, at 
5172 Whittier Boulevard. Mr. Frey 
took over the stock and lease of Chester 
Hensen, and then added an adjoining 
store. 

William A. Lamb, representative of 
the George H. Fuller & Son Co., Chicago, 
was here on business last week. Harry 
A. Deutsch, of Hammel Riglander & Co., 
New York, also visited the trade here 
las week. 

G. W. Godchaux, manufacturers’ 
agent, 704 Title Guarantee Building, is 
on his fall trip which will take him up 
the Pacific Coast as far as the Canadian 
line, then east to Denver. He will be 
gone six weeks. 

A. Rack & Co., 814 Title Guarantee 





Building, has removed his stock and . 


business to 243 Ocean Ave., Long Beach. 
The firm has given up its wholesale 
business in Los Angeles and will hence- 
forth conduct a retail business at Long 
Beach. 

Abraham Lurge, proprietor of the 
Time Shop, Wilshire Boulevard, has 
opened a downtown office at 418 Jewelers 
Building. Mr. Lurge is manufacturing 
jewelry under the firm name of the Uni- 
versal Watch Bracelet Manufacturers, 
Inc. 

W. B. Sunderland, head of Sunderland 
& Miller, after spending a few days 
here at his headquarters in the Title 
Guarantee Building, is in San Francisco 
where he has enjoyed one of the largest 
volumes of business he has had since he 
started several years ago. 

The many friends, inthe wholesale 
and retail jewelry business, of Miss Rose 
Bailin, of the E. W. Reynolds o., and 
of Mrs. P. K. Dougherty, of the same 
company are extending their sympathies 
to them in the loss by Miss Bailin of 
her mother and by Mrs. Dougherty, the 
death of her father. 

Milton Gerstenblith, New York, was 
a visitor here last week. He visited 
the entire Pacific Coast trade and in- 
formed a reporter for THE JEWELERS’ 
CIRCULAR that the amount of business 
done had exceeded his most optimistic 
anticipations and that he was obliged to 
return to New York for more samples. 

Arthur P. Care, head of the material 
department of the E. W. Reynolds Co., 
and president of the Western Material 
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Dealers Association, announces that the 
quarterly convention of the organization 
will be held here at the Elite banquet 
hall Friday and Saturday, Oct. 15 and 
16. There will be 11 houses of Los 
Angeles and San Francisco represented. 


G. J. Gensler, president of the 
Gensler-Lee Jewelry Co., credit jewelry 
chain organization, returned to the city 
last week from a month’s tour through 
Europe. Mr. Gensler, a diamond expert, 
spent most of his time at the world’s 
diamond centers in Holland, and states 
there will be a big demand for stones 
this year as evidenced in the growing 
demand for gems throughout the world. 

Roy Smith, in charge of the silver- 
ware department at the wholesale house 
of G. G. Voege, Metropolitan Building, 
surprised his friends upon his return 
from his vacation last week, by introduc- 
ing his bride. As soon as he had started 
his recreation spell Mr. Smith and Mrs. 
Mercedes Foley were married. They 
then motored up the Coast for two weeks 
and are now living in a newly purchased 
home in S. Figueroa St. 

“October Diamond Days,” to be cele- 
brated from Oct. 3 to 12, inclusive, has 
been proclaimed by Vice-Presidents A. 
Howard Hall, of Pasadena and F. Pres- 
ton Smith, head of the George Davidson’s 
stores here. The exploitation of dia- 
monds is sponsored by the members of 
the Retail Jewelry Trade Association. 
“In our display windows we shall show 
the process of turning out a diamond 
ring from the original stone, its cutting, 
polishing and all the tools and devices 
used in the process, to the band ready 
for the wearer,” said Mr. Smith. 

The Southern California Jewelers’ Golf 
Club will hold its regular fall tourna- 
ment at the Oakmont Country Club, 
Glendale, Tuesday, Oct. 8. There will 
be about 50 members who will indulge 
in competitive golf. Prizes will be 
offered in low net for 18 and 36 holes 
respectively and for the lowest score 
for the tournament. A consolation cup 
will also be awarded as well as other 
prizes. Luncheon will be served at noon 
and following the afternoon play there 
will be a banquet at the clubhouse, at 
which there will be brief addresses, fol- 
lowed by business. 


Omaha 


The Jewelers’ Guild of Omaha and 
Council Bluffs held its first meeting of 
the fall at the Hotel Conant, following 
a dinner, Thursday evening, Sept. 12. 

O. C. Homan, president of the C. B. 
Brown Co., Omaha, and Mrs. Homan, 
have been in New York and Providence 
the past 10 days visiting some of the 
factories. 

Thomas G. Hammett, formerly in the 
jewelry business at. Burwell, Neb., is 
opening a new jewelry store at Ogallala, 
Neb. He was in Omaha recently pur- 
chasing fixtures and stock. 

Among the out-of-town jewelers in 
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Omaha during the past week were O. C. 
Larson, Kimball, Neb.; George H. Bul- 
lard, Stanton, Iowa; William Millin, 
Red Oak, Iowa; Herman Heitzman, West 
Point, Neb.; Mr. and Mrs. G. L. Jensen, 
Harlan, Iowa; Mr. and Mrs. Terry 
Sullivan, Shenandoah, Iowa; C. N. 
Proper, Nebraska City, Neb., and Harry 
Wolf, Nebraska City, Neb. 

The Oneida Community, Ltd., Oneida, 
N. Y., has just finished a successful 
two-days school at the new Paxton Hotel 
in Omaha. Jewelers, especially the 
women clerks of the jewelry stores of 
Omaha, Lincoln and other Nebraska and 
Iowa points, were invited in to hear 
lectures on silver, witness demonstra- 
tions, learn how the silver pieces are 
made and to receive instructions on how 
to properly set and lay the silver on the 
table for various social occasions. 

Mrs. Ed. Fanske, Pierce, Neb., wife 
of the former secretary of the Nebraska 
Retail Jewelers Association, died at her 
home last week after an illness of more 
than a year. Mrs. Fanske had a fall 
more than a year ago, from which many 
complications developed resulting in her 
death. The funeral was held at Pierce, 
Tuesday, Sept. 3. Mrs. Fanske is sur- 
vived by her husband, one son and one 
daughter. 








Indianapolis 





Otto Graf, jeweler, 149 E. Market St., 
will move to 19 E. Ohio St., in the Hume- 
Mansur building, about Sept. 20. 

Holland’s Reliable Jewelers have 
taken quarters in the new Paramount 
Theater building, 1120 Meridian St., 
Anderson, under the management of 
Joseph Holland, who went to Anderson 
from Chicago, where he was in the 
jewelry business for many years. 

W. A. Southam is the new owner of 
the Pyper Watch Co., this city. Mr. 
Southam and wife are spending several 
weeks in Connecticut. E. E. Akins of 
Cleveland and J. W. Krohme of Cin- 
cinnati are the new outside representa- 
tives of the company. 

Herbert L. Trask has opened a mod- 
ern new jewelry store at 3207 E. 10th 
St. Beautiful wall cases and modern 
show cases have been installed. Mr. 
Trask has been in the jewelry business 
for 27 years and is owner of a jewelry 
store at 129 S. Washington St., Craw- 
fordsville, which has been established 
for a quarter of a century. Virgil S. 
Johnson is in charge of this store and 
Mr. Trask will spend most of his time 
at the Indianapolis store. 








The Chambre Syndicale des Negoci- 
ants Lapidaires de Saint-Claude & 
Region is-the name of the organization 
which has been formed by the Lapidary 
merchants of St. Claude, (Jura) France, 
in compliance with the law of July 1, 
1901. Merchants distant from St. 
Claude can become benefactor members 
or correspondent members. 
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Rings You Will Be Proud to Sell 


ALL PROFIT 


NO STOCK TO CARRY 


Carry one initial ring as sample 
Electros Free 


2 DIAMONDS 4/100 each 


“= Green or White Gold 
Retail Same Price 


Noe ego) Order on five days’ memo. when 
With larger YOu have a sale in sight. Orders 
Diamonds filled same day received. 

4235.00, All emblems and initials en- 
No. 6183 crusted on ruby and onyx on 


Without hand at all times in every finger 
Diamonds size 


$15 Retell Display Emblem Cards for your 
This <@g Reg. Trade Mark window in original colors free upon 
@uarantces you gcouine diamonds, request. 


OLD RINGS MADE NEW 


We repair and rebuild any ring, also encrust any 
initial or emblem on any stone, or furnish new 
stones in all sizes and shapes. 









Prices Reasonable. Prompt Service. Try Us. 





6746—$23.50 List 
HEAVY SHANK 


Genuine one piece, three color, double 
head cameo. Belais white gold (also 
in green gold) 6746—$23.50 List. 

Next size larger stone, $2.00 additional 
BUFFALO JEWELRY COMPANY 


“The Mail Order House to the Jewelry Trade” 
Buffalo, N. Y. 





501 Washington St. 











BRAXMAR BADGES 


STANDARD FOR FIFTY YBARS 
Police—Fire—Municipal 
Badges in All Metals 


FRATERNAL JEWELRY 


C. G. BRAXMAR CO. 
242 W. 55th ST. NEW YORK 











H. ARNOLD & STEINWACHS 
48 Rue du Rhone 
GENEVA, (SWITZERLAND) 


Manufacturers of exclusive table-clocks, fine enameled 
toilet-sets, bonbon boxes, luxury-goods, etc. 











<p \EMS-BAL FOR 
ene DALS UES 


SCHOOL - COLLEGE & FRATERNITY PINS 
INTERBORO MEDAL & BADGE CO., 303 4th Ave., New York 








DIAMANTCLUB ANTWERP 


M. B. RENNEL 


Cables: GERBOBELLA ANTWERP 
SOUTH AFRICAN CONNECTIONS 














EXPERT PEARL RESTRINGING 


Rosemarie Pearl Co. 


132 Nassau Street New York 
Phone Beekman 6881 


PEARLS and STONE NECKLACES 
BEADS of ALL KINDS 





























KLASS @ CO. 


Manufacturing Jewelers 00 . 
Platinum Mountings, Wedding Rings a ey 
and Special Orders Patent . 
Tel. John 5892 New York 


**Baguette-Like’’ 
Patented 0. 8. 4 


49 Maiden Lane 








Fountain Pens, Pencils 
from $.06 each and up 
Elgin, Waltham, Hamilton, Howard watches 7 to 21 
jewels. 
Write for catalog. 


NASSAU PEN & PENCIL CORP. 
111 NASSAU ST., NEW YORK CITY 

















MODERN TAGS 


Time to re-tag your rings, watches, beads, etc., with 
our new up-to-the-minute tags. 
These beautiful tags are made in paper and celluloid 
in all the popular shades, can be marked with or 
without ink. 
Send for illustrated folder and free samples. 

Order direct or thru your jobber. 

UNIVERSAL TAG CO. 

780 South 18th St. Newark, N. J. 








PRACTICAL COURSE IN ADJUSTING 


Price $1.50 





JEWE! ERS PUBLISHING CORPORATION 
239 West 39th St., New York 








PRACTICAL COURSE IN ADJUSTING 
Price $1.50 


JEWELERS PUBLISHING CORPORATION, 


239 West 39th St.. New York 
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San Francisco 


Mrs. J. E. Hecke, wife of J. E. Hecke, 
a watchmaker with Norman & Aurich, 
passed away recently after an extended 
illness. 

A visit to the eastern factories repre- 
sented by the firm is being made by 
S. J. Hammond of S. J. Hammond & 
Co., Jewelers’ building. 

A satisfactory account of business 
conditions in the south has been brought 
back by Fred L. Lee of Fred L. Lee & 
Co., who has returned from southern 
California. 

Stanley J. Beard recently returned 
from the East where he visited the fac- 
tories represented by Kielty & Beard, 
looking over fall merchandise and holi- 
day goods. 

After being connected with his father 
for 12 years, Harold L. Levene, has 
started in business for himself, as man- 
ufacturers’ agent, with an office in Suite 
602, at 704 Market St. 

According to Sam Kierski who has 
just come back from a northern tour, a 
great improvement in conditions is very 
evident, especially in the large amount 
of building now going on in Seattle. 

T. A. Jenkel, doing business as Jenkel 
Jewelers, retailer, who for 23 years was 
in business at 75 O’Farrell St., moved 
recently to 150 Post St. His new up- 
stairs store has attractive wall and show 
cases finished in walnut. 

The store which was remodelled for 
the Pittsburg Jewelry Co., Pittsburg, 
Cal., was opened on Sept. 14. The fix- 
tures are handsome and modern and the 
proprietor, M. Minisian is making his 
first venture in the jewelry business 
after several years devoted to other in- 
terests. 

Al. Goldberger is leaving for a busi- 
ness trip to the South accompanied by 
his bride. Mr. Goldberger is with Max 
J. Newman, manufacturers’ represen- 
tative who has just returned with his 
bride from a motor honeymoon trip 
through the Northwest. Both Mr. New- 
man and Mr. Goldberger are receiving 
the congratulations of their friends. 

G. J. Gensler of Gensler-Lee Jewelry 
Co. has returned with his family after 
a four months’ pleasure trip in Europe. 
Budd Rosenberg, advertising manager 
of the Gensler-Lee Jewelry Co. is now 
visiting the Chicago store of the firm. 
He plans to travel also to the Atlantic 
Coast with the object of continuing his 
survey of conditions which he is now 
making in Chicago. 

Some of the out-of-town jewelers call- 
ing on the trade here during the past 
few days include: Mrs. A. J. Wilkin- 
son, Tracy; Mrs. H. L. Engel, Burlin- 
game; H. C. Jung, of W. C. Lean, San 
Jose; Charles Olson, Gridley; Tom 
Monk, Sacramento; J. B. Bezdeka, 
Sacramento; F. F. Marvin, the John 
Hood Co., Santa Rosa and Frank Heit- 
kemper and son, Portland, Ore. 

The Elgin National Watch Co. has 
opened a suite of offices on the 10th 
floor of 704 Market St. This is the 
headquarters of the Pacific Coast divi- 
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sion of the company, and H. E. Hinrichs 
has arrived from Chicago as Pacific 
Coast division manager of the company. 
Mr. Hinrich’s first assistant is J. J. 
Morse who formerly had offices on the 
fifth floor at 704 Market St., as represen- 
tative of the company in this territory. 
According to Mr. Hinrichs, G. Pattee, 
formerly located in Seattle for the Elgin 
National Watch Co., and R. H. Buck 
who has made his headquarters in Los 
Angeles for the company, will both 
travel out of the Pacific Coast division 
headquarters in this city, as will J. J. 
Morse. 








Milwaukee 





A. C. Fuchs, brother of Gustave A. 
Fuchs, jeweler, Milwaukee, was injured 
in an automobile accident near Bagley, 
Minn., on Aug. 28. Mr. Fuchs suffered 
a broken leg and Mrs. Fuchs received a 
gash above her eye and injuries about 
the body. Both Mr. and Mrs. Fuchs 
are in a hospital at Clearwater, Minn. 

Plans are already under way for a 
fourth Mid-West Market Week in Mil- 
waukee, the third event just having been 
completed. Milwaukee wholesale jewel- 
ers will again participate, according to 
Adolph Possin of the Boshardt-Possin 
Co., who occupied a prominent place on 
many committees arranging for the 
more recent project. 

Among retail jewelers in the State 
who called at local wholesale houses 
during the past week were Otto Boelte, 
Columbus, W. J. Graf, Oscobel, E. E. 
Chady, Whitewater; Howard Bruhy, 
West Bend, and George Armbruster, 
Cedarburg. Business was reported to 
be good in the various sections repre- 
sented by the visitors. 

The new jewelry store of Stark & 
Knobla has been formally opened at 37th 
and North Aves. The establishment has 
a modernistic store front, the first of its 
kind in Wisconsin. The two-toned biue 
tile is custom built with cromium plate. 
Ray T. Stark has been in the jewelry 
business since 1908 and Oscar H. Knobla 
has been closely associated with Mr. 
Stark for many years. 

The Milwaukee District Jewelers 
Club, of which Arthur Bachmann is 
president, held its first meeting of the 
fall season, on Tuesday, Sept. 10. A 
general discussion relating to conditions 
in the jewelry trade took up the major 
portion of the evening. August Keller 
was appointed counsellor for the 
Wisconsin Retail Jewelers’ Association 
at the national convention. The policy 
of the Elgin National Watch Co. was 
also discussed at the first fall meeting, 
and it was. decided to cooperate in the 
nationwide diamond sale from Oct. 3 to 
12. Regular meetings of the local club 
will now take place during the year on 
the second Tuesday of each month. 


’ 








Haden & Roberts, jewelers, formerly 
at 22 W. 4th St., Tulsa, Okla., have 
moved to 524 S. Main St. 
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St. Louis 


The William Mauch Jewelry Co., with 
an uptown store at 204 N. 8th St. and 
the original store at 1436 S. Broadway, 
has been advertising its 52nd Anni- 
versary Sale. The concern was founded 
more than half a century ago, and is 
now in charge of the son of its 
founder. 

The remaining stock of the Kertkamp 
Jewelry Co. store on Locust St. was 
removed last week, following the end of 
the sales inaugurated when the concern 
was sold to the Hess & Culbertson 
Jewelry Co. about two months ago. The 
latter concern conducted the sale in 
order to dispose of as much of the stock 
as possible and is now advertising the 
fixtures intact. 

Business is reported improved with 
the approach of cooler weather and the 
opening of the new fall season. Local 
stores are launching the new season ad- 
vertising campaigns and smart displays 
of jewelry are being shown in store win- 
dows. Wholesalers also report a better 
call for goods with most of the travel- 
ling men still on the road writing up 
holiday orders. Collections are con- 
sidered satisfactory and the outlook for 
the fall trade good. 

Charles Benson, in charge of the store 
of the W. A. Gill Jewelry Co., 431 N. 
Broadway, called on the police last week 
asking them to locate a man who bought 
a diamond ring at the store and tendered 
a $700 check in payment. The buyer 
represented himself as a local business 
man, but when the check came back from 
the bank as being no good, the party 
whose name was used denied he had ever 
issued the check. The authorities are 
now trying to locate the buyer of the 
ring. 

Serious trouble following a storm was 
the cause of a lack of electrical lighting 
in stores and on downtown streets, early 
one morning this week. Taking ad- 
vantage of this condition some enter- 
prising thief hurled a_ paving brick 
through the display window at the store 
of the Peters Jewelry Co., 209 N. 18th 
St., and carried off practically all of the 
contents of the window. An inventory 
by the management revealed a_ loss 
valued at $400. There is no clue to the 
robbers although the police are now 
making a careful investigation. 











Morris Lutto, well known Richmond, 
Va., jeweler and patron of amateur 
sports, was the donor of two wrist 
watches and two silver loving cups 
awarded last Saturday at the close of 
the local amateur baseball season. The 
cups went to the winning clubs in the 
Class AA League and the Richmond 
City League. The watches encased in 
imitation spheres, were awarded the two 
men with the highest batting average 
in each league. Mr. Lutto who is also 
secretary of the Jewelers 24 Karat Club 
of Richmond, personally presented these 
prizes. 











Employes of Chicago Jewelry Con- 
cern Hold Annual Outing 
CHICAGO, Sept. 13.—The employes of 
R. Haefliger & Co., manufacturing 
jewelers, held their annual outing at 
Gurnee, Ill., last Saturday. The party 
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which is strikingly beautiful and differ- 
ent, the Wallace Silversmiths tell of the 
modern trend in the home and its influ- 
ence on the silver services. There is a 
chart of tabie settings which includes 
the correct table silver, individual and 
serving, silver serving dishes, silver 





EMPLOYES OF R. 


left their shop in the Republic Building 
at noon, arriving at the Viking Club ina 
chartered bus at 2 p. m. 

A dinner was served and the afternoon 
was taken up with a ball game in which 
the “setters” played against the “jewel- 
ers.” There was also horseshoe pitch- 
ing and other games. The outcome of 
the ball game was a victory for the 
“setters.” 

A banquet was given in the evening 
at which time Frances Damptz and his 


orchestra furnished music. Mr. Haefliger'’ 


gave an interesting talk which was fol- 
lowed by remarks from the employes 
pledging their loyalty and co-operation 
to the success of the organization. 


* * * 


R. Wallace & Sons Mfg. Co., Issues 
Striking Booklet on the Modern 
Trend in Silverware 


The response from the trade to the 
new Rhythm pattern of flat and hollow 
ware has been gratifying to the R. 
Wallace & Sons Mfg. Co., which has 
been promoting the sales of this new 
and exquisite pattern with a fine group 
of distinctive pamphlets and advertise- 
ments. 

In “The 


Modern Trend,” a_ booklet 


HAEFLIGER & CO., CHICAGO, WHO ATTENDED THE OUTING 


decorative pieces, china, glassware and 
linen for such varied occasions as break- 
fast, luncheon, afternoon tea, informal! 
dinner, formal dinner and buffet and 
supper. The entire pamphlet is executed 
in a tasteful and artistic style, with the 
modernistic motif dominating in bril- 
liant hues and lithographic work, mak- 
ing the booklet a splendid sales help and 
invaluable to the discerning silver pur- 
chaser. 

The Rhythm pattern’s appeal was 
demonstrated in the Aug. 31 issue of 
the Saturday Evening Post where a 
Rhythm set of tableware was used in 
conjunction with the Campbell Soup 
Co.’s advertisement. Rhythm was se- 
lected by the Campbell concern’s artist as 
best expressing the current mode in fine 
table silver ware. The Wallace Silver- 
smiths are featuring Rhythm again in a 
full page advertisement in the Saturday 
Evening Post of Sept. 21, which is well 
timed for the October wedding silver 
shoppers. 

* * * 
Ansen & Co., New York, Commended 
on Issue of Unusual Brochure 

Since issuing their handsome booklet 


entitle. “The Glorification of the Dia- 
mond,” Ansen & Co., importers of dia- 
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monds, 580 Fifth Ave., New York, have 
received many letters of commendation, 
and many requests for copies of the book 
have been received since it was mailed 
to the trade. A description of this un- 
usual book appeared in Sept. 5th issue 
of The Jewelers’ Circular, and the Ansen 
concern has reason to feel proud of the 
praise it is receiving. 
* * cS 
Victor A. Picard & Co., New York, 
Starts National Advertising 
Campaign . 
Victor A. Picard & Co., 7 W. 45th St., F 
New York, have entered into a national 
advertising campaign, using Vogue, 
House and Garden and Art and Decora- 
tion. This concern is advertising its 
well known line of enamel toilet ware 
and specialties. The advertising it is 
understood is creating a great deal of 
interest. 
The Picard concern is also distributing 
an interesting booklet entitled ‘The 


Romantic History of Enamel.” 
* * * 
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Sterling Silversmiths Guild Prepares 
Advertising and Promotional Ma- 
terial for New Purchase Plan 


The Sterling Silversmiths Guild of 
America, at its headquarters, 20 W. 47th 
St., New York, has' prepared for 
jewelers’ use in connection with the 
Sterling Silversmiths Guild Purchase 
Plan, first announced last June, some 
advertising and promotional material 
which is planned to aid the dealer to 
put over successfully the new method 
of having buyers purchase sterling 
silverware out of income. 

The series of advertisements are made 
up in many sizes so as to fit the differ- 
ent newspaper column spaces and the 
dealers’ advertising disbursement bud- 
gets. The Guild is furnishing the mats 
for newspaper cuts free of charge, and 
in case electros are needed will furnish 
them at cost. Two brief but expressive 
folders are designed for use as inclosures 
with statements, as separate mailing () 
pieces, or for customers to take off the 
counter. There is space on the third 
page of the folder for the dealer’s name 
and address to be inscribed. Other helps 
prepared for the jeweler are counter 
display signs and a booklet explaining 
the Guild selling plan in detail. 
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(Continued from issue of Sept. 12) 


E can straighten stud by holding the 

overcoil in tweezer points, close to 
the stud, and bending the stud one way 
or the other with a second pair of tweez- 
ers or the tip of the finger. This, then, 
completes about all we can do for the 
present in the matter of trueing the 
hairspring. What remains to be done 
to perfect it, can be done after the watch 
is assembled. 


E now note the endshake on the 

fork and also if both pallet-stones 
are level. If there is excessive endshake, 
more than enough for freedom, it can 
usually be lessened by slightly bending 
the pallet bridge downwards. Notice if 
both stones are level and that escape 
teeth present their entire thickness when 
passing over the impulse faces of the 
stones. If teeth are higher or lower 
than either stone or present only a part 
of their thickness, if both stones are 
level, then the escape wheel can be 
raised or lowered on its pinion to the 
proper position. Notice if both pallet 
bridge screws hold firmly, and if they do 
no, close the holes with a round faced 
punch or put in a new screw. With the 
fork out, examine both stones a1.d make 
sure they are firm in the shellac and 
that their locking faces are not chipped 
nor smeared with shellac. See that both 
sides of the slot in the fork are well 
polished and make sure that the guard- 
pin is tight. If any discoloration shows 
on the pivots or any sings of roughness, 
polish them well. 


OW we may remove the crown-wheel 

and exposed winding wheel, making 
sure that both screws hold firmly. Try 
the endshake on the barrel-arbor and be 
sure there is enough freedom there. 
Sideshake, too, should be noted and if 
the arbor seems to stick when you lift it 
with the tweezers and let it fall back, 
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(onditioning a Watch 


By Walter Sevrets 


you should open the holes slightly. On 
the other hand, if the amount of side- 
shake is noticeable, enough to allow the 
barrel-arbor to wobble in the holes, you 
should close them. Now the barrel 
bridge is removed and before laying it 
aside make sure the jewels are tight in 
their settings and that the jewel screws 
hold firmly. The winding clutch may 
now be lifted out, taking notice of the 
teeth to see that none are badly worn or 
broken. Now take off the train bridge, 
again noticing jewels and jewel screws 
before laying aside. Lift out the center- 
wheel now and make sure it is staked 
firmly on the post and cannot be turned. 
Note carefully if any teeth are bent and 
also make sure that both bearings are 
well polished. In rotation, take out the 
third, fourth and escape wheels, ex- 
amining them in the same careful man- 
ner before laying aside. If any pivots 
need polishing, now is the time to do 
it. Go back, now, and lift out the 
barrel. Try the endshake and sideshake 
on the arbor in the barrel. Be sure 
there is enough for complete freedom. 
Take off the cover and lift out the arbor, 
noting if the ends of the T protrude 
beyond the outer surface of the barrel. 
If they do, after removing the cover and 
taking out the spring, file them off a 
slight amount. With the mainspring 
out, notice if the coils show any tendency 
to “set.” Unless they open up fairly 
wide, better throw the old spring away; 
a new one will give much better motion 
to the balance. Now try all jewels in 
their settings, burnishing any that are 
loose, and all that remains to be done 
is to remove the lower balance jewels. 
These, too, must be closely examined. 
And when that is done, we are ready to 
clean the various parts. 


WILL not attempt to tell you the 
BEST method for cleaning a watch— 
there are many of them, and they are all 











good. The main point to bear in mind 
is that our objective is to make every 
piece clean. A good brushing in high- 
test benzine or benzol; a cyanide bath 
and a good washing with soap and 
water; a _ rinsing in clean’ water, 
then into alcohol ‘and finally dried 
out in boxwood sawdust, is about as 
good a process as I know of. Then, of 
course, all parts must be well brushed 
to make sure no sawdust remains 
wedged into leaves or teeth and the 
watch is ready to assemble. And don’t 
forget to use pegwood in the jewel holes 
and leaves of pinions and pith on the 
pivots. As a last touch, just for appear- 
ance sake, polish the jewel settings with 
a pointed cork-stopper, mounted on a 
handle and impregnated with fine polish- 
ing rouge. 

Since we are trying to evolve a sys- 
tem for taking down, repairing and as- 
sembling a watch that, by following, will 
make for greater speed, we must have 
a point at which we begin the as- 
sembling process. Personally, I always 
put in the balance jewels as the first 
step, oiling them before going to the 
next step. Be sure both are firmly 
seated and that all jewel screws hold. 
Next, the balance is studded to the cock 
and placed into position and the cock 
screwed down. Although this is con- 
trary to factory procedure, it will be 
found helpful to the average repairer in 
that without the train and upper plates 
in the way to obstruct his vision, he can 
more readily judge if the hairspring lies 
flat, for he can study it from all sides. 
Then, too, when the balance is at rest, 
he can readily see if the roller-jewel 
rests in the center of the space be- 
tween the banking-pins, thereby showing 
the watch to be in beat. Endshake is 
noted here and remedied, bearing in 
mind that there MUST be sufficient for 
both freedom and safety. A safe rule 
to follow is this: grasp the arm of the 
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S.S.White Golds 


are the Standard 


© 


Fineness 


Color 
Working Qualities 


Always 


True 


Always 
© Dependable 


TheS.S.WHITE DENTAL MFG.CO. 


Industrial Division 
152 West 42d St. New York, N.Y. 


Member of J. B. of T. 





Established in 1844 










| We Sell Platinum 
and Gold Solders 
| and do refining } 





























HANDY & HARMAN 












‘Your Shop 
and Factory 


VCEPS 


Containing Gold, Silver, Platinum, etc. 


Results we secure will make you steady patrons of this 
department of our great precious metal-working plant at 
Bridgeport, Conn. 


Send your next lot to— 
HANDY & HARMAN 
Bridgeport, Conn. 


SERVICE PLANTS— 
Providence, R. I.; Fulton and Gold Sts., New York City 
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Forty years of satisfac- 









tory service is a repu- 
tation gained thru 
making fair, satisfac- 
tory returns for old 
GOLD, SILVER, 
PLATINUM, 
FILLED CASES, 
PLATED SCRAPS, 
SWEEPS, ETC. 



















It Pays to 
Ship Direct 


























NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 





ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 


GOLD, SILVER and PLATINUM 
Refiners and Assayers 
709 Sansom Street, Philadelphia 








Established 1845 


10K Solder for 14K Gold 6K Solder for 10K Gold 


JAMES H. DEDERICK’S SONS, Inc. 


Gold and Silver Sheet and Wire 


Also Silver Solder 
44 GOLD STREET 
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balance in the tweezers and if you can 
feel a very slight amount of play as 
you lift upwards, that is sufficient. 


S to sideshake, you should not be able 
to wobble the balance by grasping 
it at either side and rocking it. If 
when you raise the balance the limit of 
its end play and release it, it drops back 
sharply and instantly without any signs 
of binding or sticking, that is evidence 
there is enough freedom. To allow more 
than that amount of sideshake is to take 
unnecessary chances. On the ‘other 
hand, while there MUST be a limit, do 
not overdo the thing. It is permissible 
to allow slightly more endshake and side- 
shake than is necessary but never not 
enough. And one thing more about end- 
shake: don’t bend the cock out of level 
to get the desired amount. If you have 
to do that, the proper remedy is to fit 
a thinner or thicker hole jewel, because 
by bending the cock out of level you 
throw the jewel holes out of line. 


OW we give our attention to level- 
ing and centering the hairspring. 

If you were careful following out direc- 
tions concerning preliminary truing 
when you first removed the balance, 
little will be required to get the spring 
into perfect position now. A _ slight 
twist or bend on the overcoil, close to 
the stud, will probably overcome any 
fault now evident. You may only have 
to raise or lower the stud. But in any 
event, get the hairspring level at 
all points. Now, looking down on the 
spring and using the cock jewel as a 
center, see that no more of the spring 
protrudes on one side of the cock than 
on the other. In other words, that 
the spaces between coils are equal on 
all sides. 

. By bending the overcoil away from or 
towards the cock, this can be ac- 
complished. Then we fit ‘the regulator 
over the dome of the cock, holding one 
segment in place with a finger while the 
other segment is forced down over the 
domé with the point of a piece of peg- 
wood. In putting the regulator on in 
this manner, the regulator should be 
pointing towards the fast in order that 
the pins will come in contact with the 
overcoil as far away from the stud as 
possible; this to eliminate danger of 
bending the overcoil out of position 
should the pins force it down. Some 
watchmakers, most of those at the bench 
in stores, put the regulator on before 
studding the spring to the cock, but in 
the factories it is the opposite. How- 
ever, it is optional with you which 
method you prefer. After the regulator 
is in place, we turn it back and forth 
with the pegwood point and watch the 
overcoil to see that it is not pulled 
towards the cock or forced away from it. 
If it is, the overcoil is not properly 
circled and must be remedied. In other 
words, we must have the overcoil in 
such a position that it is not moved in 
or out when the regulator pins pass 
over its surface. It can be accomplished 
by taking the balance out and truing 
the overcoil nearer the edge of the sprinz 
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or a greater distance from it or, if you 
are proficient, without taking out of the 
watch by manipulating it in or ont. To 
illustrate, if we find the pins pull the 
overcoil away from the cock as _ the 
regulator is swept towards the slow side, 
we push it to that side as far as it will 
go and, using the pins as a leverage, 
force the overcoil in towards the cock. 

We then try sweeping the regulator 
back and forth again and, if the over- 
coil still swings outward, repeat the 
operation. Had the overcoil swung 
towards the cock, we would have bent it 
outwards, away from the cock. But in 
any event, until the regulator can be 
swept from side to side without disturb- 
ing the position of the overcoil, we must 
not let it go. Sometimes after the over- 
coil has been circled and the regulator 
is in place, it will be found that the 
spring is off center. 

This can usually be overcome by 
swinging the regulator towards the fast 
side, letting it stand there, and pulling 
that portion of the overcoil beyond the 
pins away from the cock, if the spaces 
between coils on that side are less than 
on the opposite side, pushing towards 
the cock if they are greater. Lastly, we 
note if the overcoil plays in the center of 
the space between the pins. In this 
particular model the pins were meant 
to be closed against the overcoil so no 
light shows on either side, yet if we 
press the pins apart while the balance 
is rotating we should find the overcoil 
vibrating in the center of the space. 
Until this happens, with the regulator in 
any position, we cannot leave it but 
must make it do it. Don’t bend the pins 
out of upright to center the overccil— 
they must stand straight; better to 
slightly change the position of the over- 
coil towards one pin or the other by 
moving the overcoil in or out from close 
to the stud. By observing at which 
points the overcoil stands against one 
pin or the other and making changes in 
the overcoil by prying out or pressing in, 
at a point on the overcoil between the 
pins and the stud, you can almost 
always center the coil between the pins. 
Until it IS centered, the watch will not 
time as it should. And when we have 
the spring perfectly levelled and cen- 
tered and the overcoil circled and vibrat- 
ing in the center of the pins, then we 
may unscrew the cock and lay it and 
the balance aside until we are ready to 
put it in the watch, knowing it will 
function as it should. 


HE mainspring is now wound into 

the barrel, taking care not to distort 
it and using sufficient oil on the bottom 
of the barrel, the top of the spring and 
in the arbor holes. This done, it may 
then be placed in position on the plate 
and the several train wheels fitted to 
their jewels. The upper plates are then 
put into position and screwed down, the 
freedom of all wheels being noted. Oil 
all jewels now, top and bottom, and put 
crown wheel and winding wheel into 
place. Put a little oil on the under side 


of the crown wheel and in the recess 
where the crown wheel cap fits to make 
If you did not re- 


for easy windine. 
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move the shifting lever, the clutch 
pinion would have been put in place 
before the plates, but if you did, it can 
now be dropped in as can also the wind- 
ing pinion. I find it makes far easier 
winding if a tiny bit of oil is smeared 
over the surface of the engaging teeth 
on the clutch and winding pinion. Set- 
ting wheels and minute wheel may now 
be put in place, using no oil under them, 
and the cap screwed down over them. 

Turn the movement over now and put 
the fork into place, placing a bit of oil 
on the face of each stone before doing 
so, then screw the bridge into place and 
oil the top pallet pivot. I should have 
said that I make it a practice before 
putting in the fork to take a few turns 
on the mainspring and let it run down, 
watching the train as it does so. In 
this manner, any wheel that is out of 
true can be readily seen and remedied, 
if out in the flat, by prying up or push- 
ing down on the wheel out with the 
tweezers. Then, too, if there is com- 
plete freedom and the mainspring is 
snappy, as the power stops the escape 
wheel will be seen to run backwards. 
Unless it does, I always look for a dry 
jewel hole, not enough endshake on one 
of the wheels, or a bad pivot I have 
overlooked. But if the escape wheel 
whirls backward, the fork can be put 
into place as directed and the bridge 
screwed down. 


OW the balance is put into place and 

the cock screwed down and seven or 
eight turns taken on the mainspring. 
First we try the roller-shake—it should 
be equal on both sides. This we deter- 
mine by swinging the balance until the 
roller-jewel- passes out of the slot and 
holding it in that position. Then we 
reach down into the movement, lay a 
point of the tweezers on the fork and 
gently move it from side to side. There 
should be a slight amount of play felt, 
then the balance is swung to the other 
side and the same operation repeated. 
The amount of play felt on each side 
should be the same; and the amount 
you feel is the amount of roller-shake. 
In other words, the play felt—roller- 
shake—is the amount of play between 
the end of the guard-pin and the edge of 
the safety-roller. It can usually be 
equalized by bending the guard pin 
either towards or away from the edge of 
the safety-roller, thereby lessening the 
distance between or increasing it, as the 
case requires. At other times we may 
find the unequal roller-shake is due to 
one banking-screw being turned in too 
far, the other out too far. This we de- 
termine by noting the distance the fork 
travels before it reaches the banking- 
screw on either side after the roller- 
jewel passes out of the slot. That 
distance the fork so travels is the amount 
of slide and should be equal on both 
sides. It is usually equalized by turning 
one or the other of the banking-screws 
in or out as the case requires. In this 
model of watch, not a great deal of slide 
is required, the least amount necessary 
to safety and proper functioning being 
preferable. 

(To be continued) 
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HOOVER & STRONG, INc. 
« Metallurgists ~ 


OFFICE AND WorkKS,119 West TUPPER STREET. 
BUFFALO, N.Y., U.S.A. 















From ALABAMA comes a letter 
which presents a reason why you 
ought to trade with H. & S.: 


“Please send one oz. 20K White 
Gold, three dwt. 18K white solder. 
Your White Gold and solder is 
the best I have ever used. Your 
refining service, too.” 



















We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “it’s the 
Amount of the Check that Counts.” 












a a Crucibles and idioms Clay Goods}, 
Bearing the Dixon Name 


DIXON 


Assay Crucibles 
Wonder Cupels 
Scorifiers 
Muffles 


DIXON-MADE 


There are none better for your metallurgical 
laboratory. DIXON experience in the manufac- 
ture of metallurgical graphite and clay products 
dates back nearly a century. Because of this, 
experience takes the place of guesswork and 
the DIXON name on metallurgical clay and 
graphite goods is your guarantee. 

Let your next order of crucibles, cupels, 
scorifiers, muffles, be DIXON-MADE. Write for 
Booklet No. 77-AA. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City New Jersey 
Established 1827 


x 
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“Tf You Are Not Using 
FULCRUM OILS 


You Are Not Using the Best Oils”’ 


A li 


Experts of the War Depart- 
ment of the United States 
Government say so. 


Experts of some of the largest 
watch factories of the world 


say so. 


Expert watch repairers from 
all over this continent have 


said so for many years. 





Fulcrum Watch, Clock and Chronometer Oils 


meet every requirement of a perfect lubricant. 


Every Material Jobber Sells Fulcrum Oil. 


FULCRUM OIL CO. 


FRANKLIN, PA., U. S. A. 










































and do it right. 


Ask for free 24-page 
booklet that describes 
Hoke Instructions on 
refining precious metal 
wastes. 


Sam W. Hoke 


Jewelers Technical - 


Theres luiried rreasupe view Co. 
in your shop - Co-op. with "HOKE, Ine 











™Protection Ring Guard 
For thin rings get our num- 


ber 0. It is a new addition 
to our regular sizes. 


The Lion Safety Pin Clutch Co. 
20 W. 22nd St., New York 





Pat. May 35, 1928 











PRACTICAL COURSE IN ADJUSTING 


Price $1.50 


JEWELERS PUBLISHING —— 
239 West 39th St.,. New Y. 
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United States Patents 
Issue of Sept. 10, 1929 


1,727,531. WATCH CASE. 
London, England. Filed Sept. 19, 
oie 220,539, and in Switzerland 
21, 1926. 1 Claim. 

A shaped watch case of the type set forth 
comprising in combination an outer frame of 
the required shape provided with a round 
opening, a circular box member adapted to 


1927. 
Sept. 














contain the movement and to fit within the 
said round opening and provided with screw 
threads, and a back and bezel adapted to 
screw one on each side on to the threads on 
the circular box member to clamp the outer 
frame between the said back and bezel, the 
said back and bezel having inwardly turned 
knife edges adapted to press upon the sur- 
face of the outer frame when the back and 
bezel are screwed into position. 


DESIGNS 


79,396. FINGER RING. JosPH 
St. Louis, Mo., assignor to 





C. WEILER, 
Brauman- 


SNR Shae sm 








==p 


Recs atie een 


Massa Jewelry Co., St. Louis, Mo. Filed 


Feb. 20, 1929. Serial 30,143. Term of 
patent 7 years. 


79,383. WEDDING WALTER PELS, 


RING. 









> 
— 9 59.2 
oY = Yaw aes "5 
Sind 








New York. Filed May 3, 1929. Serial 


31,088. Term of patent 14 years. 


SPOON OR —_ rota = 
LEECH, East Hav Conr 
to International Silver Co., 


79,376. 
HILTON 


signor "Me - i- 











A 


1929. Serial 


years. 


Conn. Filed April 4, 
Term of patent 7 


den, 
30,759. 


79,390. CLOCK CASE. 


ALBERT F’.. SAUNDERS, 





fens Ke 


Hans WILSDORF, 
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Syracuse, N. Y., assignor to T. N. Bene- hereby disclaimed apart from the mark 
dict Mfg. Co., East Syracuse, N. Y. shown. 
For Watches. 
Claims use since Feb. 1, 1928. 
Ser. 286,569. JAEGER WatTcH Co., INc., New 
York. Filled July 3, 1929. 
Applicant makes no claim to the words 





P ‘e ry 
( 4 bt 
4 S) \) 


SAT 


























“Quality Commands Attention” apart from 
the mark shown. 

For Watches and Clocks. 
about June 13, 1929. 


Filed April 22, 1929. Serial 30,981. Term 


of patent 3% years. 


79,389. CLOCK CASE. ALBERT F. SAUNDERS. Claims use since 
Syracuse, N. Y., assignor to T. N. Bene- 
Ser. 286,570. JABGER WatTcH Co., INc., New 
York. Filed July 3, 1929. 














For Watches and Clocks. 
Claims use since about June 13, 1929. 
Ser. 287,065. 3ros., New York. 
Filed July 


of patent 3% IEJ # 


United States Trade-Marks For Watches and 
Issue of Sept. 10, 1929 Claims use since 

The following trade-marks are published Ser. 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “‘pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 
fee of $10 must accompany 
opposition. 





ee H 
1929. 





dict Mfg. Co., East Syracuse, N. Y. 
Filed April 22, 1929. Serial 30,980. Term 


years. 





Movements. 
April 1, 1928. 


287,725. 


Filed July 26, 


Country Club 


For Clocks and Watches. 
Claims use since June 13, 


WESTERN CLOCK Co., Peru, IIl. 


1929. 


1929. 
of said Act a 


each notice of Inc., New 


Ser. 287,955. BuLova WATCH Co., 


York. Filed Aug, 1, 1929. 
Ser. 283,033. Ds NaTALE JEWELRY Co., New 


* 
York. Filed April 26, 1929 ircra t 
6 


RO For Wrist Watches. 
Claims use since Sept. 18, 1928. 
Ser. 287,956. BuLova WaTcH Co., INc., New 
York. Filed Aug. 1, 1929. 
MAI At Que en 


‘‘Watches,” which 
mark, is 












For Wrist Watches. 


Ownership of the word : ; b 
Claims use since Sept. 


appears on the drawing and the 18, 1928. 
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Lhe Importance of a Representative Trade Association 


(Continued from -page 57) 


the kind of backing from entire industries for our asso- 
ciations that will make it possible for us to meet effectively 
these difficult problems of overproduction, price-cutting 
and so forth, and that in a perfectly legal way. 


DIFFICULT ECONOMIC PROBLEMS ON A_ LEGAL 


BASIS 


MEETING 


Reference has been made to the fact that the question is 
being asked constantly as to whether we can meet these 
serious problems of overproduction, price-cutting, in- 
vasion of sales territory and wasteful and harmful prac- 
tices that are making for unfair competition and unsatis- 
factory business in a perfectly legal way. 

How can we meet these serious problems legally? 
Through constructive work of the trade association, and 
only through that agency, at this time. If you and the 
members of other trade associations throughout the 
country will recognize the fact that you are no longer a 
loosely-organized and perhaps a semi-social organization 
but rather that you are a closely-knit organization be- 
coming an industry-wide corporation, and if on the basis 
of real confidence in each other and in your association 
you will put into the hands of your association staff the 
intimate information as to your individual business that 
they must have if they are to develop an effective indus- 
trv-wide business statement, then the development of 
such a statement for your industry as a whole should 
allow the individual business man to form his own judg- 
ments as to his production program, as to the price he 
must charge to make a profit, and as to his market, 
whether he shall continue to operate in a national market 
o~ whether he needs to confine himself to a local market. 
Experience is proving that if you will put yourselves 
solidly back of your organization, giving to the staff the 
information they need along statistical. cost and 
other lines, that you should be able, through your asso- 
ciation, to develop a business information service, a busi- 
ness picture that should simplify the formation of sound 
individual judgment as to production program, price and 
market, 


RETTER BUSINESS THROUGH BETTER TRADE RELATIONS 


There is another activity which is very much before us 
in association work today. An activity which is a tangible 
service, a tangible effort of very great importance, and 
that is concerted action through our trade associations 
in the elimination of wasteful and harmful practices mak- 
ing for unfair competition within the meaning of the 
law, or practices which we know to be uneconomical and 
unsound from a business standpoint. 

It should be of very great interest to discuss briefly 
what is being done in American industry in removing 
these unfair and unbusinesslike practices and what the 
effort is meaning to industry. We know that industry is 
carrying a heavy burden of expense as a result of prac- 
tices that have grown up easily and insidiously often to 
the point where the industry has become the victim. 

In one industry which, though not a large industry yet 
is an important one, doing a gross annual business of 
about $60,000,000, one unfair practice, closely allied to 
commercial bribery, grew up within the industry and 
finally reached the point where the industry had to recog- 
nize it. Therefore, the industry got together, agreed to 
eliminate that practice, went through a trade practice 
conference under the Federal Trade Commission, and re- 





lieved themselves of that practice. In doing this the in- 
dustry made a careful estimate of what that one practice 
was costing them. Their conservative estimate was that 
this one practice was costing them a million dollars a 
year out of a gross business of sixty million. 

We are now working in the national chamber with some 
18 different industries, helping to define these bad prac- 
tices, helping to bring the industries together and into 
agreement to eliminate them and, where necessary, help- 
ing the industries on through a trade practice conference 
under the Federal Trade Commission. 

Once in a while as we sit in with representatives of an 
industry, and as we present the values that would accrue 
to them in getting rid of these practices, they say: “We 
don’t have any of them.” Then we refer to harmful prac- 
tices that exist in other industries and they say: “Sure, 
we have those.” We haven’t yet found an industry where 
there are not practices that are making either for unfair 
competition or for conditions that are uneconomical or 
unbusinesslike. 

Here are a few of these bad practices that exist in dif- 
ferent industries: price discrimination, secret rebates, 
misrepresentation, deceptive advertising, including breach 
of contract, misbranding, selling below cost. These prac- 
tices which are often putting such burdens on industry 
are being eliminated from industry steadily today through 
trade practice conferences under the Federal Trade Com- 
mission. 

It is increasingly apparent that one of the most con- 
structive things that can be done through our trade asso- 
ciations today—and it might be carried out in such a way 
that it would be very helpful to you—is the elimination 
of some or all of these wasteful and harmful practices. 
And certainly they don’t all exist in your industry. Yet 
what a fine, constructive thing it would be for your in- 
dustry if you could eliminate such practices as may be 
harmful and may be costing your industry real money 
+hat doubtless you need to retain in your business. 








Address of President Frasier 
(Continued from page 61) 


offices, to produce for you, at a minimum of cost, all the 
information which can be assembled relative to the past, 
and on which you can base your plans for the future. 

Additional workers will be eventually needed at our 
headquarters and field men will eventually be required to 
carry the message to the jeweler all over this country. 

The interest and cooperation of the Department of 
Commerce is indicated by the attendance of James W. 
Millard, chief business specialist of the Bureau of Foreign 
and Domestic Commerce, and the presence throughout 
this convention as an unofficial observer of W. G. Jamison 
of the Chicago office of the United States Department of 
Commerce. 

In conclusion let me say that this A. N. R. J. A. is yours 
and mine; each and every one of us has a voice in its 
affairs. It is a truly democratic American organization; 
no clique, no clan; no special individual dominates it or 
should dominate it. The success of the national associa- 
tion depends upon the success of the state associations. 
When you have destroyed the state associations you will 
destroy the national and bring the jewelry industry of 
this country into serious jeopardy. 
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Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 





Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 








STENOGRAPHERS,  bookkeepers, typists, 
clerks furnished, no charge. Fulton Agency, 
93 Nassau St., Cort. 5051, New York. 





JEWELER, also set stones; 
South preferred. A. B. Kit- 
Wichita Falls, Tex. 


ENGRAVER, 
first class; 
chens, 712 8th St., 


YOUNG LADY, stenographer, general office 
worker, experienced in jewelry line. Ad- 
dress “X., 3443,” care Jewelers’ Circular. 





YOUNG MAN, watchmaker and salesman, 
married, desires position with reliable con- 
cern; Connecticut preferred. Address “‘A., 
3132,” care Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, plain en- 
graver, graduate Bowman Technical School, 
single, 15 vears’ experience; $35 per week 
to start. Milton Miller, New London, N. C 





JOBBING JEWELER and engraver, 17 years’ 
experience, best of reference, desires place 
with first class house. Address “Q., 3254,” 
care Jewelers’ Circular. 





YOUNG MAN, 22, desires any position open; 
four years of wholesale and two years of 
retail gaa : best of references. Ad- 
dress “L., 3295,” care Jewelers’ Circular. 





WATCHMAKER, ENGRAVER and jewelry 
repairer who can wait on trade; can give 
best of references: five vears’ experience. 
Theo. Toensing, Nashville, Illinois. 





ENGRAVER, first class workman on silver- 
ware and jewelry, would like permanent 
position with good firm. “W. W.,” No. 1125 

E. Stafford St., Gtn., Philadelphia, Pa. 








WATCHMAKER, first class mechanic, Swiss 
and American watches, employed, prefer a 
change ; salary $60 per week. Address 

“L., 3339,’ care Jewelers’ Circular. 





YOUNG MAN, eight years’ all around ex- 
perience in wholesale jewelry and novelty 
house, wishes permanent connection. Ad- 
dress “J., 3338,” care Jewelers’ Circular. 





HIGH GRADE Swiss watchmaker competent 
on all makes, sizes and grades, 20 years’ 
experience, desires a change. Address 

¥.. 3391,” care Jewelers’ Circular. 





YOUNG MAN, age 22, employed during day 
wholesale jewelry firm, seeks position eve- 
nings in jewelry store. Address ‘H., 3387,” 
care Jewelers’ Circular. 





YOUNG MAN with three years’ experience 
in the jewelry line is desirous of making 
connection with a reputable firm. Address 

3379,” care Jewelers’ Circular. 





YOUNG MAN, 23, six years of retail jewelry 
selling, desires position with reputable 
store or wholesale concern; references. M. 
Lewis, 34 W. 94th St.. New York. 





YOUNG LADY, has had several years’ ex- 
perience general office routine, typist, de- 
sires position. Address “N., 3429,” care 
Jewelers’ Circular. 





YOUNG MAN, 23, second watchmaker and 
clockmaker, selling ability, A-1 reference, 
desires position in large city in Texas, Ad- 
edress “M., 3427 care Jewelers’ Circular. 





HEAD WATCHMAKER seeks permanent 
position with a good concern; prefer Man- 
hattan or vicinity. Address “T., 3440,” 
care Jewelers’ Circular. 





REPAIR DEPARTMENT MANAGER, good 
inside man, available for wholesale watch 
house ; highest references. Address ‘“‘L., 
3471,” care Jewelers’ Circular. 








SALESMAN, experienced calling on material 
jobbers throughout country, seeks live line; 
A-1 references. Address “M., 3472,” care 
Jewelers’ Circular. 


YOUNG MAN, 19, neat appearance, desires 
position in loose diamond or wholesale 
house ; high school graduate. Address 
“V., 3486,” care Jewelers’ Circular. 


SALESMAN-MANAGER, 20 years’ experi- 
ence, at present connected, desires change; 
available at once; cash or credit. Address 
“Z., 3447,” care Jewelers’ Circular. 








EXECUTIVE, experienced in every branch 
of the instalment jewelry business, seeks 
connection with responsible outfit. Address 
“W., 3442,” care Jewelers’ Circular. 





WATCHMAKER desires 
position in Philadelphia ; specialize on rail- 
road and wrist watches; interview solicited. 
Address “B., 3451,”’ care Jewelers’ Circular. 


EXPERIENCED 





FIRST CLASS ENGRAVER, valuable assist- 
ant to watch department, American store, 
New York State or adjoining: experi- 
enced: best reference. Hervieux, North 
Fair Haven, N. YY. 





BOOKKEEPER AND STENOGRAPHER, 
thoroughly experienced in jewelry line: 
can handle complete set of books, trial 
balances, ete. Address “H., 3336,” care 
Jewelers’ Circular. 





YOUNG MAN, 20, wishes to connect with 
large credit store, assist generally and 
help as junior salesman; tall, neat appear- 
ing; reference. Address “P., 3343,” care 
Jewelers’ Circular. 





YOUNG MAN, 20, neat appearance, desires 
to make change for better advancement, 
loose diamond or jewelry house; expe- 
rience; best reference. Address “O., 3342,” 
care Jewelers’ Circular. 





YOUNG LADY, seven years’ experience in 
retail jewelry store, wishes permanent posi- 
tion; reliable and conscientious worker; 
a references. Clarice Burnett, Sullivan, 
nd. 





SALESMAN, well acquainted, thorough 
knowledge and value of wholesale dia- 
monds; responsible opening only  con- 
— Address “R., 3400,” care Jewelers’ 
Circular. 





EXPERIENCED SALESMAN, rings. cos- 
tume, general line; reputable houses: draw- 
ing account: Philadelphia, New York, New 
Eng land. Address “A., 3365,” care Jewel- 
ers’ Circular. 





YOUNG LADY, experienced, knowledge of 


stenography, typewriting and assistant 
bookkeeping; _ best heme a a ace 
office preferred. Address “H., 3378,” care 


Jewelers’ Circular. 





SALESMAN, instalment, well experienced all 
branches credit jewelry business; will go 
out of town: now employed; free October 
ee Address “B., 3366,” care Jewelers’ 
Circular. 





YOUNG LADY, 30 years old, seven years’ 
office detail experience in high class retail 
and wholesale concern; knowledge of ste- 
nography. Address “G., 3386,” care Jewel- 
ers’ Circular. 





WATCHMAKER desires permanent position 
in New York or vicinity; can also do 
jewelry repairing and selling; best refer- 
ences. Address “G., 3377,’’ care Jewelers’ 
Circular. 





ENGRAVER, married, with experience on 
carving, cutting for enamel, ornamental 
and lettering, wishes a steady position, in 
or out of New York City. Address “F., 
3385,’ care Jewelers’ Circular. 


CERTIFIED WATCHMAKER, 34, sixteen 
years’ experience, seven years with present 
employer, manager of store for past two 
years, desires change. What have you? 
Address “S., 3376,’’ care Jewelers’ Circular. 








WATCHMAKER, 15 years’ experience, all 
grades and Swiss wrist watches; can take 
in and deliver, etc.; selling experience ; 
steady work only ; A-1 references. Ad- 
dress “E., 2848,” care Jewelers’ Circular. 





EXECUTIVE AND SALESMAN, 14% years’ 
retail experience, invites offers; can take 
complete charge of store if necessary; only 
interested in good future. Address “P., 
3257,” care Jewelers’ Circular. 





A-1 WATCHMAKER desires permanent posi- 
tion with firm appreciating better grade of 
work; I worked in high class places and 
wish to change my position; age 48. Ad- 
dress 20-75 9th Ave., Astoria, L. L, N, Y. 





SALESMAN, EMPLOYED NOW, desires 
steady position reliable retail or credit 
house; wait on trade, give estimates on 
new work and repairs; A-1 reference. Ad- 
dress “E., 3278,” care Jewelers’ Circular. 





SALESMAN, good all around Neg oe man, 
at present with reputable New York credit 
house, wants to change: will consider out 
of town proposition. Address “D., 3368,” 
care Jewelers’ Circular, 





JEWELER AND DIAMOND SETTER, many 
years’ experience on all classes of work 
in both store and factory; store shop pre- 
ferred. “Jeweler,” 920 N. 13th St.. Waco, 
Texas. 





BOOKKEEPER AND STENOGRAPHER, 
young lady, six years’ experience with 
manufacturing jewelers; competent, full 
charge ; excellent references. Address “F., 
3431,” care Jewelers’ Circular. 





JEWELER, young man, 27, very good on fine 
platinum work, also bracelets, wishes job 
with first class firm; also capable oy 
charge as foreman. Address “W., 3408, 
care Jewelers’ Circular. 
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SITUATIONS WANTED—Continued 








FINE WATCHMAKER wishes position with 
highly experienced on all makes: 


good firm: 





best references: can take full charge; 
salary $60. J. Herman, 406 Liggett Bldg., 
Detroit, Mich. 

SALESMAN with well established following 
jobbers and retailers, large and small 
towns Middle West, South and Pacific 
Coast, desires permanent connection. Ad- 
dress 3414,” care Jewelers’ Circular. 





ASSISTANT 
young man, 


watchmaker and clockmaker, 
24 


selling experience, will fur- 


nish best recommendations, desires position 


in 


342 


New 
care 


6,” 


York 
Jewelers’ 


or vicinity. 


Address “L., 
Circular. 





YOUNG MAN, 


state credit 
connections 
York 
Address “X., 


City 


or 


jewelry store, 
with 


34909,” 


formerly associated with up- 


desires to make 
store situated in New 
vicinity; salary secondary. 
care Jewelers’ Circular. 


SALESMAN ; jewelry salesman, 18 years’ 
experience, desires to represent manufac- 
turer in New York City and eastern ter- 
ritory ; unquestionable references. Address 
“O., 3479,” care Jewelers’ Circular. 





POSITION AS WATCHMAKER wanted by 
Oct. 15; factory, store and shop experi- 
ence; $60 per week; expert on bracelet 
work: American, age 39: references A-1; 
if you want a reliable man answer at once. 
Address “K., 2232,” care Jewelers’ Circular. 





YOUNG LADY, five years’ experience with 
manufacturing jewelers, reliable and con- 
scientious, thoroughly experienced in every 
branch of jewelry, full Saene orders, re- 
pairs, ete. Address “R., 3298,” care 
Jewelers’ Circular. 





ALERT YOUNG MAN, acquainted with 
salesmanship, window dressing, estimating 
special order work and repairs, desires 
connection with a reputable concern in 
New York City. Address “D., 3333,” care 
Jewelers’ Circular. 





YOUNG 


perience, 
sale 
erences. 
wealth Ave., 


house ; 


MAN, 
desires 
salary 
Address L. 
Bronx, N. 


24, eight years’ 


retail ex- 

any position with whole- 

no object; best of ref- 

Heller, 1311 Common- 
Y 





YOUNG 
soon; 
pairing, 
work: = good plain engraving. 

920 S. 


maker, 


MAN, 
have 
stone 


21, 
complete 


must have position 
in jewelry re- 
watch 
“Watch- 
Illinois. 


single, 
course 
setting, elementary 


University, Peoria, 





YOUNG 
experienced 
trial 


books, 


present. 
Circular. 





YOUNG MAN 


LADY, 
to 
balances, 
Address “C 


’ 


executive ability, 
salesman and window dresser, 


BOOKKEEPER, thoroughly 


complete set of 
etc.; employed at 
x., 3149,” care Jewelers’ 


handle 


experienced 
wishes con- 


nection with a high class reputable con- 





cern. Address “H., 3466,” care Jewelers’ 
Circular. 

WATCHMAKER, JEWELER, flat top dia- 
mond setting and engraver, age 34, 15 
years’ experience, neat appearance, A-1 
reference; must be permanent. Address 
“C., 3465,” care Jewelers’ Circular. 


RETAIL 
can trim windows and manage store, pres- 


entl 
erer 


Circular. 


scientious 
experience 
sale jewelry 


care Jewelers’ Circular. 


y employed, 
Address 


1ces. 


SALESMAN, 


YOUNG LADY 


worker ; 
in order department 
house. 


BOOKKEEPER 


experience 


handle 


best references. 
Jewelers’ 





THOROBRED 
retail line, 


in 


complete 


full charge of 
ecard writing; 


“Es 


SALESMAN, 
selling 
jewelry and wé utches, can manage and buy 
best of reference. 


in 


3474,” 


SALESMAN, 
can estimate special order work, 
window trimming and show 
all around 
care Jewelers’ 


14 years’ experience, 


best ref- 
Jewelers’ 


desires change; 
“S., 3438,” care 


a position; con- 
had five years’ 
in whole- 
“K., 3469,” 


wishes 
have 


Address 





ND TYPIST, four years’ 
the jewelry trade; can 
set of books; furnish 


Address “T., 3484,’ care 


Circular. 


experienced in 


man. Address 
Circular. 





RETAIL, 15 years’ experience 


loose 


satisfactorily ; 
care Jewelers’ Circular. 


ei, 





YOUNG MAN 
as 


3470,’ 


facturer 


position 


dress 


“N., 


and mounted diamond 


Address 





21, 
stock, 
clerk, also experienced with loose 
with stone house preferred. 
3476,” 


three years with manu- 
shipping and _ record 
stones ; 
Ad- 


care Jewelers’ Circular. 





YOUNG 
perience, 


MAN, 
at 


watch house, 


position ; 
3467,” 


“J, 


excellent 
care 


seven years’ 
present 
desires responsible 


all around ex- 
known 
inside 
Address 


nationally 


references. 
Jewelers’ Circular. 


A-1 ALL AROUND MAN in diamond set- 
ting, manufacturing, repairing, carving 
and chasing, some engraving: can furnish 
the very best of references; must be per- 
manent and steady. Address “R., 3308,’ 
care Jewelers’ Circular. : 





PAWNBROKER CLERK, 
educated, familiar with all 
capable of manag- 
best of refer- 
Chatta- 


EXPERIENCED 
age 25, well 
phases of the business, 
ing store, excellent salesman ; 
ences. S. K. Soloff, 1811 Oak St., 
nooga, Tenn. 





wishes connection in silver- 

years’ experience with 
capable of taking charge 
departments; best 
3390,” care Jewel- 


YOUNG MAN, 25, 
ware line; seven 
reputable house; 
of office, repair or order 
references. Address ‘‘M., 
ers’ Circular. 





ENGRAVER, long experience letter and mod- 


ern monograms, desires store position 
where first class workmanship is desired ; 
$60; married; Middle West or Southwest 


preferred. Address ‘‘S., 3403,” care Jewel- 
ers’ Circular, 


A FEW MONTHS’ WORK WANTED in 
Eastern jewelry and watch repair shop, 
by e xper ienced jeweler, to get some “inside 
dope” in order to start own shop; small 
wages. Address “G., 3417,”’ care Jewelers’ 
Circular, 








excellent on bracelets, 
all sizes; fine refer- 
Massachusetts 
state salary. 


WATCHMAKER, 
Swiss and American, 
ences; 20 years’ experience; 
optometrist; go anywhere; 





Minot Daniels, Watchmaker, Rockland. 
Maine. 

WANTED, POSITION as assistant watch- 
maker, by young man of 21; can also wait 
on trade and dress windows: at present 
employed, but desires to make change; 
best of references. Address “E., 3413,” 
care Jewelers’ Circular. 





DESIGNER, wax modeler, 
able to produce original 
had foreman’s ex- 


FIRST CLASS 
practical jeweler, 
ideas, familiar toolwork, 





perience, desires position, New York City 
or Newark. Address “D., 3412,’’ care 
Jewelers’ Circular. 

SALESMAN, retail, Christian, past 18 years 
in charge diamond department large store, 
Metropolitan district, seeks position New 


used to special order work, etc. : 
Address “Salesman, 3407,” 
Circular. 


York City: 
references. 
care Jewelers’ 





YOUNG LADY, 25 years of age, high school 
graduate, expert stenographer, assistant 
bookkeeper, eight years’ experience, capable 


and thoroughly experienced. Julia Hoff- 
man, 211 No. 4th St., Brooklyn, N. Y. 
Greenpoint 7717. 





DESIGNER, first class, with thorough knowl- 
edge of the manufacturing of fine jewelry, 
would like to make connection with a house 
of integrity: have following in trade; 
would take care of any department. Ad- 





| 


BOOKKEEPER, STENOGRAPHER, 12 


years’ experience Vv: irious lines, two years 
with importers of watch movements, capa- 
ble handling complete set; reliable. con- 
scie ntious. Address “V., 3441,” care 


Jewelers’ Circular. 





BOOKKEEPER-SECRETARY, full charge; 
note specialist, executive ability, thor- 
oughly experienced, absolutely dependable, 
highly qualified; 8 years with leading 


watch concern. Address 
Jewelers’ Circular. 


“a, C81. 


care 





YOU NG LADY, bookkeeper- stenographer, 10 
years’ experience, 5% years with watch 
importers; take full charge; thoroughly 
competent and reliable; highest credentials 
furnished. Address “Bp 3462,” care Jewel- 
ers’ Circular. 





YOUNG MAN, 30, intelligent, competent, 
thoroughly experienced executive and 
salesman; semi-precious stones; costume 


jewelry and watches; desires to: affiliate 
with reputable organization. Address “F., 
3463,” care Jewelers’ Circular. 





ENGRAVER, with 
grade retail stores, 


long experience in high 
will take three months 





holiday position; skilled man on inscrip- 
tions and monograms; East central or 
South; best reference. Address “Graver, 
3445,” care Jewelers’ Circular. 

BUYER; experienced jewelry buyer thor- 
oughly qualified to assume full charge of 


and engraver, age 34, 15 
either wholesale or retail 
excellent references. Ad- 
care Jewelers’ Circular. 


mond setting, 
partments, in 
organization ; 
dress “P., 3478,” 





DIAMOND SETTER, 
and repairer,,;.14 years’ 
experience; married, age 29, steady: best 
references; must be permanent; last posi- 
tion four years foreman of Milwaukee trade 
shop. Address “G., 3373,” care Jewelers’ 
Circular. 


special order worker 
shop and store 





A-1 WATC — BR desires permanent posi- 
tion; 24 years’ experience, can handle all 
grades of wate h ‘work, ean furnish refer- 
ence and come on short notice, or would 
ad watch repair shop if priced right. 

A. Brandenburgh, 1506 E. Randolph, 
E nid, Okla. 


A POSITION OF TRUST is desired by a 
person able to manage office and wait on 
trade; understands handling of imports, 
finances, bookkeeping, cost accounting, 
stenography and all office See unquali- 
fied references. Address “E., 3456,” care 
Jewelers’ Circular. 





sixteen years’ experience, 
American and Swiss watches, age 34, 
American born, married, neat appearance, 
A-1 reference; permanent position only, or 
would consider doing watchwork on com- 
mission basis in store only. Address “G., 
3464,” care Jewelers’ Circular. 


WATCHMAKER, 





COMPETENT Swiss watchmaker wants posi- 
tion with first class concern only; the one 
who does not handle high grade Swiss 
merchandise and does not appreciate a 
real mechanic need not answer; no watch 
too small or too complicated; give all par- 
ticulars in first leter. Address “C., 3023,” 
care Jewelers’ Circular. 





and sales- 
executive 
store as 
or repair 


EXPERT watchmaker 
man of the highest type. with 
ability, desires change in fine 
salesman and manager of store 
department; American, married; good ref- 
erences; pleasant and tactful; state what 
you have to offer. Address “Salesman,” 
1635 Worth St., Ft. Worth, Texas. 


A REAL 





EXPERT WATCHMAKER, JEWELER, flat 
top diamond setter, all round engraver on 


anything: position permanent, first class 
store only: top notch wages; state what 
willing to pay; open about Oct. 15; South 


look for plenty fine 


or Florida preferred ; 
Address “P., 3395,’ 


engraving year round. 
care Jewelers’ Circular. 
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SITUATIONS WANTED—Continued 








YOUNG MAN, eight years’ experience as 
assistant manager, salesman with Swiss 
watch importer, thoroughly conversant 
with office routine, picking and following 


up orders, supervision of watchmakers, 
and knows materials; honest and con- 
scientious worker; best of references. Ad- 
dress “‘N., 3473,” care Jewelers’ Circular 





SITUATION WANTED as designer and 
modeler or as partner in a jewelry manu- 
facturing business; I was a_ successful 
salesman on Fifth Ave., New York, but 
became a teacher of jewelry designing and 
making: now I am again ready for busi- 
ness; let’s build up one of the finest fac- 
tories in town. Cc. A. Jakobb, 217-01 
Bayside Blvd., Bayside, L. I SS 4 








Lines Wanted. 


5e. a word; minimum charge, $1.25 








LINE or fine 


better class 


DESIRES SIDE 
mountings to sell to 


SALESMAN 
platinum 


retailers and jobbers of New York and 
Eastern cities on commission basis. Ad- 
dress ‘Q., 3437,” care Jewelers’ Circular. 





I AM FOR MYSELF in the wholesale Swiss 
watch business; I have a following, 
and drive a car, therefore, I am well able 
to take care of a _ non-conflicting line 
Address “S., 3483,’ care Jewelers’ Circular 


good 


WANTED for territory lines in- 
cluding sterling flatware, card and cig- 
arette cases, pierced novelties; now cover- 
ing Alabama, Georgia, Mississippi. Tennes- 
see and Florida, calling on retailers and 
department stores. Address G. Kuhlo, Box 
1214, Montgomery, Ala. 


Southern 








Side Lines. 


5c. a word; minimum charge, $1.25 








SALESMAN to carry as side line, white gold 
line of ladies’ mountings, to jobbers in 
Middle West, on commission basis. Ad- 
dress “J., 3468," care Jewelers’ Circular 





SALESMAN, for Middle West and Southern 
territory, to carry side line of popular 
priced costume, chanel and _ rhinestone 
jewelry for department store trade only. 
Address “J.. 3314," care Jewelers’ Cir- 
cular, 





WANTED, SALESMEN with a following 
among the best class of jewelers and 
department stores, to carry as a side 
line one of the very best lines of cut 
and gold encrusted glassware in the 
United States; salesmen who cover 
their territory in a machine preferred ; 
New England, New York and Middle 
Western States now open; give refer- 
ences in first letter. Address “C., 
3367.” care Jewelers’ Circular. 








Help Wanted. 


Se. a werd; minimum charge, $1.25 





experienced, first class watch- 


WANTED, 
Apply Jos. Gumm, Jackson, Mich. 


maker. 





BOY WANTED for shipping department, 
mail and express; experienced. Fred 
Kaufman, 576 Fifth Ave., New York. 





and to 


STENOGRAPHER, 
kred 


repair department. 
Fifth Ave.. New York. 


LADY. | 
charge of 
576 


YOUNG 
take 


Kaufman, 











WANTED, EXPERIENCED SALESMAN 
for retail store. Apply Bond Jewelry Co., 
132 E. 14th St., New York. 

WANTED, first class watchmaker; steady 
employment. Milo R. Williams, 120 S 
Main St., Butler, Pa. 


JEWELER, experienced on white gold and 
platinum wedding rings; steady position. 
Address “C., 3455," care Jewelers’ Circular 


COMBINATION MAN, clockmaker, engraver 
and other branches; references and details 
in first letter. Ward’s, 23 Main Street, 
Yonkers, N. Y. 





and optician 
optometrist’s 
Jackson, 


COMBINATION watchmaker 
wanted; must have Michigan 
license. Apply Jos. Gumm, 
Michigan. 





setter ; 
particu- 


3282,” 


ENGRAVER and 
steady position, South: send 
lars in first letter. Address 
care Jewelers’ Circular. 


stone 
full 


"Dis 


JEWELER, 





WANTED to assist in retail 
jewelry store; must know how to take care 
of stock; reference required. H. L. Gross 
& Bro., 164-05 Jamaica Ave., Jamaica, N. Y 


YOUNG MAN 





WANTED, watchmaker and engraver; state 








experience. and send references in _ first 
letter. Address Ries & Armstrong, Jewel- 
ers. Macon, Georgia. 

WANTED, first class watchmaker, jeweler 
and engraver; permanent position: give all 


particulars. Ben Roumain, Baton Rouge 
sa. 

TRAVELING SALESMAN WANTED: good 
territory, good line; well known house 
Henry Paulson & Co., 37 S. Wabash Ave 


Chicago, Il. 


WATCHMAKER, 
bench and take in 
Lifland, Hartdegen, 
Newark, N. J. 


for retail store, to work at 
repairs. Apply ™M) 
Inc., 900 Broad St., 


WANTED, WATCHMAKER, must be experi- 
enced, and do fast work: price no object 


to right party. Apply Kay Jewe.ry Co., 
132 S. Main St., Akron, Ohio 
WANTED, first class watchmaker, one who 


can do engraving preferred, but not es- 
sentiat. Reliable Jeweiry Shop, Plainfie.d, 
N. J. 


WATCHMAKER, experienced on high grade 
watches: good reterences; steedy position, 
near New York City. Address “H., 3422,” 
eare Jewelers’ Circular. 


GOOD WATCHMAKER for position in town 
of 3700; good air and water, altitude 
about 1100 feet. Ross B. Wilbur, Dolge- 
ville, N. Y. 





MATERIAL CLERK with some 
Address, with full particulars, 
Co., 37 So. Wabash, 





WATCH 
experience. 
Henry Paulson & 
Chicago, Illinois. 





AT ONCE, good retail jewelry 
with experience and high grade 
personal bond necessary. Ad- 
3450,” care Jewelers’ Circular. 


WANTED 
salesman, 
references ; 
dress “A., 





WANTED, FIRST CLASS ENGRAVER; 
State age, salary desired and give refer- 





ences and send samples in first letter. 
Latham & Atkinson, Inc., 185 Peachtree 


St., Atlanta, Ga, 





WANTED, EXPERT WATCHMAKER; must 
be first class on small watches; steady 
position, good salary. Rogers & Company, 
iv South High, Columbus, Ohio. Att, W.J. 
‘Lubias. 





SALESMAN calling on department stores, 
to sell exclusive line of costume jewelry, 
wonderful opportunity for a wide-awake 
man; state age, experience, relerences. 
Address “G., 323(," care Jewelers’ Circular. 





WANTED, EXPERIENCED WATCHMAKER. 
uisu lu du sulle cluck repairing ; 
steady position, location in Broukiyn; must 
have relerences. Auuress “U., $521,” care 
vewelers’ Circular. 


SALESMAN acquainted department store and 


retail jewelry trade, New York and vicin- 
ity, also Middle West, to carry line silver 
imitation stones. Address “F., 


jewelry, 
3372,” care Jewelers’ Circular. 





ASSISTANT watchmaker and engraver, must 
be good man: will pay $40 to start; must 
furnish good reference and have store ex- 
perience. Henry N. Marx, 212 E. College 
Ave., Appleton, Wis. 


WANTED, A-1 watch material clerk, one 
experienced in waiting on city trade; good 


salary ; references required; town over one 
million. For information address “P., 
3398,” care Jewelers’ Circular. 


SALESMAN WANTED for sterling silver 
line for old established firm; must be well 
acquainted with department stores, jobbers 
and retailers; references. Address “T., 
3406,” care Jewelers’ Circular. 


YOUNG MAN; extraordinary opportunity to 
learn diamond business; must be willing 
to start at small salary; apply by mail 
giving details. Morris Katz Co., 68 Nas- 
sau St., New York. 





WANTED, first class watchmaker for first 
floor; must be an A-l workman and neat 
in appearance; state age, salary desired and 
give references in first letter; have just 
opened our new store. Latham & Atkin- 
son, Inc., 185 Peachtree St., Atlanta, Ga. 





MAN who is a good salesman and 
some experience in watch repairs; 
good oppurtunity to the right man; $50 
week to start; state age and experience; 
northwestern Ohio city. Address ‘M., 
3317,” care Jewelers’ Circular. 


YOUNG 
with 





WANTED AT ONCE first class jeweler 
and engraver, New Jersey; send all 
information in first. letter. Address 
“K., 3389,” care Jewe'ers’ Circular. 

MAN who is capable of 

ing watch and clock repairs; 

commission basis; must be experienced 
and have own tools; Eastern Pennsyl- 
vania. Address “‘R., 3481,” care Jewelers’ 

Circular. 


WANTED, YOUNG 


assisting on 





WANTED 


AT ONCE, WATCHMAKER; 
must be first class mechanic on ladies’ 
bracelet and men’s watches, also do light 
jewelry repairs and engraving; references 


letter. R. A. Fincher, 


Georgia. 


and details in first 
Jeweler, Thomaston, 





I CAN USE A YOUNG MAN, second watch- 


maker, jeweler and salesman, at once; a 
fine opportunity to learn and improve 
under best of conditions; salary according 


give full particulars in first 


to ability; 
Stall, Napoleon, Ohio. 


letter. D. B. 





DESIGNER WANTED, one capable for 
similar line to wristlet buckles. Ad- 
dress “Z., 3449,” care Jewelers’ Circu- 
lar. 





SALESMEN WANTED to cover two terri- 
tories with established Swiss watch line; 
one salesman to work out of Chicago to 
St. Louis, St. Paul, etc... one salesman to 
work out of New Orleans covering Louisi- 
ana, Texas, Alabama, etc. Etna Watch 
Co., 49 Maiden Lane, New York. 








WANTED, CLERK with jewelry store ex- 
perience; must be able to dress windows ; 
good salesman, and have best references 
as to honesty; write first letter salary ex- 


pected and references; can start as soon 
as convenient. R. Skalowski, Spartanburg, 
s Cc 





WATCHMAKER, capable and_ experi- 
enced, for town in Central Illinois; 
give full information regarding ex- 
perience. Address “J., 3424,” care 
Jewelers’ Circular. 





WATCHMAKER WANTED, elderly Amer- 
ican man, good worker, who desires short 
hours, willing to start at reasonable salary, 


in small town in N. J.; write references 
and salary desired; one hour from New 
York City. Address “Q., 3480,” care 


Jewelers’ Circular. 
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HELP WANTED—Continued 








WANTED, first class jeweler, engraver 
and diamond setter; must have sev- 
eral years’ experience ; none other need 
apply; good working conditions; 
furnish references. Address “‘J., 
3388,”’ care Jewelers’ Circular. 





WATCHMAKERS, engravers, jewelers: we 
have a number of openings on file for 
reliable workmen; if you are open for 
position get in touch with us giving full 
details as to your age, ability, salary ex- 
pected and also state the location pre- 
ferred; our service is free. Address “N., 
3393.” care Jewelers’ Circular. 





YOUNG MAN experienced in instalment 
jewelry business; must be capable 
salesman, understand credit, and ex- 
perienced in window trimming; an 
opportunity for a live wire to advance 
to manager; Kentucky. Address “A., 
3404,” care Jewelers’ Circular. 





WOULD LIKE TO COMMUNICATE with 
a good, dependable young watchmaker and 
jeweler, to take charge of an old estab- 
lished, fine jewelry store, in a prosperous 
Pennsylvania city of 60,000; am willing to 
give an interest in the business, with op- 
portunity for further development, to the 
man who fits the job. Address ‘‘R., 3375,” 
care Jewelers’ Circular. 


— 





OPPORTUNITY open for young man to 
assist manager; must possess ability 
to secure results in sales and credit; 
must be experienced window trimmer ; 
opportunity to advance to manager 
with large chain organization. Ad- 
dress “K., 3425,” care Jewelers’ Cir- 
cular. 





WANTED A YOUNG MAN who has a fair 
knowledge of the jewelry business, who 
can trim windows, wait on trade and act 
as assistant manager: fine opportunity for 
advancement: concern now operates four 
stores and intend opening another store or 
two next year if can secure right kind of 
help; give details in first letter. Tavlo: 
Bros., 1615 Elm St., Dallas, Texas. 





OLD ESTABLISHED Chicago jobbing 
house carrying American’ watches, 
jewelry and diamonds, desires wide 
awake salesman to cover territory of 
deceased partner; opportunity to be- 
come more than salesman. Address 
“Cireular, 158," Room 1104 Heyworth 
Bldg., Chicago. 

L. & C. MAYERS CoO., 545 5th Avenue, New 
York, require the services of several peo- 
ple, male and female, in their jewelry, 
watch and silverware departments, to fill 
orders and keep stock records; those fully 
qualified will have an exceptional oppor- 
tunity; apply by letter only, attention F. 
L. Heuer; state in detail age, references, 
experience, salary desired, also whether 
or not emploved at present: applications 
not having full details will be ignored; 
all letters will be regarded as confide itial. 


SALESMAN WANTED (watch material) 
by New York concern, to call on cus- 
tomers north of New York and west 
of Chicago; we have most of the high- 
est class retail trade in this territory; 
state salary and expenses expected, also 
previous employment and_ territory 
where you are acquainted. Address 
“H., 3241,” care Jewelers’ Circular. 














EXPERIENCED salesman and_ executive 
wanted by New York wholesale jewelry 
house to take charge of their counters; a 
most exceptional opportunity for Amer- 
ican with ambition and initiative; only 
letters giving complete details including 
age, references, experience and salary de- 
sired will receive consideration; must have 
experience selling diamonds, watches, and 
silverware; be able to supervise and train 
salespeople and understand the care and 
display of merchandise. Address “F., 


3458,"’’care Jewelers’ Circular. 





WANTED, high grade watchmaker as as- 
sistant to head watchmaker; must be ex- 
perienced to handle best class trade and 
do fine work in large store, employing five 
watchmakers; give full information and 
references and send photo with applica- 
tion. E. J. Scheer, 259 East Main St., 
Rochester, N. Y 





EXCELLENT OPPORTUNITY for a man 
capable of managing large platinum 
and gold diamond ring mounting 
factory; must be familiar with new 
construction and quantity production ; 
previous successful experience in simi- 
lar position absolutely essential. Ad- 
dress “Y., 3444,” care Jewelers’ 

Circular. 








SALESMAN, a real business creator, wanted 
for permanent position with long etab- 
lished firm; loyalty, integrity and a pleas- 
ing personality absolutely essential; state 
every qualification, references and salary 
expected ; this is a very responsible position 
and rigid investigation must be made. 
Craven’s Diamond Shop, 6 East llth St.. 
Kansas City, Mo. 


WOMAN over thirty years of age with 
business experience, who knows how 
to sell; initiative necessary; splendid 
opportunity with prospects of financial 
interest; in reply state age, experience 
and wages wanted. Frederic’s Pearl 
Shop, 11 E. Washington St., Chicago, 
Ill. 








For Sale. 


Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 











FOR SALE—Opportunity to buy a_ good 
watch concern including good will and 
stock of good quality. I. Efrus, Inc., 12 
John St., New York. 





JEWELERS SHOP FOR SALE, rent, or 
bench spaces to rent; north light, good 
location; fully equipped. Apply Room 501, 
2 West 47th St., New York. 





WATCH AND JEWELRY repair store for 
sale in good location; opportunity for live 
wire ; very reasonable; must leave at once 
Address “W., 3487,” care Jewelers’ Circular 





ESTABLISHED instalment business in city 
of 1,000,000 population; over 7000 open and 
closed accounts; excellent opportunity for 
right parties. Address “D., 1721,” care 
Jewelers’ Circular. 





JEWELRY STORE, small, for sale, with or 
without stock: very busy location between 
elevator and subway stations: reasonable 
rent. Manhattan Jewelry Shop, 311 West 
110th St.. New York. 





ESTABLISHED New York jewelry store for 
sale; illness of owner necessitates retiring 
from business; reasonable price; best loca- 
tion Address “O., 3394,” care Jewelers’ 
Circular. 

HIGH GRADE JEWELRY STORE for sale 
best location in the city, established 40 
vears, doing a nice business, big repailt 
business; very little competition: rent 
reasonable, lease: must have action at once, 
eash deal: am going into different line 
Harvey E. Stahl, Somerset, Pa. 








RETAIL JEWELRY STORE, well estab- 
lished, doing a $20,000 yearly business; 
best location in city of 11,000, in rich 
farming district in Northwest: rent $100 
monthly: capable, energetic man could in- 
crease present volume of business; reason 
for sale, other business interests needing 
attention ; $5000 will handle proposition: a 
fine chance that will pay you to investigate 
inimediately. Address “E., 3381,” care 
Jewelers’ Circular. 





75C ON THE DOLLAR for’ established 
jewelry store; $20,000 new stock: fixtures 
gratis; industrial manufacturing city, 150,- 
000 population, state of Florida: best loca- 
tion: store showing good profit: owner en- 
gaging in other business; terms eishty per 
cent cash; no dealers. Address “O., 2724,” 
care Jewelers’ Circular 


UNUSUAL OPPORTUNITY; a _ success- 
ful New York cast ring manufacturer, 
established 12 years, selling a few cata- 
logue accounts gold rings by weight 
on short terms, business amounting to 
$30,000 to $50,000 annually with little 
or no selling expense, offers this busi- 
ness with or without good-will or stock 
at approximately $5,000 cash; splen- 
did opportunity for a jeweler or could 
be merged with a concern in similar 
line; curiosity seekers save your post- 
age, as bank references are requested 
in your reply. Address “P., 3432,” 


care Jewelers’ Circular. 











For Sale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 





DROP HAMMERS and rolling mill for sale; 
first class condition. Call at 8th floor, 136 
West 52nd St... New York. 





ENGINE TURNING MACHINES ffor sale: 
first class condition. Call at 8th floor, 136 
West 52nd Street, New York. 





FOR SALE, stop watches, football and split 
timers, ladies’ and gents’ watches of all 
descriptions in 15 jewel, good quality. 
I. Efrus, Inc., 12 John St., New York. 





LARGE ASSORTMENT of dies and tools 
for ladies’, misses’, men’s and boys’ rings. 
Shafer & Douglas, 391 East 149th St., 
New York, N. Y. 


SAFES, new and used, cheap. 
West 29th St., New York. 
wanna 3305. 





Acme, 44 
Lacka- 





COMPLETE factory equipment for manufac- 
turing sterling silverware; machinery, tools, 
dies, etc., for sale; wonderful opportunity 
for new concern; bargain. Address “B., 
2950,” care Jewelers’ Circular. 





SAFE, burglar proof, formerly owned by 
Black, Starr & Frost, 48th and Fifth 
Avenue, very reasonable, can be seen 
at Krasilovsky’s, 216 Centre St., New 
York; Canal 1182. 





COMPLETE central jewelry store fixtures, 
including window trims, trays, show cases, 
wall-cases, large safe, electric fixtures, etc., 
complete to the smallest detail; exceptional 
opportunity for alert party. B. Spector & 
Bro., Inc., 108 Church Street, New Haven, 
Conn. 








Business Opportunities. 


Se. a word; minimum charge, $1.25 








IF YOU WANT TO SELL your business, I 
will pay you spot cash; bank references. 
Write, phone or wire Herman L. Art, 458 
Douglas St., Akron, Ohio. 





MR. JEWELER, do you want cash for your 
stocks and fixtures. Write or wire, J. A. 
Conn., 415 Swetland Building, Cleveland, 
Ohio. 





DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 


HIGHEST CASH PRICES PAID for dia- 
monds and diamond jewelry; bank ref- 
erences given. I. Efrus, Inc., 12 John 
St., New York. 


(Special Notices continued on page 104) 
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Special Notices. 


(Continued from page 103) 








BUSINESS OPPORTUNITIES—Cont. 








DON’T SELL your stock and fixtures until 
you see us; we come to see you at our 
own expense; we will pay you more. 
B. Wolff & Co., 156 E. 42nd St., New York. 


ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 


Boston, Mass. 








WHEN YOU WANT the highest cash price 
for your stock and fixtures, communicate 
with us; all correspondence strictly con- 
fidential. New England Jewelry Exchange, 
Province Blidg., Room 514, Boston, Mass. 


HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 





— 





MR. RETAIL JEWELER—4do you want to 
raise cash quickly? No strings——no auction 
sales—no losses—our methods of. sales 
promotion are dignified and refined—will 
add prestige to your establishment. H. B 
Ostrowe Co., 9 Maiden Lane, New York. 

QUICK RESULTS, cash at once; we pay 

the highest prices for your entire 

stock or any part of it; check by 
return mail; all shipments held ten 
days; National Bank reference. Ben- 


jamin D. Sachs, 1001 Mallers Bldg., 
Chicago, III. 











PRICES PAID for your 
diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 


WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a _ posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, Ill. 


ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, it will be to your 
advantage; rating and references of the 
highest order. Van Praag & Co., 653 
Broadway, New York, established 1889. 


WE PAY MORE; before selling your 
jewelry stock or fixtures, see us; small 
or large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 


HIGHEST CASH 
surplus stock of 














WATCH AND CLOCK importers manager 
of concern just out of business due to 
death of owner, is open for sound proposi- 
tion; have trade of former concern that 
carried over 100,000 dollars business 
yearly; know foreign markets and have 
complete knowledge of watchmaking; con- 
fidential. Address “A., 3461,” care Jewel- 
ers’ Circular. 


ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 

Bldg., Chicago, Ill. 








DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way; you can 
profit from our many years’ experience 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 
no obligation to keep the check if it is 
not satisfactory: but others have been 
satisfied, so no doubt you will be too; 
bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and _ receive your. cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass. 








Wanted to Purchase. 


5c. a word; minimum charge, $1.25 





HAVE UP TO $25,000 CASH to invest in 
an established jewelry store in or near 
New York City: must have a long lease. 
Address “G., 3184,” care Jewelers’ Circular. 





WANTED, one dozen tea spoons, one dozen 
individual salad forks, Marie Antoinette, 
made by Alvin Mfg. Co. Buechele’s Jewelry 
Shop, 1042 Main St., Dubuque, Iowa. 


Watch Work for the Trade. 


5e. a word; minimum charge, $1.25 














FINEST WORKMANSHIP on all makes of 
watches, railroad watches, etc., repaired 
and adjusted: mail orders promptly at 
tended to. Victory Watch Co., 87 Nassau 
St.. New York. 


THE FACTORY P. TIECHE, watch repair 
department, 93-95 Nassau St., New York 
N yr. will take care of all your watch 
repairs: furnishing new parts, new dials, 
new works, new cases: work guaranteed; 
free estimates; mail order special service. 





JEWELERS’ GOOD WATCH WORK, eight 
day service: watch repairing to the trade 
not how cheap, but how good: mail orders 
promptly taken care of: price list on re 
quest: estimates cheerfully given. Mem 
bers National Jewelers Board of Trade, 
Chas. Rudnick & Co., Successors to S. A 
Peck & Co., 29 E. Madison St., Chicago, Il. 






OFFICE TO LEASE, adjacent to large dia- 
mond importers, consisting of three good 
sized rooms and lobby; available for oc- 
cupanecy January 1, 1930, at a rental of 
$1800 per annum; lease expires May 1, 
1934. Address “E., 3370,” care Jewelers’ 
Circular. 





DIAMOND OFFICE TO SUB-LET; north 
light, fully equipped and furnished; 
two private offices, desirable location. 
Apply Room 1204, 527 Fifth Ave., New 
York. 


creme imeiieiiianell 


Miscellaneous. 
5c. a word; minimum charge, $1.25 











WATCHMAKERS, increase your ability 
through the highly recommended books; 
“Rules and Practice for Adjusting 
Watches,” and “Practical Balance and 
Hairspring Work’’; circulars on request. 
Walter Kleinlein, Waltham, Mass. 


We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 


BROOKLYN 
PURCHASING SYNDICATE 
FRANK WALKER, PROPRIETOR 


610 Broadway Brooklyn, N. Y. 
82 Years at the Same Address 


























nie 


—— 


Special Order Mork and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 











GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 


To Let. 


5c. a word; minimum charge, $1.25 














FINE LIGHT OFFICE suitable for watch- 
maker or diamond dealer. M. L. Steinfast, 
71 Nassau St., New York. 





FINEST OFFICES on Fifth Ave., New York, 
for wholesale or retail diamond business; 
will sublet furnished or unfurnished; rents 
moderate. Telephone Medallion 3900. 





OFFICE SPACE FOR RENT, suitable for 
jeweler,-engraver, diamond setter or watch- 
maker or diamond dealer. Room 805, 74 
W. 46th St., New York. 

FOR RENT, LIGHT OFFICE, four windows: 
rent $45; suitable for jeweler, setter or 
engraver; fixtures at low cost, optional. 
Room 512, 105 Fulton St., New York. 





OFFICE FOR RENT, most beautifully 
equipped, finest of fixtures, suitable 
for any branch of the jewelry indus- 
try; rent reasonable. Inquire Room 





1210, 48 W. 48th St., New York. 


THE WASHBURN 


MAGIC NUT 
for EAR STUDS—SCARF PINS, etc. 


Now Made in 


18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


ae) Also 
SAFETY CATCH =e 


Open For Brooches, etc. Closed 


18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 

Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN Neyos se 








Beaded, Silk and Leather Bags 


Repaired and Refinished 


AN UNUSUAL SHOP for the repairing, 
framing and remodeling of high grade bags 
of every description. French bags a specialty. 
Sterling Frames in stock or made to order. 


A. L. WORKMAN, 1 West 34th St. 











Est. 20 Years New York City | 
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our contract. 


MAX POSNER, Auctioneer 
Colmes Bros., Management 


Get 100% For Your Merchandise! 


The Jeweler’s Life-saver 


Why sacrifice your reputation and life’s savings when you can secure 
the services of the greatest auctioneer in the world, Mr. Max Posner, 
who will sell out all your merchandise, or just your surplus stock. You 
will be proud to have him behind your counter, and your friends and 
customers will congratulate you on your wise choice. 
the best class of people in your city and make a real success of the sale. 
Our terms are surprisingly low. 


If necessary we will put up a cash bond to guarantee the fulfillment of 
Best of references in U. S. A. and Canada. 
spondence held strictly confidential. 


Colmes 
11 Beacon St., Boston, Mass. 


He will attract 


A few dates are still open this year. 


All corre- 
For further particulars, write to 


Brothers 











<2 eS 





Drop us 


a card 
for particulars 


The top is the same front and rear, so 
that the bench is really two benches in one. 
The transformation is complete whenever 
you want a new one for the old working 
front of your bench. 


_ Every worthwhile shop, large or small, 
in the land uses them. The material is 
especially selected with its close-grain, hard 
maple for the top—and then heavily shel- 
lacked to allow for washing and cleaning. 
Altogether a most desirable bench for the 
factory, workroom, store or home. Get the 
catalog telling all about them. 














LEIMAN BROS. 


Hard Maple Top 
Work Benches 


metal bottom pans and drawers, filing pin and 
arm rest, one and two-seat sections with de- 
tachable iron legs. 


LEIMAN BROS, 


REVERSIBLE WORK BENCH 
PATENTED 


The bench that evolution has produced—the ultimate 
improvement—the comfortable, convenient work bench 
that is truly the jewelers’ companion. 

It took years of experience with practical working 
jewelers to evolve this bench—no other makers can 
offer it to you—it’s patented. It contains time-tried 
features, the convenient arm rest, the rigid file pin, 
the full width drawer and the non-rustable lower pan. 


23-B WALKER ST., NEW YORK 
Makers of Good Machinery for 40 Years 














Write, Phone or Wire 





Why worry 


about your obligations? 


A short, well-conducted 
Auct’»n Sale will get you 
the desired cash. Besides, it 
will afford you an _ oppor- 
tunity to sell a lot of unde- 
sirable goods and will stim- 
ulate your business even 
after the sale. Why not 
write for details today? 
Bank references. 


HERMAN L. ART 


Auctioneer and Appraiser 


458 Douglas Street 
AKRON, OHIO 








Soldering and Meltin 


Nicely Handled With <tr 


Torit Apparatus! 


TORCHES 
and Complete Outfits 


for Oxygen and Gas 
or Air and Gas 


OXYGEN and AIR REGULATORS 


Ask for Literature 


ST.PAUL WELDING & MFG. CO. 


166 WEST THIRD STREET ST.PAUL, MINN., U. &. A. 

















































Price $1.00 The BUYERS’ DIRECTORY Jewelers Publishing Corp., 239 W. 39th St., New York 
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G:‘S KEEPS PACE WITH DEMAND 


The New G-S Flexo Lentille Chevee 


aa 


ce : (Patented) 


























| @ The finest break-proof crystal 


/ for thin model watches. 


ERE is a new addition to the G-S Line: 
—A Flexo crystal made especially for 
high grade thin model watches and inserted 


with a regular G-S Crystal Inserting Machine. / 


Heretofore many jewelers have hesitated to / 

fit expensive watches with G-S Flexo Mi- | 

Concave Crystals. But now they are taking / 

up the G-S Lentille Chevee even more en- . 
thusiastically than we had dared hope. 


This beautiful crystal is shaped so that no rough bevel 
edge shows anywhere. There is ample clearance even for 
extra long hands, and the center post is thoroughly pro- 
tected due to the rigidity of the crystal and the method of 
inserting with the G-S machine. Yet it is so graceful that 
it adds to the appearance of even the finest watch—and 
most important of all, it is of genuine G-S Flexo quality. 













Do not be without a complete assortment of G-S Len- 
tille Chevees. Write to us direct for samples and prices or 
see your wholesaler. 


GERMANOW-SIMON MACHINE CO. 


ROCHESTER, N. Y. 
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Wen something goes over big, 
you Say “ENCORE , That something is Wallace Pewter. Every 


jeweler who handles the line knows that Wallace Pewter, because of its superior 
weight and fine design, and because it is untarnishable, «has gone over big.” And 
brought repeat business! @ And now comes the “Encore” to that fine performance! 
Wallace offers a series of brand new designs in the same high quality Wallace 


Pewter called «Encore Numbers.” Some of these new pieces supplement the 


Colonial style of the 
original line; others 
show Pewter in more 
modern designs. The 
entire “Encore” line is 
certain to add to your 
sales in pewter. Q The 
“Encore” booklet lists 
the entire new pewter line 
and suggests appropriate 
selling talk. For a copy 
just write “Encore” on 


your letter-head. 





Some favorite pieces in Wallace Pewter. The new “Encore Numbers” 
bring many brand new designs and pieces to this ever popular metal. 


R. WALLACE & SONS MFG. CO., 


Silversmiths —Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 


Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter . . « «© + «© «© «© + « «+ « Founded in 1835. 


MEMBERS oO F THE S788 1 Ns SPive RS MITHSs GuUuIL®D OF AMERICA 





HOOO Times very Lay! 


HE DOCTOR steps up to a waiting father and says, 

“Everything’s O. K. It’s a fine boy”... or... “girl”. 

4000 times every 24 hours in this country, Anew customer 
for the jewelers. For every bodylikesto welcomethese newcomers 
with silverware. And everybody likes to repeat cach year on 
birthdays and holidays until they're quite grown up. 

Every one of those 6000 youngsters has doting grand=parents, 
proud uncles, adoring Aunties, god- parents, Mother’s close 
friends, Dad's business associates—a whole host of gift buyers, 
Are you able to attract their trade? 

To deserve and develop a reputation as the Baby and Child 
Gift Headquarters of your community, you must — 


1. Carry adequate stocks of attractive gilts for youngsters. 


») < J. J 
. Feature such gilts in aisplays. 
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. Croup your child gilt stock, so it assumes umportance in your 


customers’ estimation and with your clerks. 


4. Advertise your store as specialists in “What=to=give=the= 


young-=-folks.” 


1. Four 3=Pe. Child’s Sets (Flat Knife) in Trunk 
Display, set in carton. Each carton contains /_ teal 
1 Deauville, 1 Paul Revere, 1 Grosvenor and 
1Patrician=Moderne . Set $3.00 

z. Eight Bent Baby Spoons in Hat Box Display, 
setincarton.Eachcartoncontains2 Deauville, 
2 Paul Rev 4 Grosvenor, I Bird ot Paradise leaders for you. 
and 1 Patricians=Moderne .. . . Each $1.00 

3. Bent Baby Spoon, Cup, Bowl and Plate Set. 
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and listed on this page you 
Tf: ; . d 
will find seven items from the 
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Community line that will be 
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. Bent Baby Spoon, Cup and Porringer Set 
-ach$ 9.00 
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. Bent Baby Spoon and Porringer Set Each$5.00 
5. Bent Baby Spoon and Cup Set . Each $3 
7.Child’s C Each $ 
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Items 3, 4,5, 6 and 7 are obtainable in any 


. a? ° ] ~. r ae ° 
one of Community’s five beautifii designs. 


COMMUNITY PLATE 











